








Thousands of hardware dealers will tell you that they have 
had a new “lift” in tool sales since they established themselves 


as UNION dealers. 


Good times and bad they have the basic sales advantage of 
Quality, Eye Appeal and Longer Life in UNION Tools — of UNION’S 
exclusive Right Repair Handle Service — of SPEEDLINE Garden 
Tools and RAZOR-BACK Shovels — of UNION and RAZOR-BACK 
Display Racks — of constant national advertising and other valu- 
able “PLUS” features which have enabled UNION dealers to sell 
tools at a full profit while ordinary tools hung rusty on the hooks. 


Farm and garden tools and shovels are important items in your 
store. If you want to build them up in volume, this year and every 
year, now is the time to talk to your UNION jobber. 





| HE UNION FORK & HOE COMPANY 
MAKERS OF MORE SALABLE TOOLS — COLUMBUS, OHIO — JACKSON, MISS. — FRANKFORT, N. Y. 
Additional Sales Offices: New York City, Baltimore, Los Angeles, San Francisco, Seattle 
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The SUCCESS Line makes it possible 
for you to obtain a satisfactory share of 
the profitable oil stove business in your 
territory this year. 

Modernly styled — beautifully finished. 
Prices that insure the Dealer of an at- 
tractive margin. 


Monufactured by The Huenefeld Company, Cincinnati. 


& 
The SUCCESS Brand 1s pistrib- 
uted Through Wholesalers. Write 
Your Jobber for Prices and 
Catalog. e 


BOSS WATER HEATERS 


Single and Double Burners. For all size stor- 
age tanks. For installation in connection with 
running water, gravity feed or force pump 
systems. 

Double jacket construction prevents radiation. 
Fast or slow heating with instant control. 








No. 47 AUTOMATIC DEADLATCH 


The case has the attractive brown wrinkled finish and con 


cealed screws 





Suggested retail price $2.10 


No. 047 AUTOMATIC DEADLATCH 


The case of this lock is finished in wrinkled brass. Visible 


screws type 


> 


No. 10 DEADLOCK 


The ‘Steel Bar’’ Deadlock 


This case is finished in wrinkled brass Oper 
ated by key from outside and knob within 
Suggested retail price $4.50 


= 


vv 
i toon Ae) 


PIN TUMBLER DEADLOCK 


Tubular Type 


The bolt is of 
reinforced by two hardened stee 


Jay 


pins to 


extruded brass 


prevent sawing front plate of 


forged brass. Suggested retail price $3.00 


No. 175 
PIN TUMBLER DEADLATCH 


Differs from No. 170 in that it 
has the added feature of dead 
locking automatically 
Suggested retail price $3.30 
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Suggested retail price $2.00 


= TIME yousella 
YALE lock whether 
it be a lock retailing 
for 75¢ or $6.00 you 
have made a friend. 
Your customers know 
the name YALE on a 
lock is the symbol of 
the highest standards 
of quality, durability 
and workmanship. 
For complete details 
regarding any YALE 
products consult your 
own jobber or write 


ToMULMella-lan 


AUXILIARY 
LOCKS by 
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No. 192 DEADLOCK 


Interlocking Rotary Bolt Type 


— 


Has hardened steel rotary bolt with two heavy 
steel projections which interlock with the 


strike Suggested retail price $4.00 


i 


me 
ae 

y 
a 


One of the strongest jimmy-resisting locks ever 


& 
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No. 197 DEADLOCK 


Vertical Bolt Type 


made. Choice of bronze or chromium plicted 


Suggested retail price $4.00 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U.S.A. 
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= No two peas in a pod are alike. 
Neither are two bolts made by dif- 


ferent manufacturers identical. Ex- 
amine them closely ...you’ll see the 
difference. 





ae Ask your nearest Republic jobber to 

> show you an Upson Quality bolt. Look 
eo | ‘ at the full, square head. It is made to 
. stand heavy wrenching—to prevent 
wrench slippage and-skinned knuckles. 
Notice the smooth, uniform shank. It’s 
made of tough Republic steel that re- 
sists stress and strain. It’s accurate in 
size from end to end. 


Run your fingers over the threads. 
Feel how sharp, deep-cut and clean they 
are. Turn on a nut. See how easily it 
runs—neither too loose nor too tight 
—just right. 

A bolt’s a bolt? Maybe so at first sight 
—but your customers know the dif- 
ference when they use them—you’ll 
know the difference when you stock 
and sell them. 


If your jobber doesn’t handle 
Republic Upson Quality headed and 
threaded products, write us for further 
information about stocking this old- 
established line. Republic Steel Corpo- 
ration, Bolt and Nut Division, Cleve- 
land, Ohio and Gadsden, Alabama. 
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CREASE YOUR May 


[VINATOR NATIONAL 


Solve the 3 Big Problems 
Faced by the Appliance Dealer Today 
@ MAKE EVERY SALESMAN PROFITABLE 


@® GET GOOD SALESMEN 
@® KEEP GOOD SALESMEN 


Sidney 
_ President Kelvinator National 
ae _ Salesmen’s Institute 


be Anstitute has prepared a remark- 

i Y practical study course which 

BN: Den ecate theory and practice so 

% ‘as to be of constant daily use to retail 
« 4ppliance salesmen. 


achieved national prominence through 
his work in training men in a number 
of different industrial organizations, 
‘writes in: “Not only is this Institute 





organizer could be called on to shape. 
_ [congratulate them on being tied inv 

__with a business whose leader thought 
_ up this plan; and I congratulate Kel- 
_ vinator on having the kind of man- 
_ power | to insure its success. 


he) “The soundness of the whole ict-up 
_- isreflected in the Institute’s personnel. 


pe 
[ 
¥. 
Fe 


pa a am for’ example, brings an 





rect National Salesmen’s _ : 


Mr. Edlund, who has. alccad? “i 


_ project a ‘hot’ plan, but the ‘student Te, 
_ body’ looks to me the best timber any 














AX THIS MAY SOUND like a big 
order, but those who have seen 
the Institute program in its en- 
tirety have declared it to be the 
greatest step forward in sales edu- 
cation ever taken by any manu- 
facturer in the appliance field. 

First of all, the Institute is 
staffed with men of outstanding 
prominence in the field of sales 
education. 


Second, its one job is to enable 
salesmen to make more money, for 
themselves and the dealers for 
whom they work. 


Third, it provides not only a 
complete selling course—covering 
products, general salesmanship, 
and the use of promotional cam- 
paigns—but offers every salesman 
a real incentive to finish the course 
and profit by its use. 


And only those dealers who sell 
Kelvinator household appliances 
in 1939 will be able to employ this 





effective, three-edged selling tool. 


Kelvinator invites every household 
appliance dealer who is interested 
in making more money in 1939 to 
send for the free booklet and get 
the complete story. There will be 
no charge or obligation. 


Just tear off the coupon below, 
and the booklet will be sent to you. 


FORGET EVERYTHING YOU HAVE EVER 
KNOWN ABOUT “SALES TRAINING” 


In a month or two, the entire 
industry will be talking about the 
Kelvinator National Salesmen’s 
Institute, and you should know 
the facts—even though you are not 
now a Kelvinator dealer. 


Talk to your Kelvinator distrib- 
utor—or to his wholesale man— 
now, about the Institute. Or clip 
the coupon for a booklet that will 
give you the entire story. KELVIN- 
ATOR Division, Nash-Kelvinator 
Corporation, Detroit, Michigan. 
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KELVINATOR NATIONAL SALESMEN’S INSTITUTE 
14250 Plymouth Road, Detroit HA-2 
Please send me a copy of your booklet on the Kelvinator 


National Salesmen’s Institute. I understand that this 
request places me under no obligation whatever. 


DEALER’S NAME......... 


ADDRESS. .......00eeee0- 


Tere ee errr eee eeee err er errs, 
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Mola \ NER THROUGH 
SALESMENS INSTITUTE 


lay | The Refrigerator 
That Was 25 Years in 
The Making 


Today Kelvinator is proud to present the 





climax of 25 years of —— achievement 
.. the new Silver Jubilee models. 











tool. Completely new . . . in design, beauty, and 
mechanism . . . as revolutionary as the very 

‘hold first electric home refrigerator, which was 

sted made by Kelvinator. 

39 Here are just the re facts. For the full 

to story, talk to your Kelvinator distributor. 

| get The Polarsphere...most efficient of all refrig- 

ll be erating units, cost-cutting and trouble-free. 
Sovak power to keep 5 réfrigerators cold. 
Dry Storage Bin for Vegetables... extra 

‘low, storage space’ for onions, potatoes, turnips. 

you. Steaks and Chops kept fresh and juicy for 
days in this glass-topped Cold Chest. Holds 

EVER up to 14 Ibs. of meat cuts. 

ING” Speedy Cube Release loosens cubes in a 
flash—by an easy lift of a lever. You get 72 

atire big ice cubes for 1¢ at national average elec- 

i tric rates. 

- Twin Glass-topped Vegetable Crispers 

en's let you see at a glance inside. Salad greens 

now and vegetables are kept garden fresh for days. 

not New Wider Front increases capacity with- 
out increasing size. No more fumbling and 
groping or knocked over dishes and bottles. 

rib- 

in— 

clip 

will 

VIN- 

ator 

yan. 

L 
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It’s headline news for 1939! The new Westing- 
house Refrigerator — pacemaker in better food 
protection, Kitchen-proved convenience, and 
long, low-cost operation — sales-maker and 
money-maker for dealers. Here’s why — 


STYLED TO SELL... New cabinet lines make it the most 
beautiful refrigerator in all Westinghouse history. New in- 
terior design combined with colorful Peasant Ware Food- 
saver dishes and water server make it more beautiful than 
ever inside. 


EQUIPPED TO SELL... New features are packed with 

sales appeal for every prospect. For the first time in any 

refrigerator — True-Temp, the cold control that really 

Holds refrigerator temper- controls. For the first time in any refrigerator —a covered, 
ature where you set it — re- . : 

gardless of room temperature vented Meat-Keeper with 15 pounds capacity! For the first 

fluctuations. time a door liner of special white Micarta! And beside all 

oe this, the famous Economizer Mechanism with new cushion 


Slides in and out under the mounting — for the first time a truly “‘plug-in”’ refrigerator! 
froster—has 15 pounds capa- 
city, 50 per cent more than 


last year. PRICED TO SELL...A new simplified line includes 
, | Emperor and Aristocrat models in porcelain and Dulux 


respectively, Hostess models in the medium price field, and 
the new Economy-Six for the budget shoppers. With this 
line you can meet any prospect’s requirements. 


ADVERTISED TO SELL... Westinghouse plans for 1939 
include a powerful program of national magazine adver- 
tising, hard-hitting newspaper advertisements, displays, 
selling literature and everything you need to set the pace 
in your own territory against any kind of competition you 
have to meet. 

If you are not already a Westinghouse Refrigerator 
dealer, get the details from your distributor — or write 
us direct. 


Westinghouse Electric & Manufacturing Company 
MANSFIELD, OHIO 








Stay out in front with the PICEMAKER | 
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THE GENERAL ELECTRIC FULL LINE 


yo oo Gack 


G-E Delivers 
Than Any Other 


General Electric has the 
widest and most com- 
plete line of electrical 
products for the home. 


GO GE - nu. tHe war 


; 
® You gain greater prestige through identifi- 
cation with the best known electrical manu- 
facturer. © You enjoy better relations with 
manufacturer and distributor regarding prices, 
terms and service. ®© You save money and 
get more effective advertising through tie-in 
with G-E’s national advertising. @ And you 
make more sales to the same customer. 


HARDWARE AGE 








Apia aga 


More Customers to the Dealer ~ 
Electrical Manufacturer! 
































the General Electric has America spends more 
ym - the biggest advertising money for General Electric 
cal appropriation in the merchandise than for any 
ne. electrical industry. other electrical brand. 


“Never a Year Without a Good 


Profit with the G-E Full Line” 
—HACKLER BROS., PEKIN, ILLINOIS 


. B. Hackler wgites: “For the past six years we 

ave sold the complete General Electric line— 
refrigerators, ranges, washing machines, ironers, 
radios, small appliances and complete General 
Electric Kitchens, including Dishwashers and 
Disposalls. Recently we have also added G-E Air 
Conditioning, room coolers and oil furnaces. 
“Our service cost has been practically nil and 
there has never been a year that we have not 
shown a nice profit—even during the depression. 
“In this town with 4500 wired homes, we have 
installed over 1500 General Electric Refrigerators 
and have built up a volume of over $40,000 in a 
year on General Electric appliances alone. A year 
ago our business had grown to such an extent that 
we erected a new building 50 x 95 feet. One- 
fourth of this space is devoted to our General 
Electric section.” (see picture at right). 
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IT HAS NO PLACE IN THE 
LEONARD WAY OF DOING BUSINESS 





Leonard “* puts on the pressure”’ where it counts 


oe ON products and polictes that create no cut- 
throat competition and destructive practices. 
That’s why Leonard dealers stay in business 


SURE—high-pressure selling methods 
get “results!” 


Orders come pouring in . . . sales 
curves go zooming up. . . everybody, 
from the salesmanager down to the 
delivery boy, gets excited. 


It’s a great party until the “shot in the arm” wears 
off. Then, it’s tough. 


lor, sure as shooting, there’s only one thing the “high- 
pressured” dealer can do—get out from under, by any 
method that presents itself... price-slashing, cut-throat 
competition. Then, both he and other dealers suffer. 


* * * 


Leonard distributors don’t use “high-pressure sell- 
ing.” They make money without it, and so do Leonard 


dealers. 


Leonard distributors believe in letting the dealer set 
the pace... help him grow, instead of forcing him. 


YOU BUY AS YOU SELL 
IN THE 


and keep on making money. 


Dealers aren’t tacks on maps, but business men 
with a right to their independence. 


Above all, Leonard gives every dealer territory to 


grow into. 


Naturally, the Leonard Way of Doing Business has 
attracted distributors who are sound and amply 
financed . . . men who long ago learned that their 


growth depends upon the growth of their dealers. 


They like this fair and square and steady way of 
doing business. They appreciate that it means reducing 
dealer mortality, and increasing sales from their outlets. 


If this kind of a slate sounds good to you, look 
up the Leonard distributor nearest you and check 
this advertisement with a lot of personal experiences 
—dealer experiences. 

And for proof of where Leonard does put the 
pressure—see the great Leonard line for 1939! At 
least, why not find out? LEONARD, 14250 Plymouth 
Road, Detroit, Michigan. 


LEONARD WAY 





SOUT “HIGH PRESSURE ? 


Leonard Travels in 


Good Company 


ory to 


ss has 
amply 
. their 
ealers. 


yay of 
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SEE IF YOU DON’T AGREE ABOUT LEONARD VALUES 


Sum up all the points. The Glacier 
sealed unit, with a record for low-cost 
trouble-proof service that is, we be- 
lieve, without parallel in the industry. 


New Zero-Freezer—of stainless steel — 
which helps freeze cubes faster and 
also provides storage space for “fast- 
frozen” foods. 


All trays in standard models furnished 


with time-saving “Ice-Popper” Cube 
Release. 


The Master Dial with built in ther- 


mometer, gives customer absolute 
control over temperature. . . assures 
perfect service in hot weather . . . cuts 
down electricity costs. 


Extra-capacity dry storage vegetable 
bin which holds nearly two bushels. 


The glass-covered “Meat File,” and 
“Show-case Food File,’ for perfect food 
conditioning. 


New 3-way Len-A-Latch. 


...and a “supporting cast” of many 
other novel and salable features. 


Albany, N. Y. 
Altoona, Pa. 
Amarillo, Tex... 
Atlanta, Ga... ... 
Binghamton, N. Y.. 
Birmingham, Ala. 
Boise, Idaho 
Boston, Mass.. 
Buffalo, N. Y. 
Charleston, W. Va... 
Charlotte, N. C. 
Chicago, Ill. 
Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 
Dallas, Texas 
Dayton, Ohio 
Decatur, Ill. 
Denver, Colo. 

Des Moines, lowa. . 
Detroit, Mich. 
Dodge City, Kans. 
Escanaba, Mich. 
Grand Rapids, Mich. 
Harrisburg, Pa. 
Indianapolis, Ind. 
Kansas City, Mo. 
Knoxville, Tenn. 


Los Angeles, Cal............... 
Louisville, Ky............... 
UIDs, 66 t.0:00.0:60-csiesiee ders 
Miami, Florida............. 
Milwaukee, Wise........... 


Minneapolis, Minn. 


Montgomery, Ala.............. 
Nashville, Tenn............ 


Newark, N. J. 


"Newburgh, N.Y........ 
How Haven, Comte. . 2.20 ccccccccccees 
Pew Crfenms, Las... cc ccccsecece 


New York, N. Y. 


Omaha, Nebr.............. 
Paducah, Ky........... 
sc Me dasiecsas.cx 


Philadelphia, Pa. 
Phoenix, Ariz. 
Pittsburgh, Pa. 


Plattsburgh, N. Y...... 


Portiand, Maine 
Portland, Ore. 
Providence, R. |. 
Richmond, Va. 
St. Louis, Mo. 


Salt Lake City, Utah.... 


San Francisco, Cal. 
Scranton, Pa... 


Seattle, Wash................ 


South Bend, Ind... . 


Syracuse, N.Y.............. 
Toledo, Ohio........... 


Washington, D.C...... 
Ps FEN goes cc ccccccass 
Williamson, W. Va................. 


.E. S. & E. Co., Ine. 
Electric Appliance Distributors 
Nunn Electric Co. 
Lamar-Rankin Co. 

Morris Distributing Co. 

. .Magic City Appliance Co. 
Bertram Motor Supply Co. 
‘ J. H. Burke Co, 

.. .Joseph Strauss Co. 
Eskew, Smith & Cannon 
Page-Williamson, Inc. 

L. C. Wisweil Co. 

Schuster Electric Co. 
Arnold Wholesale Corp. 
Appliance Distributing Co. 

. Peaslee-Gaulbert Corp. 

. . York Supply Co. 

Linn & Scruggs 

Hendrie & Bolthoff Co. 

..... A. A. Schneiderhahn Co. 
Buhl Sons Co. 

. Mullin Furniture Co. 
..+++..Delta Hardware Co. 


...+++d. A. White Distributing Co. 


jiaad Knerr, Inc. 
United Distributing Co. 
Federal Distributing Co. 
Maytag Appliance Co. 
Graybar Electric Co. 

....... Stratton-Terstegge Co. 
Harry T. Wilson Co. 
.......Major Appliances, Inc. 
Taylor Electric Co. 

Enger Supply Co. 

..... Mathews Furniture Co. 
«+...» McWhorter, Weaver Co. 
ee sececeeeee +++ Ee B. Latham Co. 
«ess». Shapiro Sporting Goods Co. 
H. M. Tower Corp, 
Radio Specialty Corp. 
E. B. Latham Co. 
Paramount Radio Shop, Inc. 
Gleaves & Son 
...s.+..Cohen Furniture Co. 
se cecccccece oe -MOtOr Parts Co. 
.s sees. Graybar Electric Co. 

.. J. A. Williams Co. 
A. H. Marshall Co. 
Cressey & Allen 


.. s+... Electrical Distributing, Inc. 
...... Ballou, Johnson & Nichols Co. 


.s sees... Graybar Electric Co. 


....... Electric Lamp & Supply Co, 


... United Electric Supply Co. 

. Graybar Electric Co. 

Household Appliance Distributors 
....... Seattle Hardware Co. 
err, 
....... Morris Distributing Co. 
.. +e» Electric Range & Equip. Co. 
Adams Distributing Co. 


sanaeina he kansass Otasco Supply Co. 


......-Southern Wholesalers, Inc. 
McKelvey’s 
.Persinger Supply Co. 
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These 4 Brauds 


WILL GIVE YOU MORE 


HSHROSH WHOSE 






All B.W.H. garden hose is 
equipped with heavy cast brass 
couplings made in our own plant. 


Stock these four brands of nationally-known garden 
hose. Each brand gives you the supreme value in its 
price class. B.W.H. hose is competitive in price. You 
pay no premium for the extra measure of quality and 
sales stimulation which these brands afford. 












Bubs: DOG te,.'coding brand of high 


quality garden hose on the 
market. Attractive wide corrugations and dis- 
tinctive rich brown color. 


VIGILANT Our largest selling brand of 

2-braid garden hose. High 
enough in quality to be considered a strictly 
first grade hose, yet low enough in price to com- 


mand a large volume sale and a heavy repeat 
business. 


VIXEN Here is a low priced hose of real 

value. Built to supply the demand 
for a popular priced hose of good quality that 
will give satisfactory service. 


TIGER Here is a special value designed for 
the consumer who prefers to make 


a small initial investment but desires a higher 
grade hose than “All-Rubber” or garden hose 
sold on price basis only. Chocolate color. 


HARDWARE AGE 


GARDEN HOSE 
IN NEW PACKAGES WITH — 


Edie, CONSUMER APPEAL 


= a 
_— ft VIGILANT - 2-braid 


Vigilant hose also comes in two 
styles of packaging — 25- or 50- 
ft. lengths either paper-wrapped 
or cartoned. The cartons are 
shipped in cases containing five 
50- or ten 25-ft. lengths. 

















at 
eat 


pa) 
BULk DOG - 2-braid 
Bull Dog Cord hose is packed two 
ways — in the new, smart car- 
tons and shipping containers or 
in the standard package with 
each 25- or 50-ft. length paper- 
wrapped in bales containing five 
25- or five 50-ft. lengths. 



















The paper-wrapped lengths of 
25- or 50-ft. are shipped in bales 
holding five of either length. The 
hose in cartons comes in shipping 
cases containing five 50-ft. 
lengths or ten 25-ft. lengths. 





TIGER - 1-braid 


Shipped in paper-wrapped 
bales containing five 25- 
ft. lengths or five 50-ft: 
lengths. 
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STOCK THE BIG 4 DIETZ STREAMLINE 
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LANTERNS FOR ALL- YEAR SALES 


Above left. LITTLE WIZARD (cold blast), the 
little low globe cold blast Dietz Lantern with un- 
usual lighting power—in excess of muny large 
lanterns 


Below. No. 2 “D-LITE” (cold blast), the famous 
large cold blast Dietz Lantern with the highest 
lighting power of any kerosene lantern. 





OR 99 years DIETZ have led the 

world as manufacturers of tubular 
lanterns unequalled in lighting power 
and burning reliability. New product 
designing and excellent construction 
advancements give you big plus values 
that will greatly increase your turn- 
over of lanterns. 


It is obvious to your customers that the 
streamlined curves of a DIETZ Lantern 
offer little resistance to wind pressure— 
and shed off rain. Demonstrate the in- 
genious pivoted bail—show the cus- 
tomer the broad, non-tip base. The pro- 
tective coating of Grade A Charcoal 
Pure Tin applied in a new bright proc- 
ess finish, the highly efficient burner, 
improved top and perfect workmanship 
are fresh selling points that make one 
of the oldest and most reliable items 
in your store, as new as tomorrow. 


isa y 4 


LANTERNS 


R.E.DIETZ COMPANY 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 1840 


Output Distributed Through the Jobbing 
Trade Exclusively. We Do Not Sell Chain 


Stores, Catalog Houses, or Syndicate Buyers. 


Above right. “MONARCH” (Hot Blast) best 
known and most popular hot blast lantern among 
dealers everywhere. 

Below. No. 2 “BLIZZARD” improved large high 
globe cold blast Dietz lantern. 

In addition to the Big 4 illustrated, DIETZ manu- 
facture a complete line of RED Lanterns for safety. 


HARDWARE AGE 
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Sensational Buy ... amazing | 
offer to all hardware dealers | 


26" SPECIAL HAND SAW 








~ of 


ye LI LP” 
OF. —_ -_ 


SSS, 






Beautiful cherry wood handle. 
Disston weatherproof finish. 
best Five nickel-plated screws. 26" 
10ng lightweight, 8 point only, 
straight back blade; full taper 

high grinding, tempered for long 
19 life. Disston workmanship. 


anu: 


wg Get a substantial profit margin, too, on 
this DISSTON-MADE “GREAT AMERICAN 
SPECIAL” for NATIONAL HARDWARE Order Now! This National 


WEEK (May 6 to 13) Hardware Week contribution from 
Here’s the opportunity of a lifetime to Disston includes 3 Hand Saws: 
sell this Special Hand Saw (individually 
boxed) at the amazing price of $2.19 You sell them for . .$6.57. : 
over the counter. You can meet any Your cost...... 3.94 ey 
rT Your Profit... . .§263 gi” 
A fortunate buy in certain raw materials or,” 


...and Disston’s willingness to shave 
its own profit margin... permits the 
manufacturer to pass along to you this 


ro 7 To: Henry 

- 7 Disston & Sons, 

\er ff Inc., Philadelphia, 
at 6A. 





sensational value during National So Please send immediately 
Hardware Week. os . a DISSTON-MADE “GREAT 
Handsome 26” Disston-Made hand P57” National Hardware — sad 
saws, individual boxes, three packed toa PY od Eee nA 
carton, one of the three forming a sales- gh? Address... ah ea 
making counter display (shown above). a a RCM 
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Sheffield 


1 THE RIGHT ANSWER 
| WHEN YOUR 
, CUSTOMERS &AY— 


FOR REAL BEAUTY 
AND PROTECTION 


He wants the new improved SHEFFIELD ALUMINUM PAINT! 
Real silver leaf finish, and freedom from chalking, powdering and 
diseotoring. For all 
interior and ex- 
terior surfaces. 
ot. to 5 gal eans. 





FOR TINTING PAINT 
OR ENAMEL 


She wants SHEFFIELD PURE OIL 
COLORS! 30 standard colors in 
tubes or cans, 10¢ and up. All triple 
ground in pure linseed oil. Excep- 
tional tinting strength. In fithe- 
graphed tubes (35 colors) with stun- 
ning lacquered all-metal Display and 
Stock Cabinets FREE. 


FOR CLEANING 
PAINT BRUSHES 


eae SOMETHING € | WANT 
FOR STOPPING SOMETHING 


PIPE LEAKS 
FOR STOVES AND 


| WANT SOMETHING \ \_____——_— IRONWORK 


FOR REFINISHING THE RADIATOR Stops leaks in water, gas, oil, steam pipes 
and tanks, boilers, radiators, furnaces, He wants SHEFFIELD IRON ENAMEL! 
stoves, ete. 3 sizes—i0¢ and up. Rust and heat resisting. High black gloss. 
She wants SHEFFIELD ALUMINUM ENAMEL! Silver or For stoves, pipes and all iron work. Extra 
Goid—in exclusive due-jars, or duo-cans e's, 4's, or Ye pts. fine quality at a surprising price. 


Sheffield also makes 17 other fast-selling necessities your customers want. 
Ask your jobber about them. Jobbers: Write for discounts. 


Che Sheffield Bronze Powders Stencil a 
Cleveland, Zo 
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MORE VALUE FOR 


YOUR CUSTOMERS— 
MORE FOR YOU/ 


When you standardize on L:O-F Window Glass you are using the 
finest sheet glass produced. 


The exclusive L-O-F Flat Drawing Process provides a window glass 
that is Clearer, Brighter and Flatter than any that the industry has 
ever offered—3 advantages for your customers. 


And because it is thoroughly annealed in lehrs four or five times 
longer than those used in any other process, it is less brittle, easier 
to cut; and there is less breakage loss—3 advantages for you. 


These outstanding characteristics have been stressed for many years 
in L-O-F national advertising until today the L-O-F label is familiar 
to millions as a symbol of Highest Quality. For complete customer 
satisfaction... for protected profits, standardize on L-O-F Quality 
Glass. And leave the label on—it is the best-known trademark in 


the industry. Libbey - Owens Ford Glass Company, Toledo, Ohio. 


LIBBEY-OWENS:- FORD 
QUALITV GLASS 


LOOk FOR THE LABEL 
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The Future Welfare of America ts in the hands 
of the farmer boys of today 


@ The farmer boy of today has op- 
portunities that were not available 
to his father. Comfortable motor 
buses take him over good roads— 
to good schools. State universities 
and specialized agricultural colleges 
open their doors to him. Scientific 
information that was not available a 
generation ago is his for the asking. 


All this is good—because the 
farmer boy is an important citizen. 
And everything that will help him 
to raise his standards of living— 
to improve his farming methods 
—ease his work—build his profits, 
will be of tremendous benefit to 
him—and to the country at large. 


The farmer boy early learns the 
importance of his community—and 
the people in it. He finds that the 


merchants, the bankers, the dealers 
who sell him goods, are neighbors 
and friends. They will go out of 
their way to be of service. 


Republic is proud to have many 
dealers of that type’ in hundreds of 
agricultural trading centers. We 
selected them with great care. They 
agreed to represent us only after 
satisfying themselves that they 
could honestly recommend our 
products to their friends. 


These dealers help you—by bring- 
ing you a fine 


benefit of their experience—helping 
you in every way possible. 

They help us—by giving us your 
point of view—keeping us abreast 
of changing needs—helping us to 
work ahead for the day when your 
boy takes over your farm. 


We have confidence in the farmer 
boys of this country. And through 
our dealer contacts, our Agricultural 
Extension Bureau, our Research Fel- 
—— at Iowa State College, our 
specially prepared booklets for farm- 
ers, our plants and laboratories—we 
are doing everything possible to 
make today’s American farmer boy the 
successful farmer man of tomorrow. 





line of Quality 
Steel Products 
at fair prices, 
by serving you 
sincerely, giv- 
ing you the 
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REPUBLIC Q 
GALVANIZED ROOFING ] 
REPUBLIC q 
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Rerpusirc 
FARM FENCE 
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REPUBLIC 
CHANNEL POST 
RePuBLIC 
BARBED WIRE 














A symbol of quality and value 
én steel products for the farm 


REPUBLIC STEEL CORPORATION 


WIRE DIVISION) 
7850 South Chicago Ave., Chicago, Ill. 
(General Offices: 
Cleveland, Obio) 
Farm products plants 
at Gadsden, Ala., 
and Chicago, Lil. oon. cou 








How well do you know 


your local dealer? 


Your Republic dealer is inter- 
ested in you. You should be 
interested in him— for each 
of you helps the other. 

to get better acquainted. 
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Use This Extraordinary Saw Value 
To Strengthen Your Profit Position 













@ Have you realized the pos- 
lar assortments all y " 
Three very popular © — 


sibilities for your business in tying 
up with Atkins’ smashing deal for 
this Spring's National Hardware 
Week? Three exceptional 26” ship 
point hand saws with merchandiser 
adaptable for either window or 
counter display have been designed and named (Monument No. 1, 2 and 3) 
for this occasion—What’s more they have been SPECIALLY PRICED TO 


YOU so you in turn can sell them to your customers as irresistible values. 

















The three represent regular values of $1.75, $2.50 and $3.50 but you can 
sell them at $1.50, $2.00 and $2.50 and still make your usual profit 


This profit “Monument” triple value assortment is our contribution to the 
Hardware Trade’s aggressive Spring Sales drive. It means that every customer 
who comes into your store and who has any use for a saw can be offered for 
a limited time only the best saw value ever seen, and never likely to be dupli- 
cated. Order the No. 500 Assortment through your jobber. 


THE LINE OF LEAST RESISTANCE 










E. C. ATKINS AND COMPANY, 410 South Illinois Street, Indianapolis, Indiana 
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SAWS 


CERTIFIED SAWS, SAW TOOLS, 
MACHINE KNIVES, ETC 
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1” x 4° MESH — 
Turkey Floor Fab- 
ric (formerly called 
“Fox Fence’’). The 
correct floor mesh 
for half - to - full 
grown turkeys. 
Many other uses. 
Available in a 
range of desired 
gauges. 


Pittsbur 

















1" x 2’° MESH — Poultry 
Floor Fabric. Popular for 
wire floors in poultry 
houses, sun porches, and 
batteries, fur farming and 
other uses. Available in a 
range of desired gauges. 


WELDED WIRE FABRIC 


ERE is the newest Pittsburgh item — a welded 

wire fabric with 1” x 1” spacing center to center 
of wires, welded on automatic production machinery 
in widths up to 60”. It is Pittsburgh Steel Company's 
response to many requests for a fabric of this mesh 
that is strong, smooth and non-raveling. It fills a long 
felt need for a satisfactory floor for chicks more than 
4 weeks old, yet it has a multitude of other applica- 
tions around farm, home or factory. Like all Pitts- 
burgh Welded Wire Fabrics, it is made from copper- 
bearing steel, heavily galvanized with bright, pure 
zinc. Automatic production insures a uniform flat- 
lying product. Strong, smooth, electrically welded 
joints eliminate injurious rough surfaces. Available 
in 11, 12%, 14, 15 and 16 gauges. Write for a new 
folder about Pittsburgh Welded Fence Fabrics. 


PITTSBURGH STEEL COMPANY 


1621 GRANT BUILDING <- PITTSBURGH, PA. 
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HERE’S HOW TO 


COVER 


hose profits for 1939 Gy 


N= is the time to get the “drop” on every garden-hose 
sale your market will produce next season. 















And the way to do it is to stock all six lines of nationally 
advertised Condens Hose. 


Then you'll have the right hose—at the right price—for 
every customer from top to bottom. No lost sales. 


All six lines of Goodyear Hose now come in attractive 
colors for greater eye appeal and more effective mer- 
chandising. Most lines come packaged for easy stocking 
and smart display. 


All six-are armored with tough, long-wearing covers— 
and reenforced with heavy cotton-cord carcasses. 


All six offer the greatest value you can get for the money. 


Get full details of Goodyear’s Garden Hose proposition 
—and go gunning for hose profits in 1939. 


- GOODYEAR EMERALD CORD HOSE—The Snest 










quality cotton cord reenforcement. 


GOODYEAR WINGFOOT SUPERTWIST CORD 


HOSE— Although less in cost, this hose closely ap- 
proaches the high quality of Emerald Cord Hose. 


Brown cover; two braids of Supertwist cord. Light 
and easy to handie. 


GOODYEAR SUPERTWIST CORD HOSE —A light ‘ 
weight yet extremely durable hose that even women 


and children can handle easily. Brown cover. Made 
with a reenforcement of the famous Supertwist cord. 


GOODYEAR GLIDE LAWN HOSE—A good hose at 
@ moderate price. Corrugated red cover. Molded 


hose, reenforced with heavy double braided cotton 


cords, Also available with black cover. 


GOODYEAR PATHFINDER LAWN HOSE—High 
quality at low price. Green cover. Heavy, single- 
braid, cotton cord reenforcement. Also furnished with 
black cover. 


GOODYEAR OAK LAWN HOSE — Designed: ex- 


pressly for the low-priced market. Single-braid cot- — 
ton cord reenfore-ment, corrugated dark browncover. _ 
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ready and friendly willingness to serve and possession of the 


airs as Richards-Wilcox interprets and executes it, means a 


proper service facilities. 


Both the desire to be of service and the ability to carry out that desire 
expertly, efficiently and economically, are found in Richards-Wilcox 


service. 


Service thus given becomes a source of pride to the giver and a source 
of lasting satisfaction to the receiver. You will find the right answer 


to very doorway problem in Richards-Wilcox service. 


Richards-Wilcox Mfg. C. 


“A WANGER FOR ANY DOOR THAT SLEDES” 
AURORA, ILLINOIS, U.S.A. 
Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati 
“ Quality leaves Indianapolis St.Louis New Orleans Des Moines Minneapolis Kansas City 
sts imprint” Los Angeles San Francisco Omaha _ Seattle Detroit Atlanta Pittsburgh 
Milwaukee  Richards-Wi!cox Canadian Co., Ltd., London, Ont., Mortreal, Winnipes 
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DO YOU DRAW UPON 
THE MOST COMPLETE 
LINE OF BOLT & NUT 
PRODUCTS IN America? 


Manufactured by THE LAMSON & SESSIONS CoO. 
CLEVELAND AND KENT, OHIO: CHICAGO AND BIRMINGHAM 
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Byes and nuts, it was said, are as much a staple in the 
hardware store as are sugar and salt and starch in the 
corer grocery. But did you notice what happened to those 
“staples” in the grocery during the past decade? Since the 
products were already the best that could be made — they im- 
proved the package! And that is just what LAMSON & SESSIONS 
did several years ago—the most complete line of bolt and 
nut products in this country was given a new package— 
which won the All-America Package Competition Award 
for display value in making sales. LAMSON cartons are three 
times stronger than any cartons used before—stay in shape 
on your shelves, keep the products clean until sold. All 


LAMSON & 
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IF IT’S STANDARD_IT’S STOCKED 










LAMSON labels are easily read, make inventory simple. But 
that isn’t all that LAMSON offers you. Get a LAMSON Stock 
List (from your jobber or from us) and build your inventory 
around that. This stock list tells you which are the fast and 
slow moving sizes of each type of bolt you sell. That enables 
you to trim down your stock, make your investment smaller, 
your turn-over faster, and your profits greater. And on your 
next order, remember that every fastening you sell can be 
obtained from LAMSON through your jobber—and every 
one of them will be the highest quality that can be made. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


SESSIONS 
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STANLEY 


“STANLOID” . . . Dis- 
tinctive appearance helps 
sell these fine chisels. 
Tough, transparent amber 
handle with black trim, 
fine chisel-steel blade pol- 
ished to a mirror finish. 


’ “EVERLASTING” |. . The 


chisel with a reputation 
built on one-piece forging 
of blade, shank and head; 
selected hickory or spe- 
cial rubber composition 
handle built to “take it.” 


SOCKET CHISELS... a 
quality product at a com- 
petitive price. Blade and 
socket forged in one piece. 
Hickory handles with 
leather top. High carbon 
tool steel polished blades. 


Cin | : 


"Your Profit Line’’ 


IN SALES-TESTED 
DISPLAY BOXES 








RIGHT: — Display Unit No. 660 
includes seven “Stanloid’’ Tang 
Chisels, 14”, ¥%”, %,”, %", 1’, 
11%”, 114”. Striking black, yel- 
low and silver display box sup- 
plied without charge. It’s tested 
to sell, with a full margin to you! 


LEFT: — Display Unit No. 550A 
includes seven Stanley ‘‘Everlast- 
ing” Butt Chisels, 44”, 34”, 1/2”, 
%”, 1”, 1%” and 114”. - Eye- 
catching display box in blue, 
orange and black. Get these fine 
chisels out on your counter and 
watch the profitable sales come in. 


Display Unit No. 750C—Set of three Stanley 
No. 750 Socket Butt Chisels. Popular widths, 
2”, %," and 1”. Colorful orange and blue box. 
Many customers will buy the complete set. 


Display Unit No. 750B — Set of four No. 750 
Stanley Socket Butt Chisels, 14”, 12”, 4%” 
and 1” widths. An ideal small unit for coun- 
ter or window. Attractive and colorful. 


Display Unit No. 750A — Set of six Stanley 
Socket Butt Chisels, 14”, 12”, 4%”, 1”, 11%” 
and 144”. Brilliant blue, orange and black 
display box that helps sell them. 


These displays have been termed ‘'the finest sales boosters ever offered for chisels.”’ They 
help you to sell complete sets easier. Order from your jobber. 


STANLEY TOOLS 


DIVISION of the STANLEY WORKS 
NEW BRITAIN, CONN. 
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FARM FENCE—15 TYPES ... Only Continental fence has 
the famous Pioneer Knot — the strongest fence knot made. All 
Continental fence is Flame-Sealed against rust. 


GREEN BOTTOM LAWN FENCE—Triple guarded against 


rust, made in a large variety of styles, types and sizes — all 
under the Certified Quality standard. 


CONTINENTAL STEEL ROOFING AND SIDING — 14 
STYLES, include ‘’Tyl-Lyke,”” “‘Aquatite,” ‘Drainrite,”’ cor- 
rugated, roll roofing, etc.—galvanized by Superior Process. 


NAILS, STAPLES, GATES, POSTS — and other items are 
included in the Continental line of 83 steel products for farm 
and home improvement—sold through local dealers. 





















RING VOLUME 
ES LEADERS! 


company in this field. If you are not acquainted with 
Continental’s system of rounding up fence buyers or the 


UILD Biggar § 
WITH THESE § 


in wire, nails, fence and steel sheets Continental has devel- 
d new quality and made them distinctive and modern. 





ese products are now sold under brand names that are 
Nationally advertised and have become nationally known. 
tit has taken anew kind of dealer policy and co-operation 
t@ make Continental fence and steel roofing and siding 
@Btstanding sales leaders for the dealers who handle them. 


In 1939 Continental has gone farther than ever with 
» saan of working with dealers—farther than any other 






83 STEEL PRODUCTS F 


Continental Building Plan Service, find out about them now. 
Let this system build bigger volume and larger profits for 
you this spring. Write today and ask for particulars about 
these plans. There may be an opening right now in your com- 
munity. Full information gladly given without obligation. 


CONTINENTAL STEEL CORPORATION ® Kokomo, Indiana 


Plants at Kokomo, Indianapolis, Canton 


Ut 


FARM AND HOME IMPROVEMENTS 














PUMPS 


Stieam-lined INSIDE 





Silver Cloud 4 





POWER SPRAYERS 


Setting a new pace in beauty of design, construction and finish— 
setting a new high in performance values—Myers Silver Cloud 
Sprayers in all wanted styles and sizes will be a big profit line for 
dealers during 1939. 


Outside streamlining is_a simple matter. Inside streamlining is 
more important. It is a matter of securing smooth functioning of 
all working parts. Service to three generations of users has 
brought MYERS both manufacturing experience and the engineer- 
ing skill to gain this objective. 


Power units, pumps, transmission, lubrication, pressure control, 
tanks, chassis, agitators, guns, extensions, nozzles and accessories 
—nothing has been overlooked that will give users those extra per- 
formance values that are so essential to speed, thoroughness and 
economy in the application of spraying mixtures. 


The Myers Line now includes four wheeled, two wheeled and sin- 
gle wheeled power sprayers with steel or rubber tires for or- 
chard, vineyard, field or other inside or outside work. Engine 
powered, motor powered, tractor powered, traction powered—pres- 
sures up to 800 lbs.—no other line now offers so many fine features 
and such diversified opportunities for individual selection as the 
MYERS. 


If you have not already received a copy of the new Myers Power 
Sprayer Catalog No. PS39, illustrating the complete Myers line 
including the new Myers 25 and 35 gallon power sprayers, write us 
immediately. The new Myers Hand Sprayer Catalog is also ready 
for distribution. A copy of it is yours for the asking. 


We are ready to serve you with Myers Quality Sprayers—Hand or 
Power—the pace setters for 1939. 


PUMPS WATER SYSTEMS -nav “SOOR 
















— WATER SYSTEMS — SPRAYERS — HAY TOOLS — DOOR HANGERS 








MYERS SELF-OILING POWER 
SPRAY PUMP 


Automatically Controlled — Perfect and Con- 


tinuous Lubrication — Sand, Dirt and Dust 


Proof — Duplex, Triplex or Quadruplex — 
2%" x 2%" — Porcelain Lined Cylinders ac- 
cording to capacity needed. 





MYERS BULLDOZER TRIPLEX 
POWER SPRAY PUMP 


Built on the general plan of the Myers Bull- 
dozer Line which has stood the most severe 
tests of hard service years. Perfectly and 
continuously lubricated. Roller Bearings. Pres- 
sures up to 800 Ibs. In designing nothing has 
been overlooked to provide economy, efficiency 
and uniform service. Capacities 25 and 35 
gallons per minute. 
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...and then Another Sale is rung up for 


RED EDGE 


SCREEN CLOTH 























WER 
nd Con- ; ‘ ‘ 
~ re ? It's the red edge that tells ‘em! Customers remember Red Fdge 
— : double protection and longer wear. Because that red edge itself is an 
automatic reminder—every time and everywhere they ‘see it. That 
. 4i Mi eee . . 
gives you ‘the edge’ on competition when it comes*to repeat busi- 
ness—as well as on first time sales. 
It's the red edge that sells ‘em! It’s enamel. And it's rust retard- 
ing. That's why the wires under the nailing strip and along its edge 
4 don't break. It's a reinforcement. That's why the body of the screen 
4 s “Alumina stays tight and firm. And wears and wears. 
electro-plated with zinc) \; nee 
LEX Oona Sten Gtast SUN WW 5 That reminds us to remind you ... when selling Red Edge, always 
ss eae, Sun-Red Edge Bronze recommend the finer meshes—for the best interests of both your 
severe and Noxide (antique) a 
ly and customer and yourself. 
" Pres. : Sold to and Distributed by . 
ope : Recognized Jobbers Only WRITE FOR SALES HELPS 
5 REYNOLDS WIRE CO., DIXON, ILLINOIS 
AGE FEBRUARY 9, 1939 





SELL 2 Pennuernon . = 


NOT JUST “WINDOW GLASS” 
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ATTRACTIVE windows deserve a quality window glass. 
A window glass like Pennvernon. It is clear. Unusually free from flaws. 


Brilliant and reflective on both sides of the sheet. Each light is paper-packed. 


Ppisst,-PITTS BURGH. 
PLATE GLASS COMPANY 


Makers of WALLHIDE PAINT - WATERSPAR ENAMEL AND VARNISH + SUN-PROOF PAINT - FLORHIDE - POLISHED PLATE 
GLASS - MIRRORS - PENNVERNON WINDOW GLASS - DUPLATE SAFETY GLASS - PITTCO STORE FRONT METAL 
Distributors of PC GLASS BLOCKS and CARRARA STRUCTURAL GLASS 
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Means More Paint Profits For Every Pittsburgh Dealer 




















24-SHEET POSTERS. For the first time,a power- 
ful, widespread posting campaign directs Pitts- 
burgh advertising right into yowr territory. 





DIRECT MAIL. Pittsburgh’s new, full-color 
mailing piece is crammed with useful, under- 
standable facts about paints and painting. 





NATIONAL MAGAZINES. 30,000,000 forceful 
messages dramatize the Pittsburgh story in 
magazines written especially for home owners. 


(TSBU 
PAINTS 





NEON SIGNS. Blazing Neon signs spotlight 
every Pittsburgh dealer—tie him in with the 
tremendous 1939 Pittsburgh drive for profits. 


50/50 ADVERTISING. An extensive cooperative 
plan enables the Pittsburgh dealer to take 
advantage of forceful newspaper advertising. 





WINDOW DISPLAYS. Pittsburgh’s traffic-stop- 
ping window displays command attention— 
ring customers who buy into the store. 





ERE’S “Sunny Pittsburgh” bursting with justi- 
fiable enthusiasm for one of the greatest profit- 
building programs ever put behind any paint product. 


Cash in on Pittsburgh’s far-reaching 24-sheet poster 
campaign—forceful, effective, 4-color national 
magazine advertising— generous, cooperative news- 
paper and poster advertising—sales-compelling 
direct mail—eye-catching Neon signs— beautiful 
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window displays. Also profit-pulling counter dis- 
plays, premiums, color k, and a host of other 
dealer helps. You’ll find every one a hard-selling, 
attention-getter that brings in extra sales. 


Make 1939 the biggest paint year in your history. 
Take advantage of the tremendous appeal of one-day 
painting—and profit with Pittsburgh... Pittsburgh 
Plate Glass Company, Paint Division, Pittsburgh, Pa. 


PAINTS 


as Class 
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All UNION HARD- 
WARE models _ illus- 
trated on this page 
now come with the 
new mirror-bright 
nickel finish. 















No. 4 
For Children 













Formed steel loops 
protect leather 
straps and prevent 
their cutting or pull- 
ing out. 


Trucks are oscillating 
with best rubber 
cushions — permit 
turning in a three- 
foot circle. 






No. 6 
For Girls 






Shown left is one of 
the popular UNION 
HARDWARE Roller 
Skates for rink use 
with special composi- 
tion rolls. 










No. I40L 
Rink Skate 


for Ladies 





a 
UNION HARDWARE 
ROLLER SKATES 


A name that is on the tongue tip of roller skaters 
everywhere — UNION HARDWARE—is a name 
that will register profits for YOU. Known over 4 
period of nearly 75 years for real quality and fair 
prices,s UNION HARDWARE Roller Skates are 
today more popular than ever. That these skates 
are the No. 1 choice of Young America is an estab- 
lished fact. Cash in on the big roller skate busi- 
ness which is sure to develop this spring by offer- 
ing your customers UNION HARDWARE Roller 
Skates. See your jobber today and arrange to stock 
or replenish the complete line of quick selling 
skates listed in Catalog 17. There are a variety of 
styles and sizes described for boys and girls and 
grown-ups. If you do not have a copy of this handy 
booklet, ask your jobber—or write directly to us. 

























HARDWARE COMPANY 
BREE 


REC.US.PAT. OF F ESTABLISHED 1854 


TORRINGTON, CONN. 


NEW YORK OFFICE ISI CHAMBERS STREET 
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“Little... 
but Oh Boy!” 








2. were 1s tHE DispLay I’m talking about. Takes 
up only 14 inches of counter space — hardly more 
than a box of cigars. Contains 36 scythe stones, 
priced from 20¢ to 35¢—price tags 
and pins included. We make $3.46 
on a total investment of only $6.44. 


(Prices slightly higher west of Denver, Colo.) 


J. uke every HARDWARE STORE, we've had 
our share of displays from six-foot window 
cut-outs down to counter cards. But this 
counter display carton of scythe stones that 
Carborundum is putting out is sure to get 
the farmers’ attention when they come in 


for their Spring supplies. 


3. Now 1s THE TIME to stock up for Spring sales 

to farmers. Make this Carborundum No. 16 

scythe-stone display the first thing on your list. 
Put one in your window and one on 
the counter by your cash register— 
and watch the profits roll in! 


This is one of the several items The Carborundum Company will feature 
for National Hardware Week. Our special national consumer advertis- 
ing will urge readers to “patronize your local hardware dealer”. 





CARBORUNDUM 


REG. U.S. PAT. OFF. 


THE 


COMPANY, 


NIAGARA FALLS, N. Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 
(Carborundum and Aloxite are registered trade-marks of The Carborundum Company) 
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HERE ARE THE FACTS ABOUT FAN PROFITS! 


The salesman of your local General Electric 
Fan Distributor will be 


oleh imma’ Zole mn ob Lfere) oh'amme) MR a ob Mme bob lel 0 (ois ole) aa to)b (or 


Don't commit yourself to any line of fans for 
1939 until you have seen the new G-E BRASS 
TACKS Fan Portfolio! 


facts about fan profits that make mighty 


| Gaktaresa-beoteotae Mn aha 


interesting and helpful reading! 


t¢ 


around shortly 


listen to him—and profit by 


Watch for him- 


his sound advice! 


GENERAL“) ELECTRIC 
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Make a higher score this year. For big 
volume, aim your selling efforts at the 
big users—the painting contractors — 
the men whose orders for paint sup- 
plies run into real money. 


The more experienced and success- 
ful the painting contractor, the more 
likely he is to mix his paint with pure 
white-lead. Get him into the habit of 
coming to you for his white-lead. And 
you'll probably sell him all the other 
items he needs. 

How? Easy enough! Stock and push 
Dutch Boy White-Lead—the first choice 
of painting contractors and other 
large users for many years—the item 
that attracts the volume buyers. 


Now — better than ever 


Break the good news to your white- 

lead customers that Dutch Boy has 

been stepped up in whiteness, hiding 
power and body. This means 
whiter whites and cleaner, 
sharper tints—increased cover- 
age—more solid-looking jobs. 


Cash in on the increased de- 
mand for Dutch Boy that is re- 
sulting from these improve- 
ments. Use Dutch Boy displays 
in your store and window—start 
a “Dutch Boy” Department on 
your shelves. It pays. 


DUTCH BOY 


PAINTERS’ PRODUCTS 


NATIONAL LEAD COMPANY 
111 Broadway, New York; 116 Oak St., Buffalo; 900 West 
18th St., Chicago; 659 Freeman Ave., Cincinnati; 1213 
West Third St., Cleveland; 722 Chestnut St., St. Louis; 
2240 24th St., San Francisco; National-Boston Lead Co., 
800 Albany St., Boston; National Lead & Oil Co. of 
Penna., 316 Fourth Ave., Pittsburgh; John T. Lewis & 
Bros. Co., Widener Bldg., Philadelphia. 
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INGERSOLL PROCESS STEEL 





When you stock Ingersoll Shovels, you insure 
extra value which soon shows up in the extra 
service they give on tough jobs. Under a 
microscope, you will discover the reason why 
Ingersoll Shovels . . . 


Won't Curl Nor Split at the Edges 
—but remain Keen-cutting Blades 


The special Tillage Steel used for Ingersoll Shovel 
Blades is two-way rolled and electric heat-treated to 
produce an interlocking mesh-grain structure. Ingersoll 
Shovels are products of the Ingersoll Steel & Disc 
Division of Borg-Warner Corporation . . . specialists in 
Tillage Steels for more than half a Century. Make sure 
you get this extra value in the shovels you buy. Specify 
“Ingersoll” made. 


Write for Catalog and further infor- 
mation. Mail your request to our New 
Castle Plant. Address Dept. H.A. 


INGERSOLL STEEL & DISC DIVISION 
Borg-Warner Corporation 


New Castle, Indiana 
Plants: Chicago, Ill.; New Castile, Ind.; Kalamazoo, Mich. 


INGERSOLL Shovels 
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Regular 3-IN-ONE-OIL 


RIGHT far sewing machines, 
carpet sweepers, locks, 
hinges, roller skates, guns, 
fishing tackle. 


Heavy Body 3-IN-ONE-OIL 


Made ESPECIALLY for electric 
refrigerators, lawn mowers, 
coaster brakes, washing ma- 
chines, electric motors. 


ear Pound 








It’s a Scientific Blend that 
Lubricates - Cleans - Protects 


Get a bigger share of the steady business 
that keeps rolling in on 3-in-One Oil. 
Keep your stocks complete with all sizes in 
both the Regular and the Heavy Body Oil. 
Display it with every item that requires 
lubrication. There’s a bigger than average 
profit in it for you! 








THIS METAL 
MERCHANDISER 


FREE! 





hae With This Special Deal 
Selling Price Dealer's Cost 
2 Doz. 1-Oz. Regular Oil $2.40 $1.60 
2 Doz. 1-Oz. Heavy Body Oil 2.40 1.60 
1 Doz. 3-Oz. Regular Oil 3.00 2.00 
1 Doz. 3-Oz. Heavy Body Oil 3.00 2.00 
1 METAL MERCHANDISER FREE 
$10.80 $7.20 





THE A. S. BOYLE COMPANY (Distributors) Jersey City, N. J. 
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NOW IS THE SEASON FOR 
ELWEL COIL CHAIN AND 
ELWEL MACHINE CHAIN 


Although they sell the year ’round Elwel Coil 
Chain and Elwel Machine Chain move espe- 
cially fast during February and March. Chain 
users want them for repairs to farm equip- 
ment, machinery and harness. They use them 
as tail gate chains on wagons and auto trucks 
—as windmill chains—as counterweight 
chains—as supports for shelves, pipe lines, 
etc.—askeeperchains on doors, hydrants and 
caps—as barrier and enclosure chains —and 
for innumerable other uses. Display them, 
suggest them—and you'll make many sales. 
This is also the time to sell Ajax and Elwel 
Breast Chains, Elwel Heel Chains, ACCO 
Jack and Safety Chains, ACCO Repair Links 
and Assortments, ACCO Proof and BBB Coil 
Chains and Elwel Passing Link Chain. 


AMERICAN CHAIN DIVISION 
BRIDGEPORT, CONNECTICUT 








AMERICAN CHAIN & CABLE COMPANY, Inc. 














AMERICAN CHAIN DIVISION © AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION e FORD CHAIN BLOCK DIVISION e HAZARD WIRE ROPE 
DIVISION © HIGHLAND IRON AND STEEL DIVISION © MANLEY MANUFACTURING DIVISION @ OWEN SILENT SPRING COMPANY, INC. @ PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION @ IN CANADA: DOMINION 
CHAIN COMPANY, LTD. @ IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. © THE PARSONS CHAIN COMPANY, LTD. « Im Business for Your Safety 
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50c SELLER— $1.50 APPEAL! 


The announcement of the AUTOYRE ‘‘5000”’ LINE 





of bathroom and kitchen accessories drew an 
immediate, enthusiastic response from the trade. 
Decisive proof that this line fills an important gap 
in retail lines and provides substantial profit pos- 


sibilities! 


The Autoyre ‘‘5000” Line of 50c sellers serves 
the mass market, yet has the beauty of design 


and the sales merits of expensive lines! 


Metal specially treated for long durability * Triple 
processed with high lustre chrome finish © ALL 
SCREWS CONCEALED! 





A FULL LINE OF MATCHED BATHROOM FIX- 
TURES THAT WILL SELL IN COMPLETE SETS 
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Informal Editorial Comments 





Inventory :— 


During a recent conversation 
with an important hardware job- 
bing executive the discussion nat- 
urally centered on business pros- 
pects for 1939. This executive is 
confident that it will be a good 
year and that shortages will de- 
velop very early, because neither 
wholesalers nor retailers have 
stocks adequate to handle much 
increased volume and few, if any, 
manufacturers have ample surplus 
stocks to cope with an increased 
demand for distribution or stock 
improvement. This particular job- 
ber found his inventory, at the 
close of 1938, approximately 40 
per cent lighter than at the same 
time last year and tells of reports 
from other distributors, in various 
wholesaling lines, whose inventory 
experiences are parallel with his 
own. Keeping inventories healthy 
and liquid is a great asset to a 
business, but stocks should be ade- 
quate to cover current demands. 
As a service of supply, both whole- 
salers and retailers have an obli- 
gation to their respective custom- 
ers and should have the goods 
when and as needed. Shortages 
may seem like sweet music, but 
remember you cannot sell any- 


thing you do not have in stock or 
cannot obtain for your customers 
with reasonable promptness. And, 
if you cannot serve them, you drive 
them to your competitors’ stores. 


Congress :— 


True to his promise Represen- 
tative Patman has introduced HR! 
at the present session of Congress. 
It is the well known anti-chain 
store tax bill. This particular mea- 
sure has the advance approval of 
the National Retail Hardware As- 
sociation according to a resolution 
passed at the congress held at 
French Lick Springs in July, 1938. 
Presumably, as expressed before 
in this column, the various state 
conventions will follow suit and 
will also endorse the measure. My 
fingers, however, are still crossed 
on this bill. I do not think that it 
is either sensible or practical as 
it stands. I also think that Mr. 
Patman has weakened his case and 
has made himself less of a hero in 
the eyes of independent retailers, 
in all fields, by his advocacy of 
this particular idea. There is an 
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obvious limit to all legislative con- 
trol and I think Mr. Patman has 
gone beyond that point in espous- 
ing this promised anti-chain tax 
bill which as he promised is 


“HRI.” 


Collective Buying:- 


During my visits to the various 
booths and displays at the Chicago 
Housefurnishings Show I was fre- 
quently asked about the activities 
of the many collective and cooper- 
ative retail buying groups in the 
hardware field. In this particular 
discussion dealer-owned wholesale 
houses rendering a complete whole- 
sale distributing service must be 
dismissed entirely. The question. 
asked me frequently, was in con- 
nection with the hundreds of in- 
formal buying groups each of 
which include anywhere from six 
up to 25 retail hardware stores. 
This is a most difficult question to 
answer intelligently and fairly. It 
is a subject which might properly 
be explored in the sessions. of the 
many state retail hardware conven 
tions that are being held this 
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ockwood’s Parade of Progress 


On the March 
to Bigger Markets 













Patrician — Plastelle — Unifast — Cape 





Cod — Bor-in — Polyflex — these names 
are famous today in the builders’ hard- 
ware field. Developed by Lockwood to 





keep pace with present building trends, 
this line has established itself as the profit 
line for progressive dealers. 


ER. 


The Lockwood dealer knows that he’s 
right up in front of the profit parade. He ; 
knows he’s got a line that sells—more and ‘ 


BOR-IN e 4 < faster. If you’re not already in step with 


Simplified application — the Lockwood line, write now for full 


@ money saver 
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of color to hardware 
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Division of Independent Lock Co. F itchburg, Massachusetts 
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year. But there has been no dispo- 
sition on the part of retail hard- 
ware associations, both state and 
national, to discuss this subject, 
perhaps because of the fact that 
many prominent members of the 
state and national associations 
are most active in these collective 
buying groups. If a group of re- 
tailers organize a company, estab- 
lish a warehouse, and render a 
complete and genuine wholesaling 
service, that is one thing. If they 
merely pool their orders on cer- 
tain items that is something entire- 
ly apart. Whichever way collective 
buying is attempted in an effort to 
establish a better competitive sit- 
uation, it is quite clear that the 
functions of wholesaling must be 
performed by some member or 
members of the groups of dealers 
who attempt this program. Buy- 
ing pools of retailers, seeking to 
eliminate wholesale costs of dis- 
tribution, are either economic or 
uneconomic; but if wholesalers 
and manufacturers are to be in- 
vited to support state conven- 
tions with their exhibits—which 
are an important source of income 
for state associations, then it would 
be entirely proper that the subject 
be explored, considered and dis- 
cussed at great length that some 
conclusion or official endorsement 
for or against be developed. Such 
a discussion would clarify the situ- 
ation and might lead to improve- 
ments in the distribution of hard- 
ware and allied products which 
everybody would welcome. 


Side Lights :— 


In the 23 years in which I have 
been attending retail conventions, 
in practically all states, I cannot 
recall a discussion of this impor- 
tant problem. By that I mean | 
cannot recall a discussion which 
was formally on the program or a 
part of a regular official session. In 
various rooms it has always been 
a major subject. For my own part. 
I have serious doubt as to the effi- 
ciency and economy of informal 
collective retail buying. When a 
group of retailers put up their own 








money to form their own wholesale 
organization that is something else. 
But when a few retailers try to 
pool their orders on certain items 
it has been my observation that the 
net result is often unsatisfactory. 
Some one member of such a group 
must put up the money, place the 
order, receive the goods, re-distrib- 
ute them and then collect for the 
proportionate orders of other 
members in the group. In other 
words, one member performs the 
wholesaling function for all with- 
out any compensation. In that case 
he apparently considers his own 
efforts worth nothing and believes 
that he should contribute his time 
and labor in the hope that other 
members will buy other items and 
that the net final result will be sat- 


_isfactory. Sometimes his hopes are 


fulfilled, but only when those who 
cooperate in such deals are prompt 
in their payments and have a com- 
pletely cooperative spirit and prac- 
tice it, which is by no means uni- 
versal in buying groups, according 
to the best information I can 
gather. 


Holding the Bag: 


Too often I have observed that 
where cooperative or collective 
buying of retailers is practiced on 
an informal basis, some one dealer 
“holds the bag,” puts up his own 
hard earned cash, and as said he- 








National Hardware 
Week 


May 6 to 13, 1939 


The objective of Na- 
tional Hardware Week 
is “to make consumers 
more hardware store con- 
scious.” This is a most 
worthy effort. Make up 
your mind now to par- 
ticipate in this promotion 
event. Further details are 
given in this issue. See 
page 66. 





fore in these pages, exercises and 
performs the wholesaling function 
without any compensation just be- 
cause he gets a better, theoretical- 
ly, net cost price on his purchase. 
Obviously, to obtain even a semi- 
wholesale price a retailer or a 
group of retailers must buy a 
quantity to compare favorably with 
the quantities purchased by whole- 
salers. Only with a relatively few 
retailers in the hardware field, can 
collective purchases of this kind 
be handled. In the main, it is a 
thoroughly impractical procedure. 
Too often it requires an excessive 
quantity beyond the normal selling 
opportunities of those who par- 
ticipate in the buying pool. It is a 
very natural illusion and has a 
very obvious appeal but, in my 
judgment, it is a very doubtful 
procedure. It too often results in 
something less than expected when 
preliminary negotiations are heing 


held. 


Discount Handbook :— 


Although a little more than a 
month has elapsed since its dis- 
tribution, the HaRpwarE AGE Dis- 
count Handbook has already been 
enthusiastically received by our 
readers. In this short time our 
mail has brought us a great many 
voluntary expressions of approval 
and appreciation. This hearty re- 
sponse is most encouraging to us. 
and these letters are here grate- 
fully atknowledged with that 
pleasure which comes from the 
happy realization that a laborious 
task was well worth the effort. Al- 
ready many extra copies of this 
handbook have been requested by 
our subscribers. A limited supply 
of extra copies is available. These 
may be obtained, upon request. 
either by placing a new or addi- 
tional subscription to HARDWARE 
AcE, at one dollar per year with 
a complimentary copy of the Dis- 
count Handbook or by purchasing 
them separately at 50 cents each. 
Such requests should be addressed 
to HarpwareE AGE, 239 West 39th 
St., New York City. 
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MYSTERY OUT 


By ADON H. BROWNELL 


School House Hardware 


LL that I said in the preceed- 
A iv chapter about butts, 
door closers, fire exit bolts, 
lavatory and cabinet hardware and 
door holding devices which were 
discussed in the earlier chapters 
of the Advanced Course being ap- 
plicable to that chapter holds 
equally true in this one. 

As a matter of fact many of 
these items are used more in 
schools than they are in office or 
apartment buildings. Fire and 





Fig. 1—Classroom dead lock 
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panic exit devices for example 
play a much greater part in equip- 
ping schools. This is also true of 
cabinet hardware and door holder 
equipment. In fact every chapter 
you have studied to date has a 
place, a very definite place, in the 
subject of school hardware. Even 
the preceeding chapter will help 
you because every school has some 
office doors. 

However, the things that we will 
discuss in this chapter have to do 
with special hardware particularly 
for schools. 

So with our doors to be locked 
we face a new problem. Particu- 
larly on classroom doors it is vi- 
tally important that the doors 
never be locked from the inside 
but often it is desired to have them 
locked from the outside. 

Now that sounds very simple. 
Why not take a regular vestibule 
lock without dead bolt but with 
buttons in the face? Well there 
is only one good reason. If you 
are not too old to remember when 





Fig. 2—Classroom cylinder door lock. Fig. 3—Classroom bit key door lock. 
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you were a kid you will remember 
you probably would have loved 
to lock the next fellow out by push- 
ing the buttons in the face of the 
lock so he couldn’t enter. Boys 
are still boys so the vestibule lock 
with buttons in the face is out. 

Fig. 1 shows a special class- 
room dead lock. Years ago in 
Pittsburgh this lock was developed 
to meet the needs of the Pittsburgh 
School Board and I believe is still 
used there. 

All classroom doors are trimmed 
with pulls and push plates and the 
dead lock shown in Fig. 1. This 
lock can be locked from the out- 
side with a key so that no one can 
enter, but if some student were 
accidently locked in he could un- 
lock the door by means of the in- 
side thumb turn. 

Now comes the point that makes 
the lock advantageous to classroom 
doors. Although the student can 
unlock the door by means of the 
thumb piece, he cannot lock the 
door with the same thumb piece. 








Fig. 4—Classroom recessed 
face door lock. 
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Fig. 5—Typical accordion door installation 
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\ student cannot lock the door 
from the inside by means of the 
thumb piece. The lock was first 
manufactured by the Sager Lock 
Co. but now, I believe, is made by 
many manufacturers in cylinder 
as well as the bit key type illus- 
trated. 

Fig. 2 shows a cylinder lock 
used with knobs and escutcheons 
for classroom doors. The outside 
knob can be locked by means of a 
key but the inside knob is always 
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Fig. 6—Typical folding door installation. 





operative. The auxiliary latch 
safeguards the lock from being 


picked with a knife. 

Fig. 3 shows the same type of 
classroom lock with a bit key 
which is a very popular lock on 
doors of this type. 

The lock illustrated in Fig 4 has 
the same lock operation except for 
the auxiliary latch depending on 
the recessed face to protect against 
picking. This is less expensive 
than the one shown in Fig. 3. 

These four types illustrate the 
generally used types of classroom 
locks. 

In many states the law requires 
that all classroom doors open out, 
while in other states they may open 
in. In my opinion a classroom 
door should open gut. The closet 
doors, communicating doors, etc., 
take the same kind of hardware 





Fig. 7—Example of large opening folding door installation. 











HARDWARE 
GE 






suggestions 


NOTE—While every care has been taken, we as- 
sume no responsibility for correctness of these 
furnished by 


the manufacturer. 


KEY TO CHART 


A Type—Best Lock Regardless of Price. 
B Type—Medium-Priced Lock for Medium-Priced Bldgs. 
C Type—Least Expensive Lock for Low-Priced Bldgs. 
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Classroom 
Doors 
A 1103 or 860) A1494 7030 | 0133914 x Knobs 161914 TS x Roses 615634 3766 or 2766 
B 953 A443034; 7030 | 12727% x Knobs 1419 x Roses x Escts. 2660 L537434| 8390 Push & Pull or 
818914 Push & Pull 
C 963 127034 12707% x Knobs 141914 PW x Roses x Escts. 2660 | 638514 833914 
Office 
Doors 
A 990 | A1493 7030 | 8561 x Knobs 16194 TS x Roses 616914 3761 
B 378 A1492 7000 | 0663 x Knobs 1419 x Roses 5556 2761 
C 873 A 42034; 127034) 136614 x Knobs 1419 x Roses x Escts. 2660 3602, 853114 
Teachers’ 
Rooms 
A 378 A1492 7030 | 8651 x Knobs 1619}4 TS x Roses 610014 3761 
B 873 A 42034) V7000 | 0563 x Knobs 1419 x Roses 6556 2761 
Cc 923 A 31834) 127034) 136514 x Knobs 1419 x Roses x Escts. 2660 3602 85314 
Teachers’ 
Lavatories 
A 996 | A1490 7030 | 58014 x Knobs 151914 TS x Roses | 6100144 3765 
B 574 A 45334; V7000 | 23314 x Knobs 1419 x Roses x Escts. 2660 | 66556 2765 
C 877 A 323 12703%4| 285 7% x Knobs 141914 PW x Roses x Escts. 2660 | 3602 853114 
Closets 
A 378 A1492 7030 | 0563 x Knobs 151914 TS x Roses 510014 3761 
B 873 A 4203,| 3010 | 136514 x Knobs 1419 x Roses x Escts. 2660 5556 853114 
C 230 A 240 3030 | 795% x Knobs 141914 PW x Roses x Escts. 2660 3602 8064 





these doors. 


The accordion type, 





recommended for these types of 
openings in the preceding chapter. 
So much for the door locks. 
Now we come to the question of 
accordion doors frequently used 
between rooms so that two rooms 
may be thrown into one to accom- 
modate larger audiences. 
There are a number of types of 


Fig. 8—Signal sash lock. 








shown in Fig. 5, with the half door 
is usually equipped with overhead 
hangers and track as well as with 
guides at the floor. Here the les- 
son you learned on barn hardware 
in the Intermediate Course will be 
of decided help to you. 

Then there is the folding door 





Fig. $—Ring type signal sash lock. 


EDITORS’ NOTE: This suggestion chart is not to be confused with comparison charts previously published as part 
of “Taking the Mystery Out of Builders’ Hardware.” This chart includes the ideas of individual manufacturers as to 
the proper locks to specify from their own catalogs. 


type, shown in Fig. 6, where the 
half door is not used but where 
the doors fold in pairs and slide 
into the end of the opening. 

On each of these types it is 
necessary for you to figure butts, 
bolts and lock or pulls. To gu 
into all these details would take 
too much space to consider here 





Fig. 10—Heavy 
sash socket. 
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No attempt is made in this suggestion chart to make comparisons of the items of one company with the quality of 


lines made by other manufacturers. 


so I am going to my oft-repeated 
recommendation. Get out your 
manufacturer’s catalog and master 
how to properly equip the opening 
with hangers, track, brackets, 
guides and finish hardware. 
Here’s one little detail you must 
never overlook with respect to 
bolts. If you use mortise bolts 
(Fig. 3) will they interfere with 
either the track or the guides? 
Check your detail to find out. 
Fig. 7 shows a large opening 
equipped with large high doors 


such as are found between two 


sections of a gymnasium. Doors, 
hardware, and all equipment are 
frequently installed by the door 
manufacturer but, if you do figure 
it, let me give you one bit of warn- 
ing. Never try to do it without 
expert help and instruction from 
the manufacturer for it takes spe- 
cial hardware and expensive hard- 
ware and you can easily lose a lot 
of money if you do not figure the 
proper material. 

In the case of school windows 
you often use different hardware 
from that used on other buildings. 





Fig. 11—Coat and hat hooks applied to pipe. 
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The signal sash lock shown in 
Figs. 8 and 9 is frequently used 
instead of the crescent type we 
have previously studied. Heavier 
sash sockets shown in Fig. 10 are 
suitable for most school house 
windows. 


In the coat rooms you will often 





Fig. 12—Coat and hat hooks 
applied to wood rail. 
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- AUTHOR'S NOTES - 


@) Always CHECK DETAILS FOR PROPER BEAD SCREWS @ HEapd 
AND JAMB NONE REQUIRED @ SToo.. 


® Ascertain From DETAILS AND SPECIFICATIONS if SaAsH PLATES 
ARE REQUIRED. BE SuRE To GET PROPER SIZE To FIT SASH. 


Apron d ALWAYS CHECK DETAILS FOR PROPER SIZE STRIKE AND Sast-Lock. 


IF You ARE FURNISHING RoveH HARpware:- 
® #1. CHECK SIZE OF WEIGHT PpocKEeT. 

2. CHECK THICKNESS OF PULLEY STILE. 

3. CHECK LENGTH OF POCKET-OPENING FoR ADMITTING WEIGHTS. 

4. OOTAIN THE ACTUAL WEIGHT OF EACH SASH COMpLETELY GLAZED. 


























) 
~ Weatwer Dae 









\ 
Grovuno 





Stone Sic 








Peaster 6) Cweck DETAiL To OBTAIN HEIGHT OF Lower SasH-RaAit Above 
2 Top of Stoo. FOR PROPER SIZE SASH- LIFTS. 
THIS DIMENSION IS OF PARTICULAR IMPORTANCE IP WINDOW- 
VENTILATORS (THAT MoRTISE INTO SasH-RAIL) ARE USED. 
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© CHECK SPECIFICATIONS To AscERTAIN If SASH-BALANCES ARE To Be 
Top-HUNG OR SidE-HUNG. 
OBTAIN THE ACTUAL WEIGHT OF EACH Sash CompLeTELy GLAZED. 








Nor Seco seus, TYPICAL DOUBLE-HUNG WINDOW 





SitL Section D-D. OBTAIN AcTUAL MiLL-LENGTH OF SASH-OpENING FoR Proper TApe-Lenati. 























a In ReGarp TO HARDWARE - FRAME AND SasH 
corrmeny 124 By Hanrrase ee. Detans For Masonry $ Frame WALLS Are Siminar. 
Detail for typical double-hung window. 

find coat hangers similar to those In many cases complete ward- room doors and this means more 
illustrated in Fig. 11 applied to robes may be specified to have builders’ hardware business for 
pipe or wardrobe pole hooks (Fig. each unit open in one operation you. 

12) or applied to wood poles held _as is illustrated in Fig. 14. Sell Cabinet hardware may be a big 
in place by use of pole brackets them complete doors, hardware item on this type of building. 
shown in Fig. 13. Here’s a lot of _ and all. Room numbers and card _—_ Check your specifications carefully 
extra business you can get. holders are often required on class- (Continued on page 86) 
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By Roy F. SouLe 


HERE are lots of ways to 
go broke. 


Occasionally a bankruptcy 
reveals a novel method of achiev- 
ing such a calamity but mortality 
figures seem to indicate that most 
such stores are ground to pieces 
by the same old cogs. 

Reams of most practical advice 
have been written by those who 
have paid for their experiences but 
each year a fresh crop of sheriffs’ 
sales indicate that some men in- 
sist upon learning the hard way. 

One truth trickles out of the 
squeeze. Capital gets into bad 
company before it begins to loaf. 
Lack of capital is frequently con- 
fused with loafing capital. 

Usually it is only when capital 
ceases to be currency, and, in the 
process of business, becomes a 
commodity that it starts lying 
down on the job. A dealer may 
keep his bank account pretty much 
of a secret but the moment his 
money becomes merchandise it is 


[IDLE CAPITAL 






“Tt ts only when capital ceases to 


be currency, and in the process of 


business becomes a commodity, that 


it starts lying down on the job. ‘3 


right out where any observing cus- 
tomer or creditor may see and 
analyze its activities. It invites in- 
spection. Its owner may think he 
is keeping things under his hat 





“Its owner may think he is 
keeping things under his hat 


” 


but there are holes in it. 


but there are holes in the hat. Any- 
way, a lot of outsiders seem to 
have inside dope on the average 
retail business. Impending dis- 
asters become public property. 
Few stores blow up unexpectedly. 
The owners of such stores are 
usually warned. 











EDITOR’S NOTE: Several hundred wholesale hardware sales- 
men, picked at random from the more than 3000 who are regu- 
lar readers of HARDWARE AGE, were invited to answer the 
question, “Why do retail hardware stores fail?” Their answers, 
based on their own first-hand experiences, are highly informa- 
tive, interesting and a useful contribution to the study of hard- 
ware distribution problems and offer, in part, a solution to one 
serious phase of the failure question. The fairly uniform opinion 
of these traveling men merits earnest consideration from all 
dealers, and emphasizes again not only their dependability, but 
their interest and cooperation in behalf of successful retail cus~ 
tomers. The answers from these salesmen have been given to 
Roy F. Soule, who has been assigned to write several articles 
based on these salesmen’s opinions. This he is doing in his own 
inimitable style. This is Mr. Soule’s fifth article on the subject. 








FEBRUARY 





1939 





9, 


‘Traveling salesmen are, indeed, 
courageous when they tackle the 
ticklish job of telling a customer 
his acts are inviting disaster. A 
lot of the boys who have made 
such heroic attempts wish most 
fervently they had kept their 
mouths shut. It takes a diplomat 
of exceeding charm to get con- 
structive results out of such an 
interview. Some wholesalers, rather 
than jeopardize a salesman’s busi- 
ness by permitting such volunteer 
advice, send credit men to convey 
the warning. 

How these boys get wise is ex- 
ceedingly simple. One tells the 
story of a dealer giving a young 
clerk “Hail Columbia” for loafing. 
While going through the ware- 
house they had suddenly come 
upon the youngster seated on a 
nail keg enjoying a smoke. The 
kid was*too frightened to simulate 
the gems of admonitory wisdom 
that were hurled at him in barbed 
bundles. Naturally, he took the 
first opportunity to escape. 

“What amused me most,” said 
the credit man, “was the setting in 
which this comedy of errors was 
staged. Directly behind the keg. 
on which the erring boy had been 
seated, was a substantial “carried 
over” stock of over a dozen strictly 
summer goods. It was two weeks 
before Christmas. That dealer had 
an eagle eye for loitering clerks 
but he couldn’t see an idle dollar 
beyond the end of his nose.” There 
are many kinds of loafers. 

As with olives and the most furi- 
ously fragrant cheeses, lack of 
capital is generally an acquired 
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vice. Most stores start with 
enough but, with astonishing 
speed, unless they are managed 
either by men who know their 





“That dealer had an eagle 


eye for loitering clerks.” 


business or by those who will take 
advice, they work themselves into 
hot water. 

The battle begins when charge 
accounts and cash discounts start 
growling at one another. These 
commercial cats and dogs have 
been at it since the beginning of 
time. The speed with which the 
owner of a $10,000 stock can put 
a tenth of his capital “on the 
books” is an amazing performance 
equalled only by the remarkable 
alacrity with which the average 
town digs up willing people to 
carry home their share of the 
spoils. We hear plenty about Cash 
and Carry. That team has set the 
pace in many a race but they look 
like a couple of snails hitched to 
a box car when compared with 
those speed demons—Credit and 
Delivery. 

One of the most difficult things 
to explain to some of the com- 
mercial wizards, who own $10,000 
stocks of hardware, is, that when 
they sell $1,000 worth of goods 
on credit, they no longer have 
$10,000 to work with. A number 
of the more brilliant of these boys 
borrow $1,000 to “keep going.” 
They generally do—but in reverse. 

Each merchant is supposed to 
know all the skeletons that rattle 
in his commercial closet. A lot of 
the boys who go broke actually 
spend the rest of their lives won- 
dering how they, of all people, 
ever happened to take the count. 
That’s because they have never 
read the “Hardware Book of Reve- 
lations” commonly known as the 
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“Inventory Book.” All good hard- 
ware men put out a new edition 
once a year. Your 1938 volume 
was probably finished between 
Christmas and New Year. From it 
too many dealers take merely the 
totals over which they either gloat 
or groan. Occasionally we hear of 
one who spends days and nights 
with the written record of his stock 
looking for “niggers in the wood 
pile.” Such a merchant usually 
finds an unholy heap of idle dol- 
lars tied up in overstock. By over- 
stock I mean quantities that exceed 
a 30-day supply. The total of such 
frozen assets often exceeds the 
most pessimistic expectations. 
The good merchant always vis- 
ualizes what he might have done 
with those idle dollars. He wishes, 
fervently, he had the money, rep- 
resented by that loafing stock, in- 
vested in a spread of new lines or 
in more active, more seasonable 
merchandise. The wise dealer gets 
busy and thanks his lucky stars 
he tumbled before he was pushed. 








“A lot of boys who go broke 
wonder how it was that they 
of all people took the count.” 


He knows that all stocks will some- 
times get out of balance. If he 
isn’t walking a tight rope he 
remedies the evils. His inventory 
shows only 15 or 20 of these 
bulges and he gets busy reducing 
them. He examines every item of 
that idle stock. He remembers 
when and under what circum- 
stances he bought each group of 
goods. Quickly he grasps the fact 
that idle stock is usually born of 
over-extended efforts to get a good 
price. 

Good prices cease even to be 
fair prices the second they tie up 
capital which prohibits the buying, 
for cash, of other saleable stock. 
Price induced over-buys create 
more cut priced sales than all 
other causes combined. So often 
they instigate local price wars. 











Visit a strange store (I’m still 
thinking about a $10,000 stock) 
and hear the proprietor saying to 
a customer, “I don’t know whether 
we have any of that in stock or not 
—I know we did have some.” One 
earful of such chatter is enough. 
That man doesn’t know his stock 
and the chances are ten to one his 
store is an ideal hiding place for 
loafing hardware. 

While it is true that a heap of 
idle stock accumulates because of 
wild-eyed buying, there are other 
and more innocent appearing 
causes. Most commonplace of these 
trouble breeders are seasonable 
items. 

It is strange how our closest 
friends sometimes hurt us most. 
There is something of Brutus in 
good old seasonable goods, that 
have made profits for us year after 
year, turning suddenly to rend us. 
This only emphasizes the fact that 
our friends will take a lot more 
from us than will mere acquain- 
tances or strangers. But there is 
a limit. 

Most of the boys who went broke 
this year never actually made a 
list of all the seasonable merchan- 
dise in their stores. On their way 
out they overlooked a red hot bet. 

A complete list of seasonable 
items should include everything 
which sells much more readily in 
certain limited favorable months. 
For instance toys should be in- 
cluded in such a list. Many stores 
find playthings good year ’round 
sellers but carrying anywhere near 
the stock in April or August as is 
carried in December indicates idle 
capital. 

Did you ever take a long word 
and play at making from its many 
letters a list of shorter words? 
Have you ever amused yourself 
with cross word puzzles? Well, 
that’s the spirit in which to ap- 








“I don’t know whether we have 
any of that in stock or not.” 
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proach making a list of the season- 
able goods in your store. Go the 
limit. Stretch the list. To ferret 
out idle capital you can hardly go 
too far. The average $10,000 
stock should easily furnish 50 
items or lines belonging on such 
a list. 

In its inanimate self such a list 
is just so much paper and ink. 
What you do with it determines 
its value. If you merely note that 
you carried over six of this or 
six dozen of something else and 
resolve not to do so again you are 
no different from many well in- 
tentioned dealers who go broke 
every year because of idle capi- 
tal. But—if you make each sea- 
sonable article part of a tickler 
system there’s hope even if your 
inventory does indicate that you 
worked all last year accumulating 
idle merchandise rather than a 
bank account. 

Every item on such a list should 
have a case history. A glance at 
it should show the year’s pur- 
chases — the selling season — the 
danger date and the carry over. 

Some seasonable items are 
bought too far in advance of the 
selling season. Therefore, some 
dollars are idle before they get 
a chance to go to work. 

The true selling season should 
always be a signal to push any 
line. It is, u8ually, very difficult 
to start a standing load. It’s much 
easier to accelerate the speed of a 
car that is already rolling. So is 
it easier to enthuse and expand a 
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“Did you ever take a word 
and make from its letters 
a list of other words?” 


natural desire to buy than to cre- 
ate new desires and then satisfy 
them. 

One of the favorite loafing 
places of idle capital is in the 
half used buildings many dealers 
occupy. Country dealers could 
learn a heap about this from the 
boys who run hardware stores in 


FEBRUARY 9, 1939 


the cities, where rents are really 
high. There are still literally 
thousands of rural hardware stores 
who could handle their present 
business in two-thirds the space 
they now occupy. 

It is no exaggeration to say the 
average city dealer, accustomed to 
high rentals, could go into 25 per 
cent of the rural hardware stores 
in the country and, by what is to 
him an every day process of 
space economy, rearrange the 
stock so that it would occupy half 
the space and still be in good 
working order. Magician? Not 
a bit of it. The city boy has no 
choice. Either he uses every inch 
of the space he pays for or the 
rents gobble him up. The idle 
capital in rural warehouse space 
just leaves the city visitor gasping 
for breath. 

Then there are loafing dollars 
in advertising. Whenever a dealer 











“It is usually difficult 
to start a standing load.” 


says to his local editor “repeat 
last week’s copy” he is admitting 
to the man who runs the weekly 
that it’s a lot easier to let the ad- 
vertising money loaf than to roll 
up his sleeves and write a few 


words that would indicate activity 
in his store. 

Idle circulars—idle window dis- 
plays, and other manufacturer 


FA GOSH SAKES WHAT 
YA WASTIN' ALL THAT 
SPACE FOR ’ 











“The city boy uses every inch 
of the space he pays for.” 


helps, usually identify a dealer 
who needs assistance, but won't 
lift a hand to help himself. He 
prefers to let good, expensive sales 
helps gather dust just because a 
few, out of many such aids, are 
a fizzle. 

The window displays of about 
half the hardware stores represent 
an expense which falls far short 
of the results which should obtain, 
merely because so many dealers 
seem to have the idea that pros- 
pective customers are not inter- 
ested in prices. Recently, I talked 
with an expert who estimated that 
one-third the cost of unpriced win- 
dow displays was idle capital. He 
is an exceedingly conservative 
man. 

This may all sound pessimistic 
to the up-and-coming merchant 
who errs in only one or two of the 
instances mentioned. A barrel of 
epsom salts looks baleful to the 
patient who needs only a spoonful, 
but that does not obviate the ad- 
visability of taking the spoonful 
when it’ is needed. 


No Fraud in Sale __. 


USTOMERS who buy articles 

with which they later become 
dissatisfied sometimes try to force 
a business man to refund the money 
by asserting that the goods were 
sold on “fraudulent representa- 
tions.” 

This happened in a recent Mich- 
igan case where a bearing in a ma- 
chine burned out after considerable 
use by the person who had bought 
it as a second hand article. He sued 
the seller for the purchase price on 
the ground that it had been falsely 
represented by the seller that the 
machine was in first class mechani- 
cal condition. 


The court would not permit the 
customer to get back his money, 
saying: 

“In order that the buyer may 
rescind the sale for fraud and re 
cover the purchase money, he must 
show that the representation that 
the machine was in first class me- 
chanical condition at the time of 
the sale was false. This he has not 
done, and there is no proof of a 
fraudulent representation.” 

This case illustrates the legal 
principle that a representation is 
false and fraudulent only if shown to 
be so at the time it was made. 
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When the firm of W.C. Fleck 
&° Bro., Inc., Jenkintown, Pa., 
installed an indoor rifle 





range tt sold 30 rifles in 


a month and pyramided sales t 
— : é 

of ammunition. Safety is a : 
requisite and that is why... ; 
The store exterior during the spring sport show. 

Sporting goods manufacturers cooperate and make Fs 

it a feature that attracts numerous sportsmen. 

SAFE CY /s the Keynote of | 

' | 4 


AFETY in the use of firearms Situated in an advantageous lo- __ part of the Appalachian mountain 
S has produced revenues for cation with respect to the game __ range, the store of W. C. Fleck & 
W. C. Fleck & Bro., Inc., of and fish regions of the Middle Bro., Inc., has always been a 
Jenkintown, Pa. Atlantic seaboard and the upper Mecca for the sportsmen of the 


rich residential neighborhood of 
suburban Philadelphia. 

A. Stuard Graham, president, 
himself an ardent sportsman, has 
always desired to increase the use 
of the rifle and rod and has felt 
that the best method was to de- 
velop their use among the em- 
bryo sportsman—the young fel- 
lows in their early *teens. One big 
drawback was the reluctance of 
the parents to allow their young- 
sters to handle a rifle—a danger- 
ous implement when the utmost 
care is not used. Mr. Graham 
consulted Charles Lever, manager 
of the sporting goods department. 
They formulated the plan of the 
View of the range from the lounge room at the rear. rifle range and called in Linford 
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Left to right, top row: Charles A. Leve 





r, Manager of sporting goods department; A. Stuard 








Graham, president. Bottom row: Frank Hoppe, member of International Rifle Team and Frank- 


ford Arsenal team; Jimmy Foxx, big league baseball star, 


D. Schober, coach of the nearby 
Beaver College rifle team, to act 
as supervisor and instructor. 

The Fleck rifle range is a 50-ft. 
indoor gallery built according to 
the regulations of the National 
Rifle Association. “Safety” is 
paramount in its construction. 
Along the sides are wood projec- 
tions backed by steel to stop any 
ricocheting of bullets while the 
butt is constructed of vanadium 
steel at an incline of 45 degrees 
against which the bullets are de- 
flected into a sand pit. 

Walls are curtained with sound- 
proofing material. There are racks 
for targets at which to fire from 
prone, kneeling and standing po- 


‘ sitions. In the back of the range 


is a comfortable lobby where the 
users may rest while awaiting 
their turn and the tables are filled 
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with literature describing the 
goods for sale on the upper floor. 

Linford Schober, the instructor, 
is a member of the National Rifle 
Association. He was a coach and 
member of the International Rifle 
team and the Pennsylvania State 
team during the National matches 
at Camp Perry in Ohio. He is 
also a member of the Frankford 
Arsenal team. He holds a com- 
mission from the Washington 
headquarters of the N. R. A. to 
instruct in the Junior division. 

In accordance with the policy 
of safety, Mr. Schober has stressed 
the proper handling of firearms 
above all other instruction. A gun 
rack has been installed for the 
boys’ rifles, which keeps the 
youngsters from taking the fire- 
arms away from the store for 
promiscuous shooting outdoors. 


and Linford Schober, instructor. 


_ Increased FIREARMS’ SALES 


None can shoot unless Mr. Scho- 
ber is present. 

When the parents of the boys 
and girls learned of the excellent 
supervision under which their 
youngsters would operate, most of 
them were more than willing to 
give their consent. 

Promotion of the new facilities 
were carried on by Messrs. Lever 
and Schober by contacting the 
various schools within a radius of 
30 miles and it met with immedi- 
ate success. Three high school 
groups were using the range at the 
end of the first month while two 
more schools are contemplating 
following suit. 

First to answer to the call was 
the Abington Junior High School 
where Dale Snodgrass, the coach, 
is an ardent rifleman and Roland 
R. Welch, the principal, is inter- 
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ested in all forms of sport. This 
school is one of the most progres- 
sive educational institutions in the 
Philadelphia district. Mr. Snod- 
grass has a camp in Canada and 
has passed the expert rifleman 
tests of the N. R. A. 

Two groups of 25 boys each 
from the Abington school use the 
range on alternate Tuesdays. Jen- 
kintown High School has a group 





the range buy their own ammuni- 
tion and most of it is bought in 
the store. 

Fleck’s opened the range in the 
latter part of September. On open- 
ing day over 100 men and women 
attended. Prizes were given to the 
first 50 in scoring and everyone 
hitting a “lucky” target and mak- 
ing the highest score was re- 
warded. 





Checking results, left to right: A. Stuard Graham, Linford 
Schober, Jimmy Foxx, Frank Hoppe and Charles A. Lever. 


of 25 boys taking over every 
Thursday. The Meadowbrook 
School for Boys has signified its 
intention to take up the sport as 
has the Ogontz School for Girls. 
Other public schools are _inter- 
ested and may follow suit before 
long. 

But the boys and girls are not 
the only ones who have taken to 
the new range. Adult sportsmen 
gather evenings and often during 
the day to get in some practice. 
There is a women’s club that meets 
every Friday night and this is ex- 
pected to develop into a mixed 
shooting club with regular con- 
tests. 

The range is open on Fridays 
and Saturdays from 9 o’clock in 
the morning until 10:30 o’clock 
at night. On other days it can be 
used at any hour by appointment 
and enthusiasm has run so high 
that the schedules are being rapid- 
ly filled. Fees are nominal, with 
no intention of deriving a profit. 
The charge for adults is 50 cents, 
for juniors, 25 cents. Targets are 
furnished free of charge. Users of 
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One of the most ardent users of 
the range is Jimmy Foxx, big 
league baseball star who formerly 
played with the Philadelphia Ath- 
letics and now with the Boston 
Red Sox. Foxx, who resides in 
Jenkintown, has become almost as 
well known for his hunting as for 
his baseball activities and regular- 
ly uses the range to practice. 

Other well-known marksmen in 
the locality find the gallery an 
ideal spot for brushing up on their 
shooting. One of these is Frank 
Hoppe, son of Frank A. Hoppe. 
inventor of the Hoppe gun solvent 
known everywhere that the rifle 
is used. Mr. Hoppe follows the 
rifle game from Maine to Florida. 
He is a member of the Frankford 
Arsenal team and was a member 
of the International Rifle team for 
four years. Another user of the 
range is Lieutenant Harley M. 
Sanders, coach of the Pennsyl- 
vania State team in 30-caliber 
rifling. 

Two women’s champions prac- 
tice at Flecks’ regularly. They are 
Anne Jendryk and Eleanor Lum. 


Miss Jendryk, who lives in Elkins 
Park, Pa., is a graduate of Beaver 
College and won the Pennsylvania 
State Women’s amateur title. Miss 
Lum, who lives in Madison, N. J., 
is a student at Beaver and last 
year won the United States 
Women’s amateur championship. 

Sales of athletic equipment to 
the various schools within a radius 
of 30 miles have been increased 
through the new contacts offered 
by the rifle range and the Phila- 
delphia district is noted for its 
interest in school athletics, some 
basketball and football contests re- 
gularly drawing between 5000 to 
10,000 spectators. Directly, the 
range has aided in the sale of from 
25 to 30 new rifles during its first 
month of operation. 


Store Traffic Greater 


Store traffic has been increased 
through the addition of this new 
feature and this has aided in build- 
ing up the sales in other depart- 
ments as well as the sporting 
goods. It has developed the inter- 
est of the community in sports 
with a resulting profit to the busi- 
ness. 

Fleck’s carry equipment cover- 
ing every sport and for big and 
small game hunting. They carry 
a full line of ammunition, rifles, 
fishing tackle, shotguns and clay 
pigeons. Their ammunition and 
clay pigeons are bought in car- 
load lots. 

Strategically located, W. C. 
Fleck & Bro., Inc., has always been 
foremost in the promotion of its 
sporting goods department under 
the supervision of Mr. Lever. The 
store has received the appointment 
from Harrisburg for the issuance 
of State hunting and fishing li- 
censes. Each year, it handles 300 
hunting permits in the fall, and 
2000 fishing permits in the 
spring. .County dog licenses are 
also issued at the store. 

Not content with this activity 
itself, the firm has taken active 
steps to broadcast its fine facili- 
ties. Each year the store offers a 
prize for the largest trout and 
small-mouth bass caught. This is 
done with the cooperation of the 
Horrock-Ibbotson fishing tackle 
manufacturers. Fleck’s cooperate 

(Continued on page 124) 
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Although J. E. Woodmansee, treasurer, Richards- 
Conover Hardware Co., Kansas City, Mo., lives far 
inland, deep sea fishing is his favorite sport. When- 
ever he gets the opportunity he hecds for salt water 
to enjoy fishing in the briny deep. Mr. Woodmansee 
is the gentleman seated to the right in the accom- 
panying photograph. The string of big fellows caught 
by himself and his friends was landed in 1937. He 
was particularly proud of the large cobia he caught— 
and rightly so—for the 40-pounder he landed, 15 miles 
off the coast of Micmi, Fla., on March 2, 1937, was the 
largest of two cobia caught during the entire year of 
1937. The only other cobia caught that year weighed 
181/, lb. Despite the efforts of many expert anglers 
these fish are seldom caught. In fact, it is infrequent 
that more than two or three of them are landed during 
the course of a year. The cobic caught by Mr. Wood- 
mansee is the third fish, from the left, in the row of 
specimens exhibited. Mr. Woodmansee is an unusually 
active man, being particularly interested in civic af- 
fairs. He is chairman of the show committee of the 
big annual Kansas City convention of the Western 
Retail Implement & Hardware Association and past 
president of the Kansas City Chamber of Commerce 
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R. P. Healy, sales manager, Animal Trap Co. of 
America, Lititz, Pa., has several hobbies, his favorite 
pastime being riding and training saddle horses. Here's 
“Dick” Healy, as he is better known to many hard- 
waremen, enjoying a ride on a saddle horse. Garden- 
ing also occupies some of his limited spare time. As 
to his other activities he says, “I play golf regularly— 
at lecst once a year at the Hardware Golf Tournament 
at Excelsior Springs, Mo.” 


HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME—DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 
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new Western 
president 


John Deere 
Plow Co. 

















H. B. Wilson 
Mathias Klein & 
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American Hard- 
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WESTERN’S Golden 


Approximately 3000 dealers register at the 50th annual conven- 
tion and exhibit of the Western Retail Implement and Hard- 
ware Association, held at the Municipal Auditorium, Kansas 
City, Mo., Jan. 17 to 19, 1939. J. R. Whitla succeeds Sam Zuercher 
as president. J. H. Dunton, new vice-president. Lynn Covert be- 
comes secretary-treasurer. Tributes to late Herbert J. Hodge at 
every session made the convention a fitting memorial to him. 


Banquet attended by more than 2000. 
chain store tax laws, 


Convention endorsed 
fair trade law for Missouri, further 


development of local clubs and National Hardware Week. 


HE Western Retail Implement 

& Hardware Association has 

started on the second _half- 
century of its career of service and 
usefulness. The 50th annual or 
Golden Jubilee Convention and Ex- 
hibit of this body was held at the 
Municipal Auditorium, Kansas City, 
Mo., January 17 to 19, 1939 
with approximately 3000 dealers 
registered. This is not only the 
oldest retail hardware association 
but also the largest. To a marked 
degree the convention was a me- 
morial to the late Herbert J. Hodge, 
who, had he been spared for three 
more weeks, would have rounded 
out a full 50 years as secretary- 
treasurer of the organization. The 
memory of his death on Decem- 
ber 27, 1938, cast the only shadow 
of sadness upon an otherwise happy 
and optimistic convention. It was 
inevitable and proper that a man so 
widely esteemed and loved should 
receive some tribute on such an oc- 
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casion and every speaker, at all 
sessions, affectionately recounted 
some anecdote linked with some 
good service or kind deed _per- 
formed by Mr. Hodge. 

Past-president Clayton Lehman, 
Newton, Kan., opened the conven- 
tion with a formal tribute to the 
late secretary-treasurer, reviewing 
the origin, growth and progress of 
the association under Mr. Hodge’s 
guidance. Appropriately he _ de- 
clared the organization itself was 
the greatest monument any man 
could have to perpetuate his 
memory. Fitting tribute was also 
paid, by Mr. Lehman, to the 
memory of two outstanding past 
presidents Tom N. Witten, Sr., 
Trenton, Mo., and Al G. Wright, 
Arkansas City, Kan., whose deaths 
occurred during 1938. 

President Sam Zuercher, Wichita. 
Kan., in his annual address urged 
dealers to take a personal as well 
as a merchandise inventory and 





said that if this did not disclose 
weaknesses and cures it would help 
to have a few rude but competent 
friends tell the real truth no matter 
how bitter it might prove. The re- 
tail merchant’s job is becoming 
more complex each year with new 
problems, responsibilities and op- 
portunities. “A successful merchant 
today,” he continued, “is not only 
a good sales promotion man, but 
he must be almost uncanny in his 
judgment as a buyer to know what 
type of merchandise to buy that 
will receive public acceptance and 
yield the desired turnover. 

“The business training of 1920 
is not adequate for 1939 and is just 
as much out of date. Most of us 
here are sales managers of the firms 
we represent. Do we function as ef- 
fectively and efficiently as if we 
were employed by a large corpo- 
ration or concern that would de- 
mand of us that we produce or get 
out? 
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on Sam Zuercher Geo. Catts Hon. Bryce B. Frank H. Spink 
n & Wichita, Kans., manager Smith immediate 
es pres. Western Chamber of Mayor of past president 
ird- Ass’n Commerce Kansas City, Mo. 

ss’n 


| Jubilee CONVENTION 


“We have been getting back to 
normal ever since 1930, and we are 
about as normal today as we ever 
will be. We will have crop failures 


Perry Faeth, Stowe Hardware & 
Supply Co., as president of the 
Kansas City Implement, Hardware 
& Tractor Club welcomed the con- 


lifelong friend of Mr. Hodge, spoke 
briefly on the home life of his late 
friend and of his great service to 
the community. 
































Tuesday noon the directors, past 
presidents, officers and_ principal 
guests of the convention gathered 
for an informal luncheon and dis- 
cussion. That afternoon the fair 


vention to Kansas City and ex- 
tended greetings from their respec- 
tive affiliations. 

Chas. M. Harger, editor and 


occasionally; the prices of farm 
products will be good and bad; we 
will continue to have interference 
from governmental agencies and so 
on. We need to think more about 
where we are” going and less about 
where we are.” 

Acting Secretary-Treasurer H. L. 
Covert, Abilene, Kan., who was 
later elected to that post, reviewed 


author from Abilene, Kan., and a 








se 
Ip the association’s half century of 
mt progress, reading from a partially 
ae completed report that had been pre- 
pared by Mr. Hodge. This paper 
ng traced the modest beginning of the 
ee group in 1889 at the Blossom House, 
\p- Kansas City, and told how in 50 
at years, each new year had brought 
ly an increase in membership with 
ut current affiliation passing the 2000 
lis mark. He said 90 per cent of the 
= eligible dealers in Kansas and 
at western Missouri were now mem- 


ad # bers, and told how the organization 
had been founded and continues to 










20 operate to encourage “a reputation 

“a for fair dealing by and for all and 

me not to seek special privileges that 

om were not properly earned.” 

f- The Hon. Bryce B. Smith, mayor The Western Peerless Quartette which entertained at the opening of 

ve of Kansas City; Geo. Catts, man- each session and again at the banquet which closed the West-Golden 

mn ager of the Kansas City Chamber Jubilee Convention. Left to right: Mrs. Fred L. Taylor, accompanist; 
of Commerce; M. J. Healey, John Clyde Bishop, Chanute, Kans.; Sam Zuercher, Wichita, Kans., president 

e- ious Wine Kia. aenties te Oie of the Western; Fred L. Taylor, Lyons, Kans., who also led the com- 

et ~ % 8 munity singing, and Lynn Covert, Abilene, Kans., secretary-treasurer of 


Kansas City implement houses and the Western succeeding the late Herbert J. Hodge. 
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OFFICERS, DIRECTORS AND PAST PRESIDENTS OF THE WESTERN 


Left to right: 1. (Standing) Harry Smith, Richmond, Mo.; Frank H. Spink, Kansas City, Mo., and W. M. 
Vickery, Blackwell, Okla.; (seated) W. C. Cole, Bethany, Mo., and F. E. Milner, Miami, Okla. 2. Mrs. Frank 
H. Spink and Mrs. R. E. McFadden who took charge of the Fashion Show. Mrs. McFadden is convention 
supervisor for the Kansas City Chamber of Commerce and handled the convention registration. 3. Miss Justin 
Rodgers, publicity director for the Chamber of Commerce, and Clarence Mook, supt., Municipal Auditorium, 
where the Western Convention was held. 4. Claude Cave, Dodge City, Kans.; Fred Ackarman, Sedan, Kans., 
and Eddie Potter, Macon, Mo. 5. W. E. Haynes, Emporia, Kans.; Fred L. Taylor, Lyons, Kans., and M. M. 
Smith, Clay Center, Kans. 6. The Western Peerless Quartette “swings” into action with accompanist Mrs. 
Taylor playing the accordion. 7. (Standing) J. Dryden Reynolds, Carthage, Mo.; E. C. Hood, Pittsburg, 
Kans.; Sam Zuercher, Wichita, Kans., president of the Western, and J. R. Whitla, Edgerton, Kans., elected as 
president to succeed Mr. Zuercher; (seated) L. H. Dunton, Arcadia, Kans., and Geo. Straight, Eureka, Kans. 


trade committee met with repre- ware Day” at a Western Conven- tinued harmonious discussion of 
sentatives of wholesalers serving tion. Mr. Whitla praised highly distribution problems by dealers 
the Western Association area and the work of his committee and the and wholesalers. In its entirety 
ironed out difficulties reported dur- splendid cooperative spirit  dis- this report was accepted by the 
ing the past year. J. R. Whitla. played by participating wholesalers. convention. 

Edgerton, Kan., chairman of this The committee’s report urged fur- At the opening of the Wednesday 
group, was elected to the presidency ther support of existing fair trade session, Chas. J. Heale, editor, 
of the association at the closing ses- laws and related legislation; re- HarpwareE Ace, presented to Presi- 
sion. His report on the committee’s affirmed the desire for a Missouri dent Zuercher, for the Western As- 
findings was presented Wednesday fair trade law; endorsed National sociation, a framed HARDWARE ACE 
which is traditionally called “Hard- Hardware Week and called for con- Fifty Year Club membership cer- 
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tificate. Mr. Zuercher responded 
‘and promised that this certificate 
would hang prominently and perma- 
nently in the association’s offices. 

Later in the session, Mr. Heale 
was invited to comment upon the 
Robinson-Patman Law, state fair- 
trade laws and the Tydings-Miller 
law in order to clarify some points 
that had caused confusion in an open 
forum discussion. This he did, 
answering questions from the floor. 
He also urged the members to sup- 
port these laws and to work for 
further contracts, but cautioned 
that efforts to obtain specific con- 
tracts could only be done by indi- 
viduals and that collectively the 
membership would have to content 
itself with support for the general 
principles involved. 








Speaking for the farm implement 
industry, Fowler McCormick, vice- 
president, International Harvester 
Co., Chicago, IIl., traced the de- 
velopment in that field from the 
standpoint of both producer and 
dealer. He said that human nature 
being as it is, there will always be 
leaders among both manufacturers 
and dealers, with the more aggres- 
sive taking the lead, but that by and 
large both groups had made neces- 
sary changes in the past 50 years 
and had kept in tune with the times. 
More frequent contacts, establish- 
ment of branch houses and speedy 
communication and _ transportation 
had all helped improve the relation- 
ships between maker and distribu- 
tor and had improved their respec- 
tive efficiency he said. He compared 





the first few crude farm implements 
manufactured in this country with 
the wide and varied lines made by 
leading companies today; admitted 
that personal service requirements 
are more complicated but said that 
opportunities were correspondingly 
greater. The implement market 
would always, he believed, be sub- 
ject to the trend of farm economics 
but said price fluctuations of farm 
products could not be reflected in 
the cost of implements because these 
are made of iron and steel and not 
of corn and wheat. 

H. B. Wilson, general manager, 
Mathias Klein & Sons Co., Chicago, 
Ill., and president of the American 
Hardware Manufacturers’ Associa- 
tion made the principal address of 
the day. He traced the origin and 





AMONG THE PROMINENT WHOLESALE HARDWARE EXECUTIVES WHO PARTICIPATED IN 
THE WESTERN CONVENTION AND EXHIBIT. 


Left to right: 1. H. P. Harbison, H. R. Homan and J. H. Harbison, Harbisons, Inc., Kansas City, Mo. 2. L. M. 
Pinkston and Julius Werner, Wyeth Hardware & Mfg. Co., St. Joseph, Mo., with R. A. Sundvahl, Corbin Screw 
Corp. and Corbin Cabinet Lock Co. 3. John Mize, A. E. Mize and Ray Jones, Blish, Mize & Silliman Hard- 
ware Co., Atchison, Kans. 4. Owen Newby and Perry Faeth, Stowe Hardware & Supply Co., Kansas City, Mo. 
Mr. Faeth was toastmaster at the annual banquet and made an address of welcome at the opening session on 
behalf of the Kansas City Hardware, Implement & Tractor Club of which he is president. 5. Hastings Rich- 
ards, Geo. B. Richards, J. E. Woodmansee and Conover Smith, Richards & Conover Hardware Co., Kansas 
City, Mo. 6. W. W. Townley, R. F. Townley and Chas Bushby, Townley Hardware & Metal Co., Kansas 
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H. B. WILSON 


Mathias Klein & Sons Co., Chi- 
cago, Ill, president, American 
Hardware Manufacturers’ Associ- 
ation, who was the principal 
speaker at the convention on 
“Hardware Day.” 


growth of the American hardware 
manufacturing industry during the 
50 years of the Western Association’s 
history. Twenty-five years ago, he 
said, about 75 per cent of the hard- 
ware now being sold in American 
hardware stores was not even manu- 
factured, so great have been the 


changes in the half century under 
consideration. 

He told of the early struggles of 
American hardware manufacturers 
and of the formation of his firm by 
Mathias Klein who originally had 
been a locksmith in Philadelphia. 
He cited the developments which 
had led to his company’s growth 
and the modernization of its lines 
to show how comparatively recent 
had been the development of the 
hardware producing industry, par- 
ticularly that part of it located in 
the central and mid-western parts 
of the country. Mr. Klein had 
originally gone to Chicago, from 
Philadelphia, in search of steadier 
employment than was available in 
the East. He went West in the pio- 
neer spirit which, Mr. Wilson said, 
had impelled so many others to 
move from the eastern seaboard. 
Their individual growth came with 
the growth of the country, which, as 
it grew, had a tremendous need for 
the many items which make up a 
hardware stock, thus encouraging 
the establishment of distributing 
houses as well as production units, 
some of which he said were known 
leaders in their respective fields. 

Thursday morning the United 


States Steel subsidiaries presented 
their Technicolor sound motion 
picture film entitled “Steel—Man’s 
Servant” which depicts the making 
of steel all the way from the min- 
ing of the ore to the use in finished 
products. This film was an outstand- 
ing contribution and was well re- 
ceived by an appreciative audience. 
It told its story in a graphic, thrill- 
ing manner. 

Past-president Fred Ackarman, 
Sedan, Kan., chairman of the resolu- 
tions committee, presented a group 
of resolutions which received unani- 
mous approval. These were based 
on the resolutions passed at the 
Chicago convention of the National 
Federation of Implement Dealers’ 
Associations with which the Western 
is affiliated. These urged: greater 
use of the Federation’s “Trade-in 
Manual” to lessen the costly and 
uneconomic evils of indiscrimmi- 
nate trade-in allowances when 
making implement sales; better 
relative compensation for the ser- 
vice dealer in return for his invest- 
ment in parts and equipment to 
render complete service; caution 
in connection with the time payment 
sale of rubber tires for tractors and 
implements as there are additional 


THE GOLDEN JUBILEE CONVENTION BANQUET OF THE WESTERN RETAIL IMPLEMENT 


Under the direction of Carl P. Sebert, resident manager; Fred A. Hatton, executive assistant, and Chief Raes, all 
of the Hotel Muhlebach, this annual banquet photo tells its own story. Perry Faeth, president Stowe Hardware 
& Supply Co., Kansas City, Mo., as president of the Kansas City Hardware, Implement and Tractor Club, presided 
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credit hazards should there be a 
prior lien on the equipment; dis- 
carding of obsolete tractors on a 
basis mutually equitable to manu- 
facturer and dealer; removal of 
trade-in items from farms so that 
the farmer won’t think margins 
must be excessive; that manufac- 
turers pay transportation charges 
on returned defective parts and 
that cooperative sales organizations 
cease to enjoy preferential treat- 
ment through government subsidy 
and better prices from manufac- 
turers. 

These resolutions also expressed 
appreciation for full commissions 
allowed by producers on _ repair 
parts sold through non-agency 
dealers; called for continued sup- 
port of the 4-H Clubs and declared 
manufacturers’ direct sale to govern- 
ment purchasing agencies entirely 
unfair and unethical because prices 
quoted are too often less than 
prices dealer is able to quote. The 
convention also approved chain 
store tax laws, particularly the 
pending measure of this nature in 
Kansas. 

Past-president J. Dryden Rey- 
nolds, Carthage, Mo., spoke on the 
merits of using the Federation’s 
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A spring fashion show was an outstanding feature of the ladies’ enter- 

tainment program during the big convention. Presented by Adler’s, John 

Taylor’s, Kline’s, The Jones Store and Emery, Bird, Thayer, leading 

Kansas City women’s wear stores, this event attracted more than 500. 

The show was arranged by Mrs. Frank H. Spink and Mrs. McFadden, 
Chamber of Commerce. 


Trade-in Manual and_ director director L. H. Dunton, Arcadia, 
Eddie Potter, Macon, Mo., explained Kan., spoke of WPA purchases at 
the trade-in records recommended prices too close to the prices 
and developed by the association. charged dealers by wholesalers. He 
Director Geo. S. Straight, Eureka, cited, as an example, wheelbarrows 
Kan., discussed the problem of sold to WPA at five cents each 
overcrowded dealer territories and (Continued on page 125) 





AND HARDWARE ASSOCIATION, HELD JAN, 193), WITH 2000 HARDWARE DINERS. 


as toastmaster. Following the introduction of officers and guests an entertainment program and dancing was 


enjoyed with Vic Allen & Co. furnishing the show and the music for the dancing. Everyone had a good time 
ut, of course, they were all there for that purpose. 
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A. W. Shapleigh, vice-president of Shapleigh Hardware Company, on 
the left is being interviewed on the weekly “Onward Road” program 
by France Laux, ace announcer for radio station KMOX in St. Louis. 


as we continue this unusual 

series of interviews with 
the business and civic leaders of 
the St. Louis district, we have 
with us a representative of one 
of the world’s fundamental indus- 
tries, and one of the very oldest. 
In earliest times, primitive man 
needed first food and then cloth- 
ing—and then tools to work with, 
and thus the manufacture of hard- 
ware is almost as old as man- 
kind itself. When St. Louis was 
founded, in 1743, the first set- 
tlers brought with them axes to 
clear away the timber and build 
their houses; rifles to obtain food, 
and kettles and spiders to cook 
their meals, and so the history of 
hardware in St. Louis is as old 
as the city itself. St. Louisans, 
Incorporated, has been fortunate 
in obtaining for this evening’s in- 
terview a distinguished represen- 


Fons “This evening, 


oF 


tative of this very old and yet 
always modern hardware trade— 
Mr. A. W. Shapleigh, vice-presi- 
dent and treasurer of the Shap- 
leigh Hardware Gompany, which 
his grandfather founded as the 
first wholesale hardware house 
west of the Mississippi River, way 
back in 1843. Back in the days 
when the chief items of hardware 
trade were rifles and bear traps, 
Mr. Shapleigh’s firm served the 
city, and indeed a great part of 
the nation, with great competence; 
and today, now that bear traps 
are a rarity and thousands of 
newly-invented items have been 
added to the hardware dealer’s 
catalog, it continues to serve with 
equal distinction. 

“Mr. Shapleigh, this mention 
of the changes that have come 
over the hardware business in the 
nearly 100 years that your firm 
has been in existence leads nat- 





urally to my first question. With 
all the new developments of re- 
cent years, just how many indi- 
vidual products go to make up 
the hardware field today?” 

Mr. Shapleigh: “Well, unless 
you're expecting a pretty large 
answer, Mr. Donalson, I think 
you're due for a surprise. A 
large wholesale hardware com- 
pany will have listed in its cat- 
alog not less than 50,000 individ- 
ual items. That’s enough items to 
provide a different one—no two 
alike—for every man, woman and 
child living in cities like Spring- 
field, Mo., or Joliet, Ill.” 

Announcer: “Who uses all these 
things, Mr. Shapleigh? I mean— 
I had no idea there were so many, 
and now I’m having trouble fig- 
uring out why so many would be 
necessary. 

Mr. Shapleigh: “The explana- 


tion is that everyone uses hard- 
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A Hardware Radio Interview 
With A. W Shapleigh 


ware—quite a bit of it. Think of 
all the various items that you’re 
extremely familiar with—such as 
hammers, axes, cutlery and kit- 
chenware and so forth—and then 
think of all the different sizes and 
types of these things that must 
be provided. Then add to this 
the items that carpenters use, and 
farmers, and so on; and | think 
you will see why hardware cata- 
logues have so many pages.” 

Announcer: .“It must be a tre- 
mendous job to gather all these 
items together, is it not, Mr. 
Shapleigh?” 

Mr. Shapleigh: “Yes; and of 
course that is the reason for hav- 
ing wholesale hardware houses— 
to bring together this multitude 
of products, from almost count- 


less different manufacturers who 
use raw materials which, in turn, 
are gathered from all over the 
world; and to get these products 
into the channels of retail trade 
where the public can obtain them 
with the greatest convenience. For 
example, just as an offhand guess, 
but a very conservative one, I 
should say that a large wholesale 
hardware company will assemble 
its products from upwards of 
4000 different manufacturers.” 

Announcer: “How does St. 
Louis rank as a wholesale dis- 
tributing center for hardware, Mr. 
Shapleigh?” 

Mr. Shapleigh: “In volume of 
wholesale trade sold to the re- 
tailer, it is the Number One City 
of the United States. Companies 














EDITORS’ NOTE:—The St. Louisans, Inc., organized to pro- 
mote a greater appreciation of and interest in St. Louis, Mo., 
as a place to live and to do business, conducts a weekly radio 
program over Station KMOX, Columbia Broadcasting System. 
This is called “The Onward Road Program” and usually fea- 
tures an interview with some prominent citizen and business 
executive of St. Louis. On October 2, 1938, A. W. Shapleigh, 
vice-president and treasurer, Shapleigh Hardware Co., hard- 
ware wholesalers, was chosen for this interview feature. This 
major part of the dialogue between Mr. Shapleigh and the in- 
terviewing announcer is given here because of the very general 
hardware interest that this program holds for all hardware 
men. The story embraces the early pioneering of the hardware 
distributors who helped build the then new West and South- 
west and tells of the inventions and production economies 
which have developed better grade hardware and tools at 
lower prices, available to more people; creating at the same 
time more and better employment. 
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in this city market goods in about 
two-thirds of the nation’s states.” 

Announcer: “Then, of course, 
the hardware business must be 
a pretty important factor in our 
city’s economic life?” 

Mr. Shapleigh: “Yes; the St. 
Louis wholesale hardware houses 
here employ about 2,000 people 
at the present time, and the pay- 
roll is about $3,500,000 a year. 
There are about 410 retail hard- 
ware stores in the metropolitan 
district selling hardware exclu- 
sively, affording employment to 
another estimated 1,200 persons 
and providing about $1,500,000 
a year in payrolls. So, all in all, 
just the distribution of hardware 
gives employment to 3,200 per- 
sons here, and creates $5,000,000 
in wages. And this is without 
considering the employment and 
payrolls of the infinite number of 
stores which also sell hardware 
items as one part of their business 
—such ds department and drug 
and furniture stores.” 

Announcer: “Well, sir, even 
without considering manufactur- 
ing statistics, I think you’ve cer- 
tainly shown us that the hardware 
trade is very vital to the city. Tell 
me, Mr. Shapleigh, to what do 
you attribute the growth of the 
industry in St. Louis?” 

Mr Shapleigh: “Now that, of 
course, is a hard question to an- 
swer, because so many different 
factors enter in. But I think that, 
perhaps, the most important single 
thing which made this city an im- 
portant hardware center was the 
character and business acumen of 
the men who were the earliest 
pioneers in the industry here.” 

Announcer: “Can you tell us 

(Continued on page 118) 
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National Hardware Week 





May 6th to 13th, 1939 


Aim of this industry-wide promotion is ‘‘to 


make consumers more hardware store conscious’. 


Special display kits have been prepared by 
N.R.H.A. Many manufacturers and wholesalers 
will participate in offering further display 


helps and in some cases special merchandise. 


ATIONAL Hardware Week 
Net be observed May 6 to 13, 
1939, which provides two Sat- 
urdays for the promotion of this 
event. This is the second time that 
this campaign has been conducted 
and it is the hope of the National 
Retail Hardware Association, which 
is sponsoring the event, that a 
greater number of dealers will par- 
ticipate. Based on the experiences 
of the first campaign of this kind, 
conducted in May, 1938, this year’s 
plan seeks a wider support and ac- 
ceptance that National Hardware 
Week may truly be, as the name 
implies, an industry-wide project. 
Toward this goal Harpware AGE 
cheerfully puts its shoulder to the 
wheel cooperating in order to make 
it bigger and better for the benefit 
of the entire hardware industry. 
All hardware merchants, whether 


or not affiliated with the associations 
which comprise the National body, 
are invited to participate and all 
may obtain at the nominal cost price 
of $2.75 a National Hardware Week 
display kit which contains 212 pieces 
—window streamers, price cards, 
price tickets, double pennants for 
interior display, etc. These various 
pieces, their sizes and the quantity 
of each are illustrated and described 
on the opposite page. The official 
colors are red and blue on white and 
these display kits are so designed. 
Dealers are urged to follow through 
with this color scheme in any indi- 
vidual color displays they may de- 
velop. 

The display kits may be obtained 
from any of the state secretaries or 
through any wholesaler who in turn 
will obtain his shipments through 
the nearest secretary. However, a 





Manufacturer-Wholesaler Resolution 
Supports National Hardware Week 


“RESOLVED: That we, the members of the Ameri- 
can Hardware Manufacturers’ Association and the 
National Wholesaler Hardware Association in joint 


session this 19th day of October, 


1938, endorse 


National Hardware Week and suggest to our mem- 
bers that they cooperate in every possible man- 
ner, so that the consuming public may become 
fully aware of the many advantages of purchas- 


ing from the 


independent 


hardware retailer.” 


—passed at Atlantic City, N. J. 








dealer should not order kits from 
both sources, for that will bring 
about needless confusion. A list of 
the secretaries of the state and sec- 
tional associations comprising the 
N.R.H.A., together with their ad- 
dresses, is given elsewhere in this 
story. 

In addition to this official display 
kit, many manufacturers and whole- 
salers are planning special displays 
and display helps and, in some cases, 
special merchandise that can be fea- 
tured during the campaign week. 

No specific merchandise sugges- 
tions are being made by the associ- 
ation this year, although that prac- 
tice was followed in 1938. Another 
angle is that there is less emphasis, 
from the same source, on strictly 
price goods or what might be termed 
“loss leaders.” The decision to offer 
special goods, with or without spe- 
cial prices, rests with the individual 
manufacturers and wholesalers. 

The whole thought behind Na- 
tional Hardware Week is aptly ex- 
pressed in its slogans “to make the 
consumers more hardware store 
conscious” and “check the hardware 
store for variety and value.” They 
sum up the basic idea of the event. 

As many wholesalers have regular 
monthly merchandising programs 
for their dealer-customers, including 
special display and advertising ma- 
terials, there may be conflict, as 
there was last year, with more than 
one set or type of National Hard- 
ware Week display presentations. 
The sponsors believe that uniformity 
of display treatment and style will 
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greatly enhance the value of this 


’ promotion and urge that the official 


color scheme and display kits be 
used, and that any individual display 
ideas be supplementary to it. 

This year there is also more at- 
tention paid to major appliances 
and other items which command a 
higher unit of sale. In fact, it is 
felt that there should be no limit to 
the variety or price range of goods 
promoted during this campaign. 

As in all cooperative ventures, a 
participant will obtain returns pro- 
portionate to his aggressiveness in 
taking full advantage of the general 
campaign to increase customer traf- 
fic in hardware stores so that con- 
sumers will be sufficiently impressed 
with the variety and utility of mer- 
chandise carried and thus cultivate 
the habit of buying in hardware 
stores. 





National Hardware Week is the 
outgrowth of an idea originally pre- 
sented by Jos. V. Guilfoyle, manag- 
ing-director, Southern California 
Retail Hardware Association, and, 
in principle, by him “sold” to the 
N.R.H.A. Congress in Los Angeles, 
Cal., in 1937. 

As part of its cooperation in help- 
ing to promote National Hardware 
Week, Harpware AGE has written 





all manufacturers and wholesalers 
in the hardware field and has invited 
these firms to tell our readers just 
what they plan for this promotion 
event. Many have replied, and those 
who have not done so are again in- 
vited to send in their plans and 
ideas, which can be used in our next 
article on this subject. Brief ac- 
counts of the plans offered by some 
of these manufacturers and whole- 
salers follow: 


Here’s What Some of the Manufacturers Are 
Doing on National Hardware Week! 


E. C. Atkins and Company, In- 
dianapolis, Ind., is cooperating in 
promoting National Hardware Week 
by offering a deal of exceptional 
value—three 26 in. ship-point saws 


with a merchandiser adaptable and 
suitable for either counter or win- 
dow display. They have been de- 
signed and named “Monument No. 1, 
2 and 3” and a picture of Indian- 


NS 


‘ Helton 





There are 212 pieces in the 1939 display kit for National Hardware Week prepared by the Na- 
tional Retail Hardware Association and available to all interested hardware dealers, whether 
members of the association or not, as National Hardware Week for 1939 is an industry-wide 
project to help improve and increase retail hardware store sales. At the nominal cost price 
of $2.75, this display kit may be obtained through your wholesaler or through the nearest 
affiliated retail hardware association secretary (see list of secretaries on page 68). The 
display kit includes: 50 price tickets, 314 by 2% in., the same design as No. 1 and No. 2; 100 
price cards, 514 by 7 in. as shown in No. 2; eight display cards like No. 2; two window streamers, 
12 by 50 in., like No. 4; two left hand and two right hand pennants like No. 5 and No. 6; 40 
double pennants, 13% by 25 in., like No. 7, and eight interior banners, 19 by 2634 in., like No. 3. 
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apolis’ nationally famous monument 
is etched on each saw. Illustrations 
of these two helps are given else- 
where in this article. 

These saws have been specially 
designed and priced for National 
Hardware Week. The three repre- 
sent actual values of $1.75; $2.50 
and $3.50, but can be sold for $1.50; 
$2.00 and $2.50 and still allow the 
dealer his usual profit. 

In addition, they are also offering 
an assortment of six quality saws 
at popular prices, together with a 
new display rack which is likewise 
suitable for window or counter dis- 
play. The display is printed in com- 
limentary colors and offers strong 
eye-appeal. 

Millers Falls Co., Greenfield. 
Mass., have a special display and 
are urging that quality merchandise 
be stressed that National Hardware 
Week does not become merely Na- 
tional Hardware Bargain Week. 
Toward this end this company 
States: 

“With activity for the present 
year decidedly on the upgrade and 
with purchasing power increasing, 
we think what should be stressed 
in connection with National Hard- 
ware Week is quality tools, not 
bargain tools. With this thought 
in mind, we are offering a display 
of Permaloid screw divers, which 
we believe is the finest line of its 
kind on the market. The blades 
are chrome vanadium steel, tem- 
pered their entire length, beauti- 
fully finished and everlastingly set 
in bright red transparent Perma- 
loid handles. The prices on these 
screw drivers are higher than 
wood handles, of course, but they 
are a tremendous value neverthe- 
less, and more and more mechan- 
ics are buying them for their 
obvious saving over a period of 
time. The front panel is a satiny 
gold with the lettering — silk 
screened in red and black.” An 
illustration of this special display 
is shown elsewhere with this ar- 
ticle. 

Glass Coffee Brewer Corp., Chi- 
cago, Ill, has prepared a special 
display of Cory Glass Coffee Brew- 
ers, each equipped with two filters- 
the “Fats-Flo” filter and the “Cory 
Glass Filter Rod.” This display is 
tied in with the company’s “Special 
Quick-Moving Deals” announced as 
a well-balanced dealer assortment 
which is completely illustrated else- 
where in this article and so iden- 
tified. 

Hanson Scale Co., Chicago. IIl.. 
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National Hardware Week Display Kits 
Available From Your Wholesaler 
or From the Nearest Secretary 


Kits are available to both non-members and 
members of the associations comprising the 
National Retail Hardware Association whose 
secretaries and addresses are as follows: 


Retail Hardware Association of Alabama: J. H. Crowe, 410 North 
21st St., Birmingham 

Arkansas Retail Hardware Association: George L. Turner, 322 East 
Markham $&t., Little Rock 

California Retail Hardware Association: LeRoy Smith, Room 237, 
417 Market St., San Francisco 

Southern California Retail Hardware Association: J. V. Guilfoyle, 
1126 Rives Strong Bldg., Los Angeles 

The Hardware Association of the Carolinas: A. R. Craig, 407-11 
Commercial Bank Bldg., Charlotte, North Carolina 

Connecticut Hardware Association: Charles F. Freeman, Branford 

Florida Retail Hardware and Implement Association: Chas. A. 
Campbell, 842 Central Avenue, St. Petersburg 

Illinois Retail Hardware Association: C. G. Gilbert, 1155 Merchan- 
dise Mart, Chicago 

Indiana Retail Hardware Association: G. F. Sheely, Indianapolis 

Intermountain Hardware and Implement Dealers’ Association: E. 
Bell, 211 South Ninth St., Boise, Idaho 

Iowa Retail Hardware Association: Philip R. Jacobson, Mason City 

Kentucky Hardware and Implement Association: J. M. Stone, 1009 
Seelbach Hotel, Louisville 

Louisiana Retail Hardware and Implement Association: David O. 
Mansfield, Alexandria 

Michigan Retail Hardware Association: H. A. Daschner, 1112 Olds 
Tower Bldg., Lansing 

Minnesota Retail Hardware Association: C. J. Christopher, Nicollet 
at 24th St., Minneapolis 

Mississippi Retail Hardware and Implement Association: David O. 
Mansfield, P. O. Box 1696, Jackson 

Missouri Retail Hardware Association: Peyton C. Clark, 2861 Gra- 
vois Ave., St. Louis 

Montana Implement and Hardware Association: M. P. Trenne, Box 
1005, Helena 

Mountain States Hardware and Implement Association: John T. 
Bartlett, 637 Pine St., Boulder, Colorado 

Nebraska Retail Hardware Association: Edward C. Hermanson, 325 
Insurance Bldg., Lincoln 

New England Hardware Dealers’ Association: George G. Hoy, 140 
Federal St., Boston 

New York State Retail Hardware Association: John B. Foley, 510 
Hills Bldg., Syracuse 

North Coast Hardware and Implement Association: Theodore S. 
Coy, Olympic Hotel, Seattle, Washington 

North Dakota Retail Hardware Association: Miss Louise J. Thomp- 
son, 21 Clifford Bldg., Grand Forks 

Ohio Hardware Association: John B. Conklin, 175 South High St., 
Columbus 

Oklahoma Hardware and Implement Association: Charles F. Nelson, 
301 Key Bldg., Oklahoma City 

Pacific Northwest Hardware and Implement Association: Dale 
Strong, 523 Realty Bldg., Spokane, Washington 

Panhandle Hardware and Implement Association: C. L. Thompson, 
Canyon, Texas 

Pennsylvania and Atlantic Seaboard Hardware Association: W. 
Glenn Pearce, Elverson Bldg., 400 N. Broad St., Philadelphia 

South Dakota Retail Hardware Association: C. J. Christopher, 
Nicollet at 24th St., Minneapolis, Minnesota 

Tennessee Retail Hardware Association: R. W. Lietzau, Andrew 
Jackson Hotel, Nashville 

Texas Hardware and Implement Association: Dan Scoates, College 
Station 

Virginia Retail Hardware Association: R. A. Frayser, Secretary; 
Harris Mitchell, Managing Director, 17 North Sixth Street, 
Richmond 

— Retail Hardware Association: H. B. Clower, Oak 

i 

Wisconsin Retail Hardware Association: H. A. Lewis, Executive 

Secretary, Stevens Point 
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is Display this handsome set prominently and let its eye- 
. ° ° ° one, ° ° 
catching brightness and obvious utility bring you quick 
y easy profits! 
9 , wll Set consists of genuine Maryland Chicken Fryer 
). Y (nee i equipped with sparkling chrome self-basting dome 
' cover with heat-resistant composition knob and cool, 
s —_ $ non-twisting. ebonized wood handle: four modified 
t square egg poachers which fit snugly into pierced rack. 


Each poacher has a small finger-tip handle. The deep, 
. chicken fryer base is ideally suited for deep fat, open 
or covered frying. The dainty egg poachers of 
| = sparkling chrome are just right for jelly cups, frozen 
. e-- / desserts, etc. Ingenious square shape makes eggs “fit” 
b, es the toast without messy edges. 
Thousands of enthusiastic users of Speedy-Clean 
chrome utensils will hurry to buy this latest addition 
0 to that famous line. Rush your trial order today .. . 
display them! Get your share of new, easy profits! 


0 , ; ; . ” 
Delay may be costly . . . cash in while the item is “hot! 

] ¥ ae r } 7” , 

r New EncLanp Housewares SHOW 


Room 442, ParKer HouseE—FeEs. 20TH To 24TH 


‘ Send today for your copy 

of Speedy - Clean and 
Brown Betty Chrome 
Utensil catalog, including 
latest additions! FREE! 


3 EAST STREET ¢ FREDERICK, MD. 
NEW YORK SHOWROOM « 225 FIFTH AVE 
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is offering a special No. 778 bath- 
room scale to retail at $4.98. It will 
be furnished in four colors; ivory. 
green, white and black with chrome 
trim. and is available through whole 


"BPERMALBID HANDLES 


CHROME VANADIUM 
STEEL BLADES 


MILLERS PALES COMPA 











The special display of Millers 
Falls Company, Greenfield, Mass., 
for National Hardware Week. 


salers only. An illustration of this 
scale is also shown with this article. 

Gulf Oil Corp., Pittsburgh, Pa.. 
has developed a_ special display 
stand, illustrated with this article, 
on another page and offers this ex- 
planation of its plans: 

“In cooperation with National 
Hardware Week the makers of 
Gulfspray Insect Killer are fea- 
turing Gulfspray for moth damage 
prevention in their advertising and 
merchandise plans. One impor- 
tant feature is a colorful and 
convenient store - floor display 
stand which will be furnished 
free to dealers with their orders 
for Gulfspray. This attractive and 
ingenious display saves floor and 
shelf space, and keeps the product 
out in front where shoppers can 
see it, handle it, and buy it. Com- 
ing in the midst of the spring 
house cleaning season, when 
housewives are putting away their 
winter clothes and woolens for the 
summer, National Hardware Week 
presents an ideal opportunity to 
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The National Hardware Week special saws and display stand offered by E. C. Atkins & Co., Indianapolis, Ind. 


cash in on the popular demand 

for Gulfspray for moth damage 

prevention.” 

Henry Disston & Sons, Inc., Phila- 
delphia, Pa., is offering the Disston- 
made Great American Special hand- 
saw to the hardware trade, to sell 
for $2.19. National Hardware Week 
is the occasion for this offer. 

Saws are individually packed in 
sturdy metal-edge boxes, and sold 
three in a carton to hardware deal 
ers. One box includes an easel back 
and bright display card printed in 
the National Hardware Week colors. 
The saw is wrapped in Cellophane 
for protection while on display in 
hardware stores. The 26-in. size only 
is available. Handle is of cherry 
wood, with Disston weatherproof fin- 
ish. Five nickel-plated screws hold 
the lightweight, 8-point, straight 
back blade. This saw has Disston 
full taper grinding for long life and 
ease in cutting. The three saws sell 
over the counter for $6.57; cost the 
dealer $3.94. 

Luther Grinder & Tool Co., Fond 
Du Lac, Wis., will feature a special 
assortment of grinders’ through 
wholesalers. This company very en- 
thusiastically believes —_— National 
Hardware Week for 1939 will “go 
over bigger than last year due to 
the good results that many whole- 
salers and dealers enjoyed last year.” 
Special display literature is avail- 
able from this company. 


Master Lock Co., Milwaukee, 
Wis., will again sponsor a_ wide- 
spread radio broadcast program in 
the interest of National Hardware 
Week, of which the company makes 
the following announcement: 





Hanson Scale Co., Chicago, 
Ill., is offering this No. 778 
bathroom scale for the week. 


“Master Lock Company will again 
use a nation-wide radio broadcast 
to remind consumers from coast to 
coast regarding the importance of 
the home-owned hardware store in 
the community. 

“Last year’s Master Lock pro- 
gram, which was conducted along 
similar lines, was one of the prin- 


cipal efforts te give Hardware 





Henry Disston & Sons, Inc., Philadelphia, Pa., offers this saw. 
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@ Measure these Completely New Deep Well tomers, AND bigger and better PUMP SALES and 
Pumps by ANY standard — PERFORMANCE .. . DE- PROFIT for YOU. @ Get ALL the facts about these 
SIGN .. WEIGHT . . SIMPLICITY . . ENGINEERING . . NEW Deep Well Pumps today — now, before you 
PRICE — they offer unmatched value for YOUR cus- forget it — write for franchise details, and remember 


He Profits Most Who Sells Running Water First 
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EMPIRE 
PLIERS 


Qvality Tools ot Moderate 
VIER ORS FORCE & TOOL CORP UTICA. Nn # 





Utica Drop Forge & Tool Corp., 
Utica, Y., features Empire 
pliers and a free display panel. 


Week a truly national significance. 
It told the radio audience, ‘Na- 
tional Hardware Week is a re- 
minder that your independent 
hardware merchant always sells 
quality hardware reasonably. His 
neighborly interest in your local.- 
ity, his fair dealing, dependable 
products and expert advice de- 
serve your patronage. He sells 
reliable merchandise at prices that 
save you money.’ 

“One hundred radio stations will 
be used this year to tell the nation 
to patronize the home-owned hard. 
ware store, and to help give co- 
ordination to all the various ac- 
tivities of National Hardware 
Week. The broadcast is designed. 
not to sell padlocks, but to sell 
each community on the good ser- 
vice and good values which the 
independent hardware dealer gives 
the year around.” 

Wickwire Brothers, Cortland. 
N. Y., is making a special offer to 
the jobbing trade for National Hard 
ware Week consisting of a 9 by 3% 
in. attractive black and yellow box 
containing nails and brads from %4 
in. to 24% in. The box has 10 indi- 
vidual compartments with a nail or 
brad for every purpose. The package 
is for house use and weighs 11% Ibs. 
The firm is offering the jobbing 
trade this special item in cases con- 
taining 25 boxes. Each case weighs 
33 Ibs. net, 40 Ibs. gross. Each box 
will retail at 25 cents and will be 
marked with special National Hard- 
ware Week stickers. It leaves an 
attractive margin for both retailer 
and jobber. 
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North Bros. Mig. Co., Philadel- 
phia, Pa., will provide a_ special 
Yankee tool offer and special Yan- 
kee tool display helps for which 
details will be available later. 

Eagle Mfg. Co., Wellsburg. 
W. Va.. makes the following an- 
nouncement: 

“We have selected four popular 
selling items from our line and 
we are packing these in a deal. 
Three of the items selected are 
packed in very attractive display 
packages and with the deal we 
will pack retail price cards show- 
ing the special prices for National 
Hardware Week. 

“We have ready for distribution 
to our jobbers, catalog page- 
and we believe we have incor- 
porated in our copy on the catalog 
page all of the necessary infor- 
mation to enable jobbers’ sales- 
men to sell dealers on the idea. In 


Wickwire Brothers of Cortland, 
N. Y., offer this special house- 
hold box of nails and_ brads. 


the March and April issues of the 
various hardware journals we will 
feature this National Hardware 


Week deal in our ads.” 


The Utica Drop Forge & Tool 
Corp., Utica, N. Y.. is featuring 
Empire pliers mounted on a hand 
some display panel which is free 

Remington Arms Co., Inc.. Bridge 














Gulf Oil Corp., Pittsburgh, Pa., 
will offer Gulfspray through- 
out National Hardware Week. 


port, Conn., pledges wholehearted 
support to this campaign and will 
publicize National Hardware Week 
in all of its advertising. 

American Thermos Bottle Co., 
Norwich, Conn., will participate with 
display helps and promotion on its 
line of Thermos bottles which will 
enable dealers to use this product 
in their celebration of this event. 

Corbin Cabinet Lock Co., New 
Britain. Conn.. reports: 

“We have two special locks that 
we plan to promote in connection 
with the National Hardware Week 
idea. With these two padlocks, 
and an order of one-half dozen or 
more, we shall furnish, no charge. 
an attractive display board on 
which the hardware dealer can 
mount these padlocks. For this 
week we plan to interest our sales- 


(Continued on page 126) 
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Special display for the week by Glass Coffee Brewer Corp., Chicago. 
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Be MODERN with NESCO... The Campaign Theme 


The most important news in years 
for kerosene stove and range dealers 
was the endorsement of the new 
1939 NESCO line by many of Ameri- 
ca’s leading distributors, who were 
present at the recent preview. 


"The greatest line of kerosene stoves 
and ranges NESCO ever produced,” 
— was their candid opinion. 
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You, too, will agree that NESCO is 
years ahead in styling. You'll also 
find all the tested and proved NESCO 
construction features. 1939 improve- 
ments will add conviction to your 
sales talk. 


Don't place commitments until you've 
heard the complete 1939 story — 
Buy Safe — Be Modern with NESCO. 
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NATIONAL ENAMELING AND STAMPING COMPANY 


Executive Offices: 456 N. TWELFTH STREET, MILWAUKEE, WISCONSIN 
Factories and Branches: MILWAUKEE—CHICAGO—NEW YORK—BALTIMORE—PHILADELPHIA—GRANITE CITY, ILLINOIS—SAN FRANCISCO—DALLAS 
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Kentucky Dealers Look 
for Business 





New officers and board members, left to right, standing: G. E. Jones, 


board member; A. B. Lander, second vice-president ; 


Wm. Engle, board 


member; I. C. ‘Mason, retiring president. Seated: R. M. Hunter, first vice- 
president; C. C. Hulett, president, and J. M. Stone, secretary-treasurer. 


“6 ELL HARDWARE” was the 
S keynote of the thirty-ninth 
annual convention of the 
Kentucky Hardware and Implement 
Association, held Jan. 17, 18 and 
19 at the Seelbach Hotel in Louis- 
ville, Ky. Described by older mem- 
bers as one of the most enthusiastic 
gatherings in the history of the or- 
ganization, the convention drew 
more than 400 dealers and em- 
ployees. 

Chief discussion centered around 
fair trade practices, the labor situ- 
ation, business outlook, a training 
course for Kentucky hardware em- 
ployees, the effects of proper dis- 
play and lighting of merchandise, 
and customer-dealer relations. Nine 
speakers, including Kentucky’s own 
Veach C. Redd, president of the 
National Retail Hardware Associa- 
tion, appeared on the program. 
They dealt with problems of the 
industry during the year just closed 
and predicted a business upswing 
this year. 

In opening remarks, I. C. Mason, 
Adairville, retiring president, said 
business conditions were expected 


to be considerably better than they 
were during the closing months of 
1938. The 


slump last year, he 


74 


pointed out, was attributable largely 
to too much rain following an un- 
seasonal drouth. 

“The future, particularly that of 
the small rural dealers, depends on 
the welfare of the farmers,” he 
said. “The temper of Kentucky 
farmers is for improving and build 
ing, and they must spend money in 
such work. It looks now that 
Congress will ‘appropriate more 
funds for farm aid, and _ conse- 
quently the rural dealer 
benefit. 

The first speaker on the general 


should 


program was Ralph W. Carney, 
vice-president and sales manager 
of The Coleman Lamp & Stove 
Company, Wichita, Kan., who dis- 
cussed “Business Marches On.” 
Mr. Carney vigorously attacked 


“business - baiting politicians who 
interfere with the return of busi- 
ness,” and added that “work is the 
only answer to the ills that beset 
the nation.” 

“Stop the debauchery of those 
who will never work,” he said. 
“Labor should accept the same 
rules as capital . . . Coming genera- 
tions will damn our stupidity . . . 
Elect business men to Congress and 
a business man as President.” 









; Upswing 


Following Mr. Carney on the 
program was W. Maurice Baker of 
the Department of Vocational Edu- 
cation at the University of Ken- 
tucky. Mr. Baker offered courses 
in salesmanship for the State’s ap- 
proximately 50,000 employees in 
30,000 retail hardware stores, and 
said classes would be arranged in 
various localities if the association 
wanted them. 

Although no formal action was 
taken on this matter, J. M. Stone, 
Louisville, who was re-elected secre- 
tary-treasurer of the organization 
for the thirty-second consecutive 
term, said the association planned 
to take advantage of the offer, and 
would make necessary arrange- 
ments within a few weeks. 

The last speaker on the opening 
day program, Vaughn Spencer, edi- 
tor of the Kentucky Farmers’ Home 
Journal, gave suggestions on appeal 
to the customer. He said dimly- 
lighted stores should be brightened, 
thereby “lightening the customer’s 
spirit.” He said that all goods 
should be displayed in such a 
manner as to invite the customer 
to get his hands on them. 

Speaking at the second day’s 
session, T. W. McAllister, Atlanta, 
Ga., editor of Southern Hardware, 
discussed “inroads in profits of 
hardware dealers through encroach- 
ment of non-allied businesses.” In 
this connection, he appealed for 


support of “National Hardware 
Week” to “counteract such losses 
through stimulation of purchases 


from hardware stores.” 

In explaining opportunities for 
business expansion through assured 
increases in cash farm income this 
year, W. Neal Gallagher, president 
of the American Washer and Ironer 
Manufacturers’ Association, said 
that a third of the nation’s homes 
are not wired for electricity and 
that four-fifths of the farms remain 
unelectrified. “This situation,” he 
pointed out, “offers an excellent 
market for the sale of gasoline 
equipment.” 

In a talk on “Store Face Lifting.” 

(Continued on page 124) 
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h a Brilliant color — a self-selling display box — and a file 
— whose usefulness will appeal to hundreds of your custom- 


ers — it all adds up to one of the best profit-makers you've 


day’s 
anta, ever stocked! 
nate Two files in one, the Nichglson “Handy” File has a 
Ben double-cut side for general filing and a single-cut side for 
” In finishing, edge tool sharpening and the like. It is an 8” file, 
for “made to order” for use on the farm, in the home and garage. 
— The forged, brilliantly-colored handle -with convenient 
ws hang-up hole, the wide usefulness of the file itself, and the 
eye-catching display combine to assure you that these 
for new Nicholson Files will turn over rapidly at full margin. 
pod Your investment in this self-seller is low. Why not put 
‘dent one in your want book today? Nicholson File Company, 


Providence, R.I., U.S. A. Canadian Plant, Port Hope, Ontario. 
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PHILIP SIMMERER, 
head of P. Simmerer & Sons 
of Olmsted Falls, Ohio, has 
just rounded out 50 years of 
activity in the hardware busi- 
ness. Seventy-three years of 
age, he was born on August 9, 
1865, and first became identi- 
fied with hardware on Nov. 8, 
1888, when he and J. P. Peltz 
started a drug and hardware 
business under the firm name 
of Peltz & Simmerer. In 1912 
the partners separated, Mr. 
Peltz taking the drug _busi- 
ness while Mr. Simmerer con- 
centrated upon the hardware. 
Incidentally, Mr. Simmerer 
has been doing business in 
the same place for the past 50 years and, at the present 
time, three of his four sons are associated with him in 
the business. He and Mrs. Simmerer celebrated their 
golden wedding on Sept. 25, 1938. He has been extreme- 
ly active in his community and has been a village council- 
man. village treasurer, member of the Board of Public 
Affairs and treasurer of the Board of Education. In ad- 
dition to the foregoing, he has been treasurer of the Con- 


PHILIP SIMMERER 
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Hardware Age 
Fifty Year 
Club 


gregational Church and now is a board member of the 
Community Church. He wears a 40-year pin of the 
I.0.0.F. lodge. His hobbies are selling high grade mer- 
chandise, meeting old friends, playing pinochle and 
motoring about the country. 


ARCH McGREGOR, 
president and general man- 
ager of the McGregor Hard- 
ware Company of Springfield, 
Mo., celebrated his 82nd birth- 
day on August 29, 1938. He 
‘has been identified with the 
hardware business for 63 years 
and joined the company of 
which he is now the head in 
1875. The firm, which had 
been established in 1866 by 
Mr. McGregor’s father, was 
originally known by the name 
of McGregor, Noe & Keet. In 
1883 the firm was incorporated 
and changed its name to the 
Springfield Hardware Co. In 
1886 Mr. McGregor was 
elected to the office of secretary and treasurer. In 1892 
the firm name was changed to McGregor-Noe Hardware 
Co. and in 1914 Mr. McGregor was elected president and 
general manager. The present firm name was adopted 
in 1927. Mr. McGregor has no hobby other than the 
hardware business. Although he has never held any civic 
or political office he has always worked for the general 
good of his community in an unassuming way and there 
have been few in the history of Springfield who have done 
as much for the general welfare as he. 


ARCH McGREGOR 
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When buying screens— 
Buy BRONZE 










© SAFEGUARD the reputation of Bronze for enduring 
ipa sgt help you sell Bronze screen cloth of standard 
weight rather than the flimsy light-weight kind...we will 
run ads this spring in four outstanding magazines reaching 
millions of home-owners. 


















J pw pps screening lasts so long 










the Tie up with this campaign. Protect the interests of your Or peo 
the | > ‘ary, rustin 
* customers by stocking and selling full-weight bronze cloth je aot ane 
; Fags But don’t buy the light wei ' 
and —made of .0113’’ wire, and weighing 15 lbs. per 100 which is sometimes offere cr 
om 3 ey = it isn’t—each strand 

as but half the strength of wire made 







to U. S. Government standard. You 
can tell standard bronze screen cloth 
by its weight—at least 15 Ibs. per 
100 sq. ft. when woven 16 pool 
to = oy 
fe do not make screening b 

furnish Anaconda Bronze Whe = 
leading screen cloth manufacturers. 
Write for free booklet S-1. 29108 


sq. ft. in 16-mesh cloth. This is the standard set by the U.S. 
Government and Wire Screen Cloth Manufacturers’ Institute. 










Ads like this shown here will appear in these 
magazines during the screen- buying season: 


















Saturday Evening Post . . . . circulation 3,095,355 Ab CACO Y 
NR a rod, ee SS A, 8k . 2,624,632 
Better Homes & Gardens . 1,719,271 Auufowon 
American Home ....... 1,289,733 7 
‘ae. ka ee THE AME 
Total 8,728,991 General Odices: Waren Coe 















In Canada: ANACONDA 
BRASS LTD., New eee. nin 
Subsidiary of Anaconda Copper Mini BETT, 
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ONLY Standard Weight Bronze Screen Cloth 
© Lies flat—does not bulge or twist 
° Has a firm, solid “feel” —is easier to handle and 
frame 
* Is a high strength material—does not dent easily 
* Gives the long, expense-free service expected of 
bronze 
* Weighs 15 Ibs. per 100 sq. ft. in 16-mesh cloth 
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me THE AMERICAN BRASS COMPANY, General Offices: Waterbury, Connecticut 
In Canada: Anaconda American Brass Ltd., New Toronto, Ont. + Subsidiary of Anaconda Copper Mining Company 
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ADVANCES 


Red Cedar Faucets. 


DECLINES 


One Make Power Lawn Mowers. 


Ice Tongs. 
Hides. 


Power Lawn Mowers—E. C. 
Stearne & Co., Syracuse, N. Y., 
power lawn mowers, in the new 1939 
schedule, show substantial reductions 
on all models. 

_ * 7 

Red Cedar Faucets—A maker 
of red cedar faucets quotes advances 
on the regular line, but about a 74% 
per cent increase on cork-lined fau- 
cets. 

* * * 

Ice Tongs—lce 
quoted 10 per cent lower by a lead- 
ing producer. 

* * * 

Food Mills—The family size 
Foley food mill made by Foley Mfg. 
Co., Minneapolis, Minn., list price, 
formerly $1.50, is now listing at $1.00. 
The “junior” mill, listing at $1.25 
has been superseded by the “baby” 
mill listing at 75 cents. 


tongs are 


ee & © 


Ammunition Prices — Quota- 
tions on leading brands of ammuni- 
tion have been announced for the 
1939 season. Schedules are practi- 
cally unchanged from last year ex- 
cept for minor changes, and with 
the exception of the addition of a 
new western zone or territory. The 
added territory comprises the far 
western states including Montana, 
Wyoming, Colorado, Arizona, New 
Mexico and the El Paso area. 
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One Make Food Mills. 
Rubber. 


Tin. Copper. 


Commodities—Hides, rubber, 
tin and copper have shown recent 
price weakness. Lead declined 10 
cents per 100 pounds on Jan. 24. In 
the Jan. 21 week, the Associated 
Press weighted wholesale price in- 
dex of 35 commodities stood at 66.2 
per cent of the 1926 average. A year 
ago, the index was at 72.56 per cent. 
The 1938 low was 63.86 per cent. 


* * * 


Snow Goods — The long-de- 
ferred opportunity for clearing 
stocks of winter merchandise, came 
suddenly last week in the heavy 
snowfall which visited many of the 
north central and_ northeastern 
states. The first thought of snowed- 
in householders was for the tools of 
relief from the hardware store, so 
that retail and many _ wholesale 
stocks met their severest test of the 
winter. Shovels, tire chains, gloves 
and mittens, heating supplies, horse- 
shoe calks, window ventilators, and 
sleds, skis and toboggans were typi- 
cal of the thought of the people. 
Several midwestern farming sections 
gave the heavy snowfall an especial 
welcome, as a needed aid to soil 
moisture which had been deficient 
during most of the winter. 

* * * 
Winter Sports Lines — The 


late recovery in sales of outdoor win- 
ter sports accessories has brought 


these lines into better relation to the 
fine demand all season for indoor 
equipment. Each basketball season 
finds a wider spread of this sport, 
while volley ball, bowling and box- 
ing have plenty of devotees to make 
regular customers for the stores 
catering to their needs. There has 
been a large call this winter for dog 
collars, harness and leads, and the 
demand is growing for dog toys. The 
1938 football season was longer than 
usual, and the growing demand for 
white balls is notable in this sport. 
as in the indoor game. 


* + 


Spring and Summer Sports 
Early orders for warmer weather 
sports lines have been very satisfy- 
ing. Baseball shows better values 
than last year on gloves and mitts, 
with prices being slightly lower. 
Among croquet fans, the polo type 
mallet is increasingly called for. 
Croquet sets are also priced about 
in line with last season. Manufac- 
turers who produced about 800,000 
bicycles in 1938, expect to increase 
this production (and sale) to 1,000,- 
000 units this year. Nothing seems 
to stand in the way of the widening 
vogue for this healthful outdoor ac- 
tivity. 

* * * 

Industrial Production — Fig- 
ures of the Federal Reserve Board 
indicate that national industrial pro- 
duction declined seasonably in De- 
cember, and has showed little change 
in the first three weeks of January. 
The Associated Press composite in- 
dex of industrial activity declined 
in the Jan. 21 week to 90.3 per cent 
of the 1929-30 average. A week earli- 
er it was at 91.1 per cent and a year 
ago it was 72.2 per cent. 


oS #2. - = 


Outlook Favorable — Despite the 
tendency to “mark time,” in whole- 
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sale and retail trade circles, at the 
moment, few houses seem to ques- 
tion the oft-repeated assurance of re- 
liable and observing economists that 
public demand will be ahead of 
1938, at least for the first half year. 
Orders for spring and summer mer- 
chandise after a longer wait for their 
placing, are usually ahead of those 
placed last year. As the price lists 
appear—one by one—on fall lines, 
future ordering by the retailers starts 
ff promptly, and with fair showing 
of volume. The chief conservatism, 
therefore, seems confined to current 
purchases for immediate shipment. 


* * - 


Tractor Sales—The U. S. De- 
partment of Commerce reports manu- 
facturers’ sales of all types of trac- 
tors last year were 193,122 units, 
valued at $157,000,000 compared 
with 284,576 units valued at $233,- 
000,000 in 1937. Tractors sold by 
manufacturers for export in 1938, 
however, showed an increase over 
1937, both in units and in dollars. 


* * ” 


Lumber More Active—The 
National Lumber Manufacturers’ 
Association reports production in the 
first three weeks of 1939 was 33 per 
cent above that of the coresponding 
period of 1938. Shipments increased 
17 per cent and new orders 13 per 
cent. In the week ended Jan. 21, 
532 mills reported gains over the 
preceding week in output and ship- 
ments, but there was a slight falling 
off in new bookings. 


* * * 


Building Campaign — Last 
month executives of some 60 lead- 
ing firms in the building material 
and equipment field met as the Pro- 
ducers’ Council, to consider a pro- 
gram for bringing about a building 
boom during 1939. They proposed 
use of newspaper advertising and co- 
operation of their businesses with 
government agencies to step up the 
pace of building. Working in con- 
junction with the American Institute 
of Architects, the Federal Home 
Loan bank board, and the Federal 
Housing Administration, it is plan- 
ned that all would pool facilities and 
resources to expand building activ- 
ity, through advertising, publicity, 
consultation service, and mutual co- 
operation with local planners, deal- 
ers and artisans. 

. _ * 


Freight Carloadings—Traffic 
on the railroads during the week of 
Jan. 21 totaled 590,359 carloads, an 
increase of 0.6 per cent, compared 
with the preceding week, and a gain 
of 3.5 per cent over the similar week 
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of 1938. A substantial increase in 
coal movement helped the moder- 
ately better-than-seasonal gain. Mis- 
cellaneous freight shipments, how- 
ever—the major industrial classifica- 
tion—decreased against the normal 
seasonal trend. 


* * * 


Electric Output — Electricity 
production in the week ended Jan. 
21 rose to 2,289,500,000 kw. hr., 
a gain of 8.6 per cent over the 
corresponding 1938 period, and a 
shade better than during the week 
of Jan. 14. This was the best year- 
to-year gain since the week ended 
Dec. 24, and is significant of rising 
industrial activity. 


* * * 


Employment and Payrolls— 
The National Industrial Conference 
Board estimates that 44,306,000 per- 
sons were employed in the United 
States in December, a gain of 0.3 
per cent from November. As the 
employed total rose by 174,000 work- 
ers, the unemployed rolls were re- 
duced, by 77,000, to 9,952,000. The 
difference in the figures indicates 
new manpower available for employ- 
ment. Because the conference esti- 
mates include in its “unemployed” 
figures 3,398,000 workers in the 
government emergency labor force, 
the men and women at work in the 
United States equaled in December 
the number employed in 1929, when 
unemployment was almost non-ex- 
istent. The Secretary of Labor states 
that industrial employment increased 
by 200,000 persons during Decem- 
ber, and that weekly industrial pay- 
rolls increased by $4,800,000, to the 
highest level since November, 1937. 
December showed the fifth consecu- 
tive monthly gain for payrolls, and 
the sixth for empjoyment. 


* * * 


Living Costs—The cost of liv- 
ing of wage earners in the United 
States increased 0.2 per cent in De- 
cember, primarily because of an in- 
crease in the cost of food, according 
to the regular monthly survey of 
the National Industrial Conference 
Board. Rents and clothing decreased 
in cost, while coal rose slightly, and 
“sundries” were unchanged. Living 
costs in December, 1938, were 3.2 
per cent lower than in December, 
1937, and 14.5 per cent lower than 
in December, 1929, but were 19.7 
per cent higher than at the low point 
of 1933. The purchasing value of 
the dollar in December was 0.2 per 
cent lower than in November, 3.3 
per cent higher than in December, 
1937, and 17.0 per cent higher than 
in December, 1929. 


U. S. Foreign 1'rade—In a re- 
port covering 1938 the U. S. com- 
merce department said the value of 
both imports and exports fell, com- 
pared with 1937. However, the fa- 
vorable balance of trade increased 
to a billion dollars because the drop 
in imports was larger than the de- 
cline in exports. The latter decline 
was due entirely to lower prices pre- 
vailing in 1938. The physical vol- 
ume of American goods shipped to 
foreign countries was approximately 

.equal to 1937. The 1938 exports 
totaled $3,094,000, compared with 
$3,349,000 in 1937. Imports were 
$1,960,500,000 against $3,083,500,- 
000. The favorable trade balance 
resulted from larger sales of food 
products, metal, machinery, air- 
planes, and other products in de- 
mand from those countries striving 
to rearm under fear or threat of war. 
As a result of the better crops har- 
vested in this country last year, the 
United States imported less and ex- 
ported more of every agricultural 
commodity except cotton last year. 
Cotton exports dropped 24.7 per cent 
in bales, and 37.7 per cent in dol- 
lars, largely due to the curtailment 
of purchases by Japan, which pre- 
viously had been one of the largest 
consumers of American raw cotton. 


Social Calendar 


A social calendar to be used in 
publicizing church, lodge bake 
sales, etc., without a cent of cost 
to the organization, is the crux of 
the weekly advertisement of an- 
other merchant. Copy averages 
714 inches by two columns wide, 
and lists the time, place and date 
of the meetings of various organi- 
zations. Each advertisement also 
carries the month’s calendar, so 
people can refer to dates listed 
therein quickly and easily. This 
has been a fine good will builder 
for the merchant. 


Display 

A Missouri dealer makes a pra- 
tice of keeping a washing machine 
in operation in the entrance to his 
store. The cover is off, and usually 
two or three towels are being 
washed. When passing women 
stop to inspect the washing oper- 
ation, a special salesman, stationed 
just inside the door, steps out 
quickly and takes command of the 
situation. Many sales are made in 
this manner, the dealer reports. 
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lance 1939 offers greater opportunities than 
_ ‘SS ever before because of a lower price 
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First Call for Spring 
Cleaning Displays! 


MPRING is not so far away 
S although the weather may 
still be frigid in many sec- 

tions of the country. And when 
spring arrives the minds of the 
housewives throughout the nation 
will turn to house cleaning. Just 
as Nature brightens up with the 
arrival of the longer days so does 
the average home. Many new 
things will be purchased and old 
standbys will be cleaned, painted 
and refurbished. All of this means 


business for the hardware dealer. 


The wise dealer will realize the 
truth of the old maxim that to be 
forwarned is to be forearmed and 
will lay his plans for deriving 
profits from the impending period 
of house cleaning. The suggested 
window displays on these pages 
will give him ideas as to how to 
arrange his displays and entice 
some of the spring cleaning cash 
into his store. 

The window on this page is de- 
voted primarily to new items and 


stresses the importance of the 
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ya 


i: 


kitchen — the housewife’s work- 
shop. This display is of the un- 
balanced type with pedestals ris- 
ing in height from the left to the 
right. The sign in the left back- 
ground “Brighten Up the Kitch- 
en” serves to fill in the vacant 
space and also is an excellent eye- 
catcher. 

Kitchen furniture is shown on 
the plateau while smaller items 
are on the pedestals and upon the 
floor. The stove and broom closet 
tie the display together at the 
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Wind and rain and sleet and 
sand — all take a toll out of rope, 
just as they have gouged out the 
faces of these stony giants. And 
just as these giants have resisted 
for centuries, so too does Colum- 
bian Pure Manila Rope defy the 


elements. 


The tough Philippine fiber that 
goes into Columbian Pure Manila Globe Photo 














Rope is carefully selected— by our own buyers—in the most famous 
fiber-producing markets in the world. Each fiber is then lubricated and 
waterproofed. The germs of rot and decay are resisted. The fibers cannot 
swell up and grow stiff when the rope is wet. Kinking is reduced. That's why 


RED 
Columbian rope lasts so long. That's why it is so well suited to every purpose. 


BLUE 


COLUMBIAN ROPE COMPANY 
342-80 Genesee Street, Auburn, “The Cordage City,” N. Y. 


COLUMBIAN gag 


Tape Marked, Pure Manila Rope \Gazqqnmue 


every step ° 
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ends. Colors for fixtures and 
background should be those of the 
modern kitchen—blue, red, yellow 
or green while the sign in the 
background can be a deeper shade 
of any of those hues with white 
as the relieving note. 

The display on this page is de- 
voted to the various items that 
are used in the spring cleaning 
brightening-up process. Paints, 
varnishes, paint brushes, brooms, 
mops, sponges, pails, polishes and 
polishing cloths and vacuum clean- 
ers. This display is of the bal- 
anced symmetrical type with each 
half exactly balancing the other. 
The central placque in the back- 
ground shows a bird giving forth 
his song of spring with the words 
“Spring Cleaning Needs” outlined 
against a note. Silhouettes of iden- 
tical birds appear in the upper 
corners of the background. 

In the upper part of this page 
is a chart showing how the birds 
may be drawn to scale. Just rule 
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your space of the desired size into 
squares and sketch in each square 
separately as is shown on the 
chart. 

Colors for fixtures and back- 
grounds should be an easy matter 
on this display. You are trying 
to convey the idea of cleaning 
and cleanliness so why not have 
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them in spotless, immaculate white ? 
The birds, the background of the 
central placque and the edges of 
the plateaux can be in brilliant 
orange. It would be a combina- 
tion that would serve to put over 
your idea without a doubt. 

There is nothing particularly 
difficult with either of these dis- 
plays and each of them should 
serve to catch the eye and hold it. 
Once you succeed in stopping the 
pedestrians and get them to look 
and think your battle is half won. 
And within the space of not too 
many days the thoughts of many 
people, particularly housewives. 
will turn to this ever present 
springtime problem of putting the 
home in shape for the warmer 
weather. It is up to the hardware 
dealer to he ready when the time 
arrives. 

The Harpware AGE _inter- 
changeable display fixtures are 
used in each of these suggested 
window displays. 
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AGAIN...Schalk backs its faith in Better Busi- 
ness by marshalling one of the biggest ad- 
vertising and merchandising campaigns in its 
history! Again... Schalk issues a call to arms; 
but arms that happily spell peace and profit! 


We in America can thank our stars [and 
stripes] that times ARE better. People are 
earning more, wanting more, spending more. 


America’s dollars are on the march! Will 
they march into your store, or past it? 


It is only good generalship to align your 
store with a line of proved profit-producers. 
That’s why we say: stock up and hook up 
with Schalk! Order from your jobber. Then 
watch the dollars come trooping in! Schalk 
Chemical Company, Los Angeles, Chicago. 


Be 
al DOUBLE X e SAVABRUSH e CRACK FILLER « WAXOFF 
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TOOLS THAT 


STAY 


SOLD.... 







































Many factors may 
sell tools ... but 
only Quality can 
keep them sold. 
Only Quality can 
maintain contented 
customers — and 
bring them back 
Why 


jeopardize good will 


for more. 
with “second- 
choice” cutting tools, 
when a complete 
Morse stock makes 


you sure? 


Good business is 
founded on good 
business. When you 
stock Morse, you 
can say, “The Best” 


—and mean it! 








TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE STREET 
CHICAGO STORE: 570 WEST RANDOLPH STREET 
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for cabinet hardware is frequently 
specified with the finishing hard- 


ware and in many other cases it 





Fig. 13—Double 
bracket for 
wood rail. 





is made an item for separate esti- 
mate with the cabinets themselves. 
You would surely lose the job if 


(Continued from page 50) 


MYSTERY OUT OF 





Stair rail brackets, of which 
there are many, many types, must 
be furnished with the finish hard- 
ware on many occasions. Fig. 15 
illustrates one of the popular types. 
Be sure to check the specifications, 
for you may find that even this 
responsibility is divided. That is, 
the brackets for the metal rails 
may be included in another con- 
tract while the brackets for the 
wood rails are in your contract. 
Read carefully the specifications 
as to the distance each bracket 
should be placed and especially 
check the type of screw bolt or 
toggle bolt that may be required 
to fasten the bracket to the wall. 
In our next chapter we will take 
up the subject of hotel hardware. 
Hotel locks are a subject in them- 











Fig. 14—Wardrobe doors operating in unison. 


you included this hardware when 
not specified with the finish hard- 
ware, and leaving it out when it 
should be included would get the 
job to your sorrow. Standards 
and brackets are often specified 
but as these have been illustrated 
twice before in the course it should 
not be necessary to illustrate them 
again. 





Fig. 15—Stair rail bracket. 





selves. Read about the interesting 
problems they solve in the next 
installment. 


Community Display 


A western merchant cooperated 
with schools in his area by offer- 
ing space in his windows for 
handicraft objects made by pupils. 
This idea was well received, and 
so much material was submitted 
that the merchant put on a handi- 
craft show. This brought many 
new people to his store, built 
much good will for him and also 
sold more merchandise. 
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Speeify POSITIVE ACTION 
Hardware for Sehool Safety 
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| cred : MODERN BATTLE CREEK SCHOOL MADE SAFER 

equire Reg. U. S. Paten! Office For positive action, Reading Screwless Spindles were specified as 

1e wall. trim for the W. K. Kellogg Civic Auditorium and Junior High School 

vill take at Battle Creek, Michigan—Albert Kahn, Inc., Architect. 

rdware. 

n them- 
You can’t afford to gamble with children’s lives. It’s important to check every 
item of school trim for positive action under panic conditions. 
Take, for example, the illustrated screwless Reading spindle-—it will always 
work. Notice the slotted knob shank and the corresponding heavy bronze lugs 
on the spindle collar. A protective sleeve draws them into intimate contact for 
snug fit to the door and sure action. Accurately fitted square spindle hole 
assures non-slip knob action without the use of set screws. The outside knob 
is permanently pinned to the spindle. Curious children, rough usage, long wear 
are equally ineffective in loosening the assembly. With this patented Reading 
feature, there is no possibility of operating failure when blind fear rules reason. 
Other important items engineered by Reading for greater safety in school hard- 
ware are Reading emergency exit devices, Reading exit bolts, and Reading 

eresting guard latched mortise knob locks. 

he next 
You can feel safe in recommending this line of school hardware and you will 
find competition easier to meet. Ask a Reading Hardware Engineer to show 

lay you samples. 
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STATE WAGE-HOUR LAWS OBJECTIVE 
OF DEPARTMENT OF LABOR OFFICIALS 


(Washington Bureau 
of HARDWARE AGE) 


The new wage-hour division of | 


the Department of Labor, enter- 


ing its fourth month of operation | 


under the Fair Labor Standards 
Act, has been represented as 
working toward two primary ob- 
jectives—broadening of the wage- 
hour control by supplemental 
state legislation and simplifica- 
tion of the existing Federal 
wage-hour law. 

Administrator Elmer F. An- 
drews, of the wage-hour division, 
recently told the Council of State 
Governments, assembled in 
Washington, that the reforms 
contemplated by the wage-hour 
law will not be complete until 
protection is afforded the work- 
ers in intrastate industry. This 
action, which is in line with the 
policy adopted by the Adminis- 
tration ever since the wage-hour 
law was put on the statute books, 
is expected to go far in encour- 
aging state legislatures to pass 
dovetailing legislation. 

A great deal of spade-work is 
understood to have already been 
done in this direction, and at sev- 
eral conferences attended by 
both Federal and state labor de- 
partment representatives, the re- 
tail trade was the special object 
of their ‘attentions when broader 
coverage was up for considera- 
tion. The Fair Labor Standards 
Act has been advanced as a 
guide far states to follow, and 
wage-hour bills patterned closely 
after the model draft have been 
introduced in new legislative ses- 
sions in California, Colorado, 
Indiana,‘ Missouri, New Mexico, 
Ohio, Wisconsin and Wyoming. 

One of the barriers to improve- 
ment of labor conditions state by 
state, the administrator said, has 
been “the fear of endowing un- 
regulated enterprise with com- 
mercial advantages.” He ad- 
vanced the suggestion that 
grants-in-aid to the states to im- 
prove their labor departments be 
instituted by the Federal Govern- 
ment to make them “better able 


| designed to avoid over-centraliza- 
| tion of Government by insisting 
upon a division of Federal-state 
control and at the same time pro- 
vide “for the effective regulation 
of interdependent problems by 
| a skillful blending of authority.” 
| As for simplifying the Fair 
| Labor Standards Act, Mr. An- 
|:drews recommended to a Con- 
| gressional committee that several 
‘provisions of the law should be 
made more specific. For exam- 
ple, he suggested that both the 
wage-hour division and business 
would be better off if after viola- 
tions were uncovered individuals 
acting on advice from Govern- 
ment counsel could “be relieved 
from any retroactive action in 
any court in the way of award- 
ing back wages.” He referred 
specifically to that provision of 
the law prescribing penalties, 
which in most cases are retroac- 
tive, for employers found violat- 
ing the law. His legal division, 
he recalled, is called upon fre- 
quently to define general terms 
which Congress could and should 
make more specific. 

The administrator said that 


employers can be advised by the 
division on some questions under 
the existing law but that there 
is always the possibility “that 
the courts might overrule us.” He 
proposed that Congress clarify 
the law without deviating from 
the established principles ex- 
pressed in its provisions. 

Mr. Andrews told Congress in 
the wage-hour division’s first an- 
nual report to Congress that 300,- 


000 workers have already been | 


affected by the law’s minimum 





wage provisions and that 250,000 | 


additional workers will enjoy pay 


increases when the 30 cent mini- | 
mum rate goes into effect next | 
October 24. The number of | 
workers whose work week has | 
been shortened by the 44-hour | 


week prescribed or who have | 


been getting time and one-half | 


for overtime is estimated at l,- | 


384,000. 

Industry committees, whose 
job is to recommend wages above 
the minimum rate fixed by the 
act, will total 18 by June 30, the 
administrator estimated. Three 


| 
| 
| 


committees had been named by , 
| has had supervision of the de- 


| velopment division of the com- 
| pany for the past five years, 


| January 15. 








KNIGHT & WALL CO. 
PROMOTES HENDRY 


Alfred F. Hendry has been ap- 
pointed assistant manager of 


to participate in the increasingly | 
complex and important task of | 


administering labor legislation.” 
His announced plan would be 
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ALFRED F. HENDRY 


| assistant 


| Knight & Wall Co., wholesale and 


retail hardware firm of Tampa, 
Fla. Mr. Hendry has been as- 
sociated with the company for 
approximately 20 years, having 


| has expanded rapidly. 


HEISE IS GEN. MANAGER 
FOR WM. SCHOLLHORN CO. 


Arthur R. Heise has been ap- 
pointed general manager for The 
William Schollhorn Co., New 
Haven, Conn. For several years 
he was chief engineer. In that 


A. R. HEISE 


capacity he has been successful 
in developing special pliers and 


a wide 


He 


plier-action tools for 
variety of industrial uses. 


during which time the division 
In this 


' capacity, Mr. Heise has been as- 


started with the organization as | 


an order clerk, and working his 


way through the various depart- | 


ments. For the past eight or 10 


| years, he was one of Knight & 


Wall’s star salesmen. 


JOHN H. TOWNE ELECTED 
TO YALE & TOWNE BOARD 


John H. Towne has _ been 


| elected to the board of directors 


of The Yale & Towne Mfg. Co., 


| 405 Lexington Ave., New York 


City. He succeeds Walter C. Al- 
len, resigned. 

Fred Dunning, treasurer and 
secretary has been 
elected secretary succeeding Mr. 
Towne. Mr. Dunning will be sec- 


| retary in addition to his position 
| as treasurer. 





sociated with the sales depart- 
ment, which has given him prac- 
tical experience in sales as well 
as in production. 

Closely associated with Mr. 


| Heise is Herbert Meinsen, who 


has complete charge of produc- 
tion of the plier action tools 
made by the company. Harry 


| Ziegler, associated with the com- 
| pany for many years, will, in ad- 
| dition to his duties as purchasing 


agent, assist in the development 
of sales, especially in connection 
with contract work. 


H. A. PAYEUR WITH 
CLOVER MFG. CO. 


H. A. Payeur has become asso- 
ciated with the Clover Mfg. Co., 
Norwalk, Conn., as traveling rep- 
resentative in New York, Penn- 
sylvania, Ohio, and West Vir- 
ginia. 
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BELCHER & LOOMIS LIQUIDATES 
AFTER 113 YEARS IN BUSINESS 


Liquidation of the Belcher and 
Loomis Hardware Co., Provi- 
dence, R. I., in business there as 
a wholesale hardware firm for 113 


since Jan. 1, 1928, is not con- 
cerned in the liquidation of the 
Belcher and Loomis Hardware 
Co. and will continue as hereto- 
fore.” 

The hardware company was or- 
ganized in 1826 by Joseph Bel- 
cher. In 1859 the name was 
changed to Belcher Bros., Joseph 
Belcher taking in his three sons, 
Leander, Newell and Joseph H. 
Another change in name took 
place in 1882 when Belcher Bros. 
and Co., was decided upon. Three 
years later Edward A. Loomis 
was admitted to partnership and 
two years later he was made 
president when the Belcher and 
Loomis Hardware Co. was in- 
corporated. He remained as 
president of the firm until his 
death in 1912. The last member 
of the original firm, Leander C. 
| Belcher, died in Jan., 1936. 
| The concern carried complete 
| lines of hardware, tools, house- 
wares, toys, sporting goods, elec- 
trical merchandise, 
and factory supplies. 

Paul J. Polke, who for the past 








PAUL J. POLKE 


years, was announced recently by 
Byron S. Watson, president. Mr, 
Watson stated that the decision 
was a “voluntary action on the 
part of the stockholders who 
have recognized the difficulty of 
continuing in business on a 
profitable basis because of the 
generally depressed business con- 
ditions.” 

The company employs 110 per- 
sons, nine of whom, all salesmen, 
have become associated with the | 
Supplee-Biddle Hardware Co., of 
Philadelphia. 

A statement from officials of | 
Belcher & Loomis says: 

“At a recent meeting of the 
stockholders of this company, it | was reelected president of the 
was voted to discontinue the ac- | Electrical and Gas Association of 
tive operations of the company to| New York, Inc., at its annual 
proceed to effect a liquidation of | meeting held at its Institute head- 
the business. | quarters in Grand Central Pal- 

“Special arrangements have | ace, January 18. 
been made with the Supplee- | Other officers elected by the 


and general manager, will con- 
tinue with the business to work 
out and supervise the details of 
liquidation. Beyond the comple- 
tion of that phase of the work to 
be done, Mr. Polke has not made 
any plans for the future. 





BUSH AGAIN HEADS GAS 
AND ELECTRICAL ASSN. 


A Lincoln Bush, president of 


Biddle Hardware Co., of Philadel- | association were: E. F. Jeffe, | 


phia, Pa., to continue servicing | vice-president, Consolidated Edi- 
from the Philadelphia warehouse | son Company of New York, Inc., 
the retail hardware customers of | first vice-president; J. H. Mc- 
the Belcher and Loomis Hard- | Kenna, eastern sales manager, A. 
ware Co. | J. Lindemann & Hoverson Com- 

“The Belcher and _ Loomis | pany, second vice-president; Hugh 
Realty Co., which owns the prop- | Cuthrell, vice-president, The 
erty at 130 West Exchange St.,| Brooklyn Union Gas Company, 
where the Belcher and Loomis | third vice-president; David S. 


Hardware Co. has been located | Youngholm, vice-president, West- 


1939 





automotive | 


four years has been vice-president | 


Belmont Electric Company, Inc., | 


turing Company, fourth 
president; P. Schuyler 


S.J. 


Inc., treasurer; 


Corporation, secretary; 


assistant secretary. 


NEW YORK GIFT SHOW 
FEB. 20-24 


The New York Gift Show, 
sponsored by The National Gift 
and Art Assn., Inc., will be held 
Feb. 20 to 24, 1939, at the Hotel 
Pennsylvania, New York City. 





inghouse Electric and Manufac- | 
vice- 
Van 
Bloem, president, Viking Lights, 
O’Brien, | 
president, S. J. O’Brien Sales 
gE. ¢. 
Calahan, district manager, Gen- 
eral Electric Supply Corporation, | 


RAUGH MANAGES SALES 
FOR GEN. REFRACTORIES 


James P. Raugh has been ap- 
| pointed general sales manager for 
the General Refractories Co., 
1600 Real Estate Trust Bldg.. 
Philadelphia. Mr. Raugh joined 
the sales personnel of the com- 
pany’s Pittsburgh office in 1939. 
Later he became district sales 
manager of the Detroit and Cleve- 
land offices, and during the past 
| three years has been agsistan! 
general sales manager. 

Fred M. Miller has been ap- 
pointed general works manager 
of General Refractories. A. C. 
| Shape has been appointed acting 
| chief engineer to succeed Mr. 
Miller. 








| COLEMAN OPERATES UNDER FAIR TRADE CON- 


Coleman appliances, such as 
lamps, lanterns, irons, camp 
stoves, etc., are now being sold 
under Fair Trade Agreements in 
all states (43 states) which have 
Fair Trade Laws, according to 
the announcement just made by 
The Coleman Lamp and Stove 
Company, Wichita, Kansas. 
| Coleman trade paper ads re- 

cently published carry this an- 
| nouncement and Fair Trade 

Agreements have been mailed by 

the Coleman company to all 
| known Coleman dealers in states 
having Fair Trade Laws. There 

was enclosed a catalog of the 
| Coleman appliances covered, to- 





J. H. GRAHAM 


TRACT IN ALL STATES WITH FAIR TRADE LAWS 


| gether with the 1939 dealer price 
| list. 

In making the announcement 
of the company’s policy to op- 
erate under the Fair Trade Agree- 
ments, J. H. Graham, vice-presi- 
dent and general manager of the 
Coleman company, states: 

“We believe that fair price 
maintenance is a necessary funda 
mental to the success of busi- 
ness. It gives the assurance of 
necessary profits. Therefore, we 
have elected to operate our busi- 
ness on this principle and have 
entered into price maintenance 
contracts with dealers and job- 
bers in all states having Fair 
Trade Laws. 

“We earnestly desire and solicit 
the cooperation of all dealers 
and jobbers handling Coleman 
products to make effective the 
benefits of these laws and give 
the plan a fair and sufficient trial. 

“We believe it is to every deal- 
er’s interest to sell Coleman prod- 
ucts at the prices indicated. We 
feel sure that fair price mainte- 
nance is in the interest of the 
dealer, the manufacturer, and the 
public as well. 

“The public benefits from pur- 
chasing dependable well known 
products at fair, uniform prices, 
thus keeping the business on an 
even keel and assuring steady 
work to employees of factories 
wholesale houses and retail 


stores.” 








D. C. SWANDER, SECRETARY 
COLUMBIAN VISE 

Dan C. Swander, Jr., was newly 

elected secretary of the Colum- 

bian Vise & Mfg. Co. at the meet- 


rn 





DAN C. SWANDER, JR. 
ing of the board of directors on 
January 17. 
his fine work in the sales depart- 
ment of the business for the last 
four years. 

Other officers re-elected are: 
Dan C. Swander, president; H. F. 
Seymour, vice-president: and 
4. F. Munhall, treasurer 


U. S. RUBBER MAKES 
WIRE SALES CHANGES 


C. W. Higbee, manager, wire 
sales, United States Rubber Co., 
1790 Broadway, New York City, 
‘as announced changes in the ex- 
cutive personnel of the wire de- 
partment. M. P. Lewis, former 
eastern district manager of wire 
sales, has been appointed assis- 
tant manager of the wire sales 
department with headquarters in 
the company’s main office in New 
York, 

Mr. Lewis has been with the 
cumpany since 1919, starting in 
Bristol, R. 1. wire factory 
where he was employed for two 
years in the sales and service de- 
partments. In 1921 he went to 
the New York main office, where 
for a time he handled industrial 
accounts. 
placed in charge of the eastern 
district sales. 

H. H. Weber, assistant 
ager, wire sales department since 
1934, has been appointed com- 
mercial engineer of that depart- 
ment. 
the engineering divisions of the 
Rome Wire Co. and the General 
Cable Corp. 


its 


Succeeding Mr. Lewis as man- | 


ager of wire sales in the com- 
pany’s eastern district is H. J. 
MacDonald. Mr. MacDonald, 


whose new position embraces the 


Boston, Philadelphia, New York, | 


Detroit, Cleveland, 
Syracuse, 


Pittsburgh, 
Buffalo, and 


the past 18 years. He will con- 


90 


This action follows 


Two years ago he was | 


man- | 


Previously, he had been in | 


mM ¥. 
branches, has handled wire sales | 
in the New England territory for | 


tinue his headquarters at the Bos- 
ton office. 

Appointed to the post formerly 
held by Mr. MacDonald is C. W. 
Short, for the past two years de- 
velopment manager of the Bris- 
tol plant. He joined the company 
in 1922. 


ATTRACTS MORE THAN 2000 


More than 2000 hardware deal- 
ers and their sales clerks attend- 
ed the 1939 Masback Business 
Show, an annual activity of the 
Masback Hardware Co., whole- 
sale hardware distributors, Hud- 
son and Van Dam Sts., New 
York City. Shown in attractive- 
ly decorated surroundings were 
the lines of more than 70 hard- 
ware and housefurnishings man- 
ufacturers by the 
Masback company. In addition 
| there was a display of lines of- 
| fered under the Masback “Red 
| Diamond” brand. Guests came 





represented 


from as far away 
Maryland and many parts of 
| New England to attend the show. 
the 


com- 





Of particular interest to 
| visiting the 
pany’s model store display, fea- 


dealers was 


turing year ‘round stocks and the 
new model display featuring sea- 
As in pre- 
of show 


sonal merchandise. 


vious years a number 


specials were shown to the vis- 


itors. Officers, salesmen and 





- @e 


MASBACK BUSINESS SHOW | 


as Virginia, 


other members of the organiza- 
tion were on hand to welcome 
the dealers and to show them 
through the company’s recently 
enlarged quarters. 

Optimism was prevalent at the 
show and interest was particular- 
ly keen in quality merchandise. 
Buying was very active during 
the entire Business Show. 


SKILSAW, INC., PROMOTES 
WRIGHT AND HUSEBY 


Skilsaw, Inc., Chicago, IIl., has 
appointed George P. Wright as 
sales manager for the company 
and Marshall Huseby as manager 
of its Los Angeles, Calif., branch. 


Mr. Wright has been associated | 


with Skilsaw for the past 12 
years. For the past nine years 
he has been in charge of the Los 
Angeles branch. Mr. Huseby, 
who succeeds Mr. Wright in Los 
Angeles, worked in the Chicago 
industrial territory for four vears. 


FLEXROCK CO. ACQUIRES 


NEW PLANT 
The Flexrock Co., manufac- 
turer of repair and _ building 


maintenance materials, has ac- 
quired a new plant at 23rd & 


| Manning Sts., Philadelphia. This 


gives the company a new modern 


research laboratory and an extra 

| greater part of this time. 

materials | wide acquaintanceships in 
| construction industry. 


5000 square feet of proving 
ground for testing 


under plant conditions. 


| pany, 


| of the board of directors. 








THOMAS J. CARNEY HEADS 
SEARS, ROEBUCK & CO. 


Thomas J. Carney, vice-presi- 
dent in charge of operations of 


| Sears, Roebuck & Co., has been 


appointed president of the com- 
succeeding Robert  E. 
Wood, who will become chairman 
Mr. 
Wood will fill the vacancy caused 


| by the retirement of Lessing J. 
| Rosenwald, as chairman and a- 


a board member. 

Donald M. Nelson, vice-presi- 
dent in charge of merchandising. 
was named chairman of the ex- 
ecutive committee and executive 
vice-president. Julius Rosenwald. 
2d, son of the retiring chairman ; 
Theodore V. Hauser, assistant tu 
Mr. Nelson, and Gordon B. Hat- 
tersley, assistant to Mr. Carney. 
were elected directors, succeeding 
V. J. Bert and Max Adler. 


DRUCKENMILLER DIRECTS 


| PENN.-DIXIE CEMENT SALES 


Walter S. Wing, vice-president 
and director of sales, announces 
the appointment of B. W. Druck 
enmiller as general sales man- 
ager, with headquarters at 60 F 
42 Street, New York City. 

Mr. Druckenmiller started work 
in the cement industry over 25 
years ago and has been actively 
engaged in sales work for the 
He has 
the 











Past-presidents of the Los Angeles Pot and Kettle Club, who under the chuirmanship of F. F. 
Regan, officiated at the colorful ceremony of inducting the newly elected officer for 1939 into 
office are. from left to right, lower row: W.C. Hitt; G. A. Hallenscheid; E, P. Hallock; F. F. 


Regan, muster of ceremonies; J. J. Craigg; Ed Hauptman. 


Upper row, W. R. Read; L. L. 


Neblitt; Geo. P. Wilcox; Jack B. Battam, Jr.; A. G. Fischer; F. R. Hartford and W. S. McCune. 
Only two past-presidents are missing in the line-up, J. V. Guilfoyle and J. H. Pohlson. 


With the newly elected officers of the club installed at a stag at the Jonothan Club, the work: 


of “Promotion of Good Fellowship” was delegated to the following committeemen by T. M. 


Moroney, newly-elected president: 
L. L, Neblitt; program, Carl H. Hobson, W. T. Clement, Earl Meyer; sports, A. F. Wheeler, Rav 
P. Knox, Wilbur Curtis; welfare, F. C. Brose, Frank Hartford; publicity, A. H. Clark, Harry R. 
Terhune; attendance, R. H. Saxton, W. R. Read; custodian, Ed Staub; hospitality, Arthur Cole, 


membership, A. H. Howson, A. 


G. Fischer, George H. Slater. 


George Ward: parliamentarians, Jack B. Battam, Jr., W. C. Hitt; historian, V. T. Rupp. 
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National Builders’ Hardware is sold 
direct to the retail dealer—a policy 
that promotes quality, service 
and direct selling cooperation. 


STERLING 


Hardware! 


1939 National 
Catalog No.24 


is ready for 
distribution 


E have reserved for you a 

copy of this handsomely 
illustrated catalog. Its 216 pages 
are replete with illustrations and 
full information about the com- 
plete National Line of Builders’ 
Hardware. 
This popular line of hardware has 
been steadily increasing in size, 
keeping in step with the progress 
in the building trade. Dealers can 
profit by keeping well informed 
on the new designs in hardware, 
manufactured to meet the mod- 
ern requirements of today. 


As usual, the same established 
National standard of quality per- 
meates the entire line—a stand- 
ard that promotes long, efficient 
service instead of being manufac- 
tured merely to meet cheap com- 
petition. Builders everywhere 
well know that there is no sub- 
stitute for dependable hardware. 


Insist on selling genuine National 
Builders’ Hardware and remove 
the gamble from merchandising. 


Full particulars for dealer repre- 
sentation and a copy of the new 
catalog will be sent upon request. 


National Manufacturing Co. 


¢ ILLINOIS 
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D. C. SWANDER. SECRETARY 
COLUMBIAN VISE 
Dan C. Swander, Jr., was newly 


elected secretary of the Colum- 
bian Vise & Mfg. Co. at the meet- 





SWANDER, JR. 


DAN C. 


tug of the board of directors on 
January 17. This action follows 
his fine work in the sales depart- 
ment of the business for the last 
four years. 

Other officers re-elected are: 
DanC. Swander, president; H. F. 
Seymour, vice-president: and 
A. F. Munhall, treasurer. 


U. S. RUBBER MAKES 
WIRE SALES CHANGES 


C. W. Higbee, manager, wire 
sales, United States Rubber Co., 
1790 Broadway, New York City, 
has announced changes in the ex- 
ecutive personnel of the wire de- 
partment. M. P. Lewis, former 
eastern district manager of wire 
sales, has been appointed assis- 
tant manager of the wire sales 
department with headquarters in 
the company’s main office in New 
York. 

Mr. Lewis has been with the 
company since 1919, starting in 
its Bristol, R. L, wire factory 
where he was employed for two 
years in the sales and service de- 
partments. In 1921 he went to 
the New York main office, where 
for a time he handled industrial 
accounts. Two years ago he was 
placed in charge of the eastern 
district sales. 

H. H. Weber, assistant man- 
ager, wire sales department since 
1934, has been appointed com- 
mercial engineer of that depart- 
ment. Previously, he had been in 
the engineering divisions of the 


Rome Wire Co. and the General | * 


Cable Corp. 

Succeeding Mr. Lewis as man- 
ager of wire sales in the com- 
pany’s eastern district is H. J. 
MacDonald. Mr. MacDonald, 


whose new position embraces the 





Boston, Philadelphia, New York, | 
Pittsburgh, Detroit, Cleveland, | 
Buffalo, and Syracuse, N. Y., | 
branches, has handled wire sales 
in the New England territory for | 
the past 18 years. He will con- 


90 


tinue his headquarters at the Bos- 
ton office. 

Appointed to the post formerly 
held by Mr. MacDonald is C. W. 
Short, for the past two years de- 
velopment manager of the Bris- 
tol plant. He joined the company 
in 1922. 


MASBACK BUSINESS SHOW | 


ATTRACTS MORE THAN 2000 


More than 2000 hardware deal- 
ers and their sales clerks attend- 
ed the 1939 Masback Business 
Show, an annual activity of the 


| Masback Hardware Co., whole- 


sale hardware distributors, Hud- 
son and Van Dam Sts., New 
York City. Shown in attractive- 
ly decorated surroundings were 
the lines of more than 70 hard- 
ware and housefurnishings man- 
ufacturers represented by the 
Masback company. In addition 
there was a display of lines of- 
fered under the Masback “Red 
Diamond” brand. Guests came 
from as far away as Virginia, 
Maryland and many parts of 
New England to attend the show. 

Of particular interest to the 
visiting dealers was 
pany’s model store display, fea- 
turing year ‘round stocks and the 
new model display featuring sea- 
sonal merchandise. As in pre- 
vious years a number of show 


specials were shown to the vis- | 


Officers, salesmen and 


itors. 








the com- | 


other members of the .organiza- 


tion were on hand to welcome 
the dealers and to show them | 
through the company’s recently | 


enlarged quarters. 


Optimism was prevalent at the | 


show and ipterest was particular- 
ly keen in quality merchandise. 


Buying was very active during | 


the entire Business Show. 


SKILSAW, INC., PROMOTES 
WRIGHT AND HUSEBY 


Skilsaw, Inc., Chicago, [ll., has 
appointed George P. Wright as 
sales manager for the company 
and Marshall Huseby as manager 
of its Los Angeles, Calif., branch. 
Mr. Wright has been associated 
with Skilsaw for the past 12 
years. For the past nine years 
he has been in charge of the Los 
Angeles branch. Mr. Huseby, 
who succeeds Mr. Wright in Los 
Angeles, worked in the Chicago 
industrial territory for four years. 


FLEXROCK CO. ACQUIRES 


NEW PLANT 
The Flexrock Co., manufac- 
turer of repair and_ building | 


maintenance materials. has ac- 
quired a new plant at 23rd & 
Manning Sts., Philadelphia. This 
gives the company a new modern 
research laboratory and an extra 
5000 square feet of proving 
ground for testing materials 
under plant conditions. 


THOMAS J. CARNEY HEADS 
SEARS, ROEBUCK & Co. 


Thomas J. Carney, vice-presj. 
| dent in charge of operations of 
| Sears, Roebuck & Co., has been 
appointed president of the com. 
pany, succeeding Robert €E. 
Wood, who will become chairman 
of the board of directors. Mr. 
Wood will fill the vacancy caused 
by the retirement of Lessing J. 
Rosenwald, as chairman and a: 
a board member. 

Donald M. Nelson, vice-presi- 
dent in charge of merchandising. 
was named chairman of the ex 
ecutive committee and executive 
vice-president. Julius Rosenwald. 
| 2d, son of the retiring chairman 
Theodore V. Hauser, assistant tw 
Mr. Nelson, and Gordon B. Hat- 
tersley, assistant to Mr. Carney. 
were elected directors, succeeding 


V. J. Bert and Max Adler. 





| 
| DRUCKENMILLER DIRECTS 
| PENN.-DIXIE CEMENT SALES 


Walter S. Wing, vice-presidem 
| and director of sales, announces 
| the appointment of B. W. Druck:- 
! enmiller as general sales man- 
ager, with headquarters at 60 F 
| 42 Street, New York City. 

Mr. Druckenmiller started work 
in the cement industry over 25 
| years ago and has been actively 
| engaged in sales work for the 
| greater part of this time. He has 
| wide acquaintanceships in the 
construction industry. 











Past-presidents of the Los Angeles Pot and Kettle Club, who under the chuirmanship of F. F. 


Regan, officiated at the colorful ceremony of inducting the newly elected officer for 1939 into 
office ure. from left to right, lower row: W.C. Hitt; G. A. Hallenscheid; E. P. Hallock; F. F. 


Regan, master of ceremonies; J. J. Craigg; Ed Hauptman. 


Upper row, W. R. Read; L. L. 


Neblitt; Geo. P. Wilcox; Jack B. Battam, Jr.; A. G. Fischer; F. R. Hartford and W. S. McCune. 
Only two past-presidents are missing in the line-up, J. V. Guilfoyle and J. H. Pohlson. 

With the newly elected officers of the club installed at a stag at the Jonothan Club, the work 
of “Promotion of Good Fellowship” was delegated to the following committeemen by T. M. 
Moroney, newly-elected president: membership, A. H. Howson, A. G. Fischer, George H. Slater. 
L. L, Neblitt; program, Carl H. Hobson, W. T. Clement, Earl Meyer; sports, A. F. Wheeler, Rav 
P, Knox, Wilbur €urtis; welfare, F. C. Brose, Frank Hartford; publicity, A. H. Clark, Harry R. 
Terhune; attendance, R. H. Saxton, W. R. Read; custodian, Ed Staub; hospitality, Arthur Cole, 

George Ward; parliamentarians, Jack B. Battam, Jr.,W.C. Hitt; historian, V. T. Rupp. 
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National Builders’ Hardware is sold 
direct to the retail dealer—a policy 
that promotes quality, service 
and direct selling cooperation. 


STERLING 


Hardware! 


1939 National 
§ Cotalog No.24 


is ready for 
| distribution 


E have reserved for you a 

copy of this handsomely 
illustrated catalog. Its 216 pages 
are replete with illustrations and 
full information about the com- 
plete National Line of Builders’ 
Hardware. 


This popular line of hardware has 
been steadily increasing in size, 
keeping in step with the progress 
in the building trade. Dealers can 
profit by keeping well informed 
on the new designs in hardware, 
manufactured to meet the mod- 
ern requirements of today. 


As usual, the same established 
National standard of quality per- 
meates the entire line—a stand- 
ard that promotes long, efficient 
service instead of being manufac- 
tured merely to meet cheap com- 
petition. Builders everywhere 
well know that there is no sub- 
stitute for dependable hardware. 


Insist on selling genuine National 
Builders’ Hardware and remove 
the gamble from merchandising. 


Full particulars for dealer repre- 
sentation and a copy of the new 
catalog will be sent upon request. 


National Manufacturing Co. 


° ILLINOIS 
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No. 4 
RETAILS AT 
$2.00 


ROn men, | 
HIGHEST 
QUALITY 
SCREEN 
DOOR 


CLOSER 


No. 04 
RETAILS AT 
» Sy 


NORTON 


EXCELLENT 


VALUE 


SCREEN 


DOOR 


on ORS Si 


92 


SsTRO 
by the larges 
of door controll 


NORTON 


poOR CLOSERS 


NG—PRECISION BUILT 


cturer 


+ exclusive manufa 
ing devices in the w' 


orld. 





Durable long life sereen door closer | 


made with non rust tube of seamless 
brass. The bracket, spring holder and 
hinge plate are engineered from heavy 
steel stampings to prevent breaking. 
Special piston construction assures 
checking— No. 4 is packed in indi- 
vidual carton with full attachment 


instructions. 





Benefiting by the same expert work- 
manship the No. 04 carries a fine 


reputation for satisfactory service. 
The No. 04 has been simplified, re- 
quiring but two-thirds as many parts 
as model No. 4. Only the highest 
quality materials are built into Nor- 
ton Screen Door Closers, and No. 04 
also is made of seamless brass and 
comes packed in an individual carton 


with instructions. 


Consult Your Jobber or Write to 


NORTON DOOR CLOSER CO. 


Division of the Yale & Towne Mfg. Company 
2900 N. Western Ave., Chicago, Illinois 


19 CENTS OF EVERY RETAIL DOLLAR 
GOES FOR HIDDEN TAXES 


Addressing the Economic Club | must do when we go in for pump. 
of Chicago recently, President priming, and why pump-priming 
George H. Davis of the Chamber | has so little permanent effect, 
of Commerce of the United, “Taxes constitute a cost 4 
States said it is estimated that, business man cannot control. At 
for every dollar expended at re- | times, he can absorb or overcome 
tail for goods and_ services,’ by economies some taxes, but he 
19 cents of that amount is in| has to pass on all he can. He 
| hidden taxes, and included in the | knows that high taxes mean less 
| Price to the consumer. Mr. Davis ' goods produced, and less con. 
| pointed out that this does not! sumed, less work and less na. 
|include Federal and state in-| tional income. So don’t blame 
| come taxes, estate taxes, gift and , jim.” 
inheritance hymn taxes On| When the general public 
| owner-occupied homes and social | comes to realize that $120,000 a 
| security taxes paid by employees. | —. ; for G. 
| “When yes consider” al d minute 1s spent tor Government, 
| Mr. Davis, “that a farmer who | 224 that cach one now works 
puts up o now fence mey en-|*** hours and fourteen minutes 
| counter, unknowingly, 121 taxes; | - day,—in other words, from 
| that there are 126 separate taxes | ™ne o’clock in the morning until 
|on a pair of shoes; 154 on a bar | eleven-fourteen—to pay the cost 
‘of soap; 148 on a pair of over-| of Government, something is go. 
alls; and 125 on a cotton dress;ing to be done to lighten the 
_—you get a picture of what we, burden, Mr. Davis said. 











WILDLIFE WEEK IS 
MARCH 19-25 


Wildlife poster stamps this 
year are made up of 80 subjects: 
birds, including waterfowl, up- 
land game birds and _ various 
| insectivorous species; mammals, 


' fish, trees and wildflowers. Poster| MECHANICAL GOODS DIV. 
stamp originals were painted by 


eminent artists in the wildlife H. A. Everlien, sales —*, 
field. mechanical goods division, United 
F . . | States Rubber Co., 1790 Broad- 

Jay N. (Ding) Darling, presi- 


dent of the National Wildlife | “*% et = City, rs ei 
Federation, says a és | nounced the following changes: 


1939 | i 

a si ee | Frank M. Urban, formerly assis- 

stamps, “from a_ scientific and | | ant oo WT teen ene 

artistic viewpoint, this is the | eetimaiiidl re 1 Chi z b “9 

Rey aitei- - +) | Mec ales, Chicago branch, 

most distinctive offering of wild- | i tm scenes wei 

life subjects ever presented. It | emma sanahadl olen Gk 
is planned to continue each year | P si 

ith additional subj Jy. | C889: 
ee eS he lel goods division 


ing material for a growing col- | . : 
lection of North American Ani- | Baltimore branch, which has here- 


mal and plant species, portrayed | ‘fore functioned under super- 

by outstanding artists.” | vision of the Philadelphia branch, 
The first legislative achieve- | Will henceforth operate as an in- 

ment of the National Wildlife ; dependent branch, under R. F. 

Federation was the drafting and | Jackson, as manager of mechani- 

sponsoring of the Pittman-Robert- | cal sales. 

son act, returning to the states | 

for Wildlife restoration the ex- | 

cise tax funds from the sale of | 


| WESTMINSTER HARDWARE 


sporting arms and ammunition. | 
Some 30 states have Pittman- | ELECTS OFFICERS 
Hardware 


Robertson projects in operation’ The Westminster 
Co., Westminster, Md., at its re- 
cent annual meeting elected the 
following directors: James E. 
Boylan, Jr., Dr. Charles R. Foutz, 

| John E. B. Nelson, Herbert R. 

| Bixler, Snider Babylon and Lee 

| Leister. The officers elected 

| were: president, John E. B. 
Nelson; vice-president, Snider 

| Babylon; _ secretary-treasurer, 

‘Miss Gertrude Barnhart, and 
counsel, James E. Boylan, Jr. 


or being prepared. It is esti- 
mated that between three and 
four millions will be available 
annually for these projects. 





CHANGES IN U. S. RUBBER 








| The opossum, one of the scries 
| of wild-life poster stamps. 
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EDWARD K. POOR, JR. S. BLISS WELCH 


HORTON MFG. CO. MAKES 
NEW SALES APPOINTMENTS | 


The Horton Mfg. Co., Fort 
Wayne, Ind., has announced the 
following sales appointments: Ed- 
ward K. Poor, Jr., to be central 


sales manager with headquarters 
at the factory; S. Bliss Welch to 
be eastern sales manager with | 
headquarters at Harrisburg, Pa., | 
and Wallace C. Guildford to be | 
western sales manager with head- | 
quarters at Kansas City, Mo. | 

Mr. Poor will be responsible | 
for sales in the Central states, 
Canada to the Gulf. Formerly 
district manager for southern 
Ohio and Indiana, he has ac- 
quired wide selling experience 
and acquaintanceship throughout 
the trade. 

Mr. Welch, former district 
manager for Horton, located in 
Baltimore, Md., will cover the 
Seaboard states from New Eng- | 
land to the South. 

Mr. Guildford, also formerly a | 
|Horton district manager will | 
| serve the Mississippi Valley and | 
| territory west to the Pacific. 














WALLACE C. GUILDFORD 








SICKELS-LODER, INC., 


| were served during the day to the | 


ENTERTAINS DEALERS company’s guests. Sickels-Loder. | 


| 
| 
a a Inc., has occupied its present | 
sales clerks attended the mer- | Warters for the past four years. | 
chandise show and “open house” The company was recently ap- | 
celebrating the 91st anniversary pointed as a distributor, in the | 
of Sickels-Loder, Inc., wholesale | territory it covers, for the Cald- | 
hardware distributors, Sunday, | well Lawn Mower Co., Newburgh. | 
Jan. 22. The exhibit which was | N. Y. 
held at the company’s headquar- | aa 
ters in the Port Authority Com- 
merce Bldg., 76 Ninth Ave., New 
York City, featured spring mer- 
chandise as well as year “round 
lines handled by Sickels-Loder. 
Officers of the company, salesmen 
and other staff members were on 
hand te welcome the guests who 
came from New York, New Jersey 
and part of Connecticut. There 
were also representatives of 14 
manufacturers of hardware and 
housefurnishing lines, on hand. 
to show new and improved mer- | 
chandise. Buffet refreshments 


HARDWAREMEN OFFICERS | 
OF DALLAS, TEX., ASSN. 


George F. Pierce, secretary and 
treasurer of the Cullum & Boren | 
Co., Dallas, was recently honored | 
by being chosen president of the | 
Dallas Manufacturers and Whole- | 

salers Assn. O. H. Mann, general 
manager, Higginbotham - Pearl- 
stone Hardware Co., Dallas, was 
| elected a vice-president and Hugo 

W. Schoellkopf, The Schoell- | 
kopf Co. is a new director. | 





FEBRUARY 9, 1939 









THE 


Gleclrician 


AN IMPROVED 


QUICK 
BORING BIT 


FOR 


ELECTRICAL 
WIRING 


DESIGNED especially for 
wiring and general electrical 
repair service. It has a single- 
thread screw which takes a 
firm grip in all woods and 
draws the bit rapidly into bor- 
ing action. 



























































In this new model, the over- 
all length has been increased, 
to extend the reach; and extra 
turns of twist have been add- 
ed to facilitate chip clearance 
in deep holes. 


Forged of high-carbon steel, 
carefully heat treated for 
edge and strength. Comes in 
10, 11 and 12 sixteenths, and is 
known as L-101-E. Write for 
catalog describing this bit and 
the entire Russell Jennings 
line. Order from your jobber. 


You can always satisfy 
your customers with the 


GENUINE 


AuGeER BiTs 


Manufactured Only By 


THE RUSSELL JENNINGS MFG. CO. 
CHESTER, CONN., U. S. A. 
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KESTER SOLDER CO. 
IS 40 YEARS OLD 
The Kester Solder Co., Chi- 


cago, Ill., is celebrating its 40th 
birthday. On Jan. 18, 1899, a 


or at 








FRANK C. ENGELHART 


charter was issued to the Kester 
| Electric Mfg. Co. Later in 1905 
| the name was changed to the Chi- 
| cago Solder Co. and in 1929 the 
| present name was adopted. 


The concern pioneered the 


"4 | manufacture of cored solder. It 
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Westinghouse appLiaNnces 
“The kine of lea! Keoitlance 


Ba | ganization for 30 years and ved 


| now has plants in Chicago, New- 


| Canada. 
| Frank C. Engelhart, president, | 
| has been associated with the or- | 


|leadership has resulted in the} 


i | growth of the company. 


||  RANETITE CELEBRATES 


| 25TH ANNIVERSARY 


The Ranetite Mfg. Co., Inc., | 
1917 S. Broadway, St. Louis, Mo., | 
is celebrating the completion of | 
a quarter-century of manufactur- 
ing water-proofing materials. The 
company also operates as water- 
proofing contractors. 

Joseph L. Schmitt, president, 
states that “the rapid growth 6f 
the firm’s manufacturing business 
is the result of practical experi- 
ence obtained on their numerous 
jobs, which assisted them in 
formulating water-proofing prepa- 
rations to meet many particular 
requirements.” The firm operates 
a free advisory service and wel- 
| comes inquiries regarding water- 
| proofing problems. 





| POLK.DIRECTS EASTERN 
SALES FOR UTILITY FIRM 


Robert E. Polk has been ap- 
pointed eastern sales manager of 
General Gas Light Company with 
headquarters at 23 Warren Street, 
New York City, effective January 
1. For a number of years Mr. 
Polk, as general manager of 
Equitable Sales Company and 





| factory in Detroit. 


able Gas and Duquesne Light 
Co.’s, of Pittsburgh, Pa., has been 
in charge of all appliance mer. 
chandising and gas heating sales 
for those companies. 

In 1930 Mr. Polk became gen. 
eral manager of Equitable Sales 
Company, the merchandising af.- 
filiate of the Equitable Gas and 
Duquesne Light Co.’s. Prior to 
that time he served those two 
companies as industrial gas en. 
gineer, superintendent industrial 
and commercial gas sales, man- 
ager sales and service depart- 
ment, and general merchandise 
sales manager. 








CULBERT HEADS SALES 
FOR PROCTOR ELECTRIC 


Charles P. Culbert has been 
| appointed general sales manager 
| for the Proctor Electric Co., Phil- 
| adelphia, Pa., manufacturer of 
| electrical appliances. He _ will 
| make his headquarters at Phil- 
adelphia. 

Mr. Culbert has had 16 years 
| of sales executive experience with 
specialty manufacturers, includ 
| i the May Oil Burner Corp.. 
,and the Gilbert & Barker Corp. 





: | ark, N. J., and Brantford, Ont., | WILKENS MANAGES EUREKA 


| ELECTRIC RANGE DIVISION 


Fred Wardell, president of the 
Eureka Vacuum Cleaner Co., De 
troit, Mich., has announced the 
appointment of George H. Wil 
kens as manager of the company’s 
newly created electric range di- 
vision. He will make his head- 
quarters at the general office and 
The com- 
pany is making a new portable 
electric range. 

Mr. Wilkens’ experience em- 
braces electric cookery in both 
this country and in foreign coun- 
tries where he has been stationed. 
He has been closely identified 
with the merchandising, market- 
ing, advertising and design of 
home appliances. 


WARNER HARDWARE'S SEI 
CLUB ELECTS 


Warner’s Ski Club, composed 
only of employees of the Warner 
Hardware Co., Minneapolis. 
Minn., at its recent annual meet 
ing re-elected the following of 
ficers: president, T. J. Pope. 
manager, sport department; vice- 
president, Evelyn Borg, office: 
secretary-treasurer, Thelmer Nel- 
son, assistant credit manager 
and publicity manager, Martin 
Olsen, advertising department. 

Hannes Kohr, of the Tyrol 
School of Skiing, employed in 
Warner’s Ski Sport Lodge as a 
professional instructor, will teach 
the club on Friday nights. 





utilization sales manager Equit- 
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MANY HOMES NEED 
LAUNDRY EQUIPMENT 
Painting a picture of business 


expansion opportunity for Ken- 
tucky retailers, W. Neal Galla- 





Ww. NEAL GALLAGHER 


yher, president, Automatic Wash- 








er Co., Newton, Iowa, asserted | 


that replacement 
washers, installations in new 
homes and development of the 


of out-of-date | 


large farm market, would result | 


both to 
Mr. 


in substantial benefit 
housewives and to dealers. 


Gallagher, who is also president | 


of the American Washer and 
froner Mfrs. Assn., was a guest 
speaker at the recent annual con- 
vention of the Ketnucky Hard- 
ware and Implement Assn. 

Mr. Gallagher pointed out that 
despite the large adoption of 
labor-saving devices, many homes 
are greatly lacking in such con- 
veniences as home laundering 
equipment. Women are using 





13,500,000 household washers and | 
1,500,000 ironers but almost 9 out | 
of every 20 wired homes sti! lack | 


washers and almost 19 out of 20, | 


ironers. 

Discussing the opportunity for 
improving the washing situation 
in farm homes, he said, that large 
numbers of farm homes will not 
be electrified for several years, or 
more, and that some may never 
be wired. He contended that 
promotion efforts aimed at the 
farm homes would result in car- 
trying the benefits of washer use 
to them in advance of electrifica- 
tion, through the adoption of gas- 
engine models, and that manufac- 
turers and dealers were prepared 
'o change over the appliances for 
electrical operation with the com- 
ing of high lines in any district. 


WARREN TELECHRON 
APPOINTS APOLLO 
The Warren Telechron Com- 
pany announces the appointment 
of the Apollo Distributing Com- 


pany. 15 Shipman Street, New- | be fitting and proper.” 


FEBRUARY 9, 1939 





| York. 


| president. 


‘inventor, a pioneer settler and 


| culture Building in Washington. 


ark, N. J.. as an authorized dis- 
tributor of standard Telechron 
electric clocks. Apollo will serve 
Telechron clock dealers in the 
following counties of New Jer- 
sey; Bergen, Essex, Hudson, 
Hunterdon, Mercer, Middlesex, 
Monmouth, Morris, Ocean, Pas- 
saic, Somerset, Sussex, Union, 
Warren—and in the counties of 
Orange and Rockland in New 


BENEDICT MFG. OBSERVES 
55TH BIRTHDAY 


This year the Benedict Mfg. 
Co., East Syracuse, N. Y., manu- 
facturer of silver plated ware 
and art metal goods is observing 
the 55th anniversary of its found- 
ing in 1883 by M. S. Benedict. | 
Several years later. following a 
severe fire, the firm, then known 





as the Standard Watch Co., 
handling watches and jewelry, 
moved to another location. In | 


1895 M. S. Benedict and his son 
Harry L. Benedict moved the 
silverware business to East Syra- 
cuse and started in one building, | 
which is now the holloware fac- | 
tory. They then incorporated | 
under the name of M. S. Bene- 
dict Mfg. Co. about 1895. After 
adding several buildings from 
time to time, the Benedict Co. 
was reincorporated in 1906 as 
the T. N. Benedict Mfg. Co. by | 
George N. Crouse, the present 
The elder Benedict | 
passed away about 1903 and his 


son in 1931. The company at | 
present occupies 14 buildings, | 


including storage. 


MEMORIALS PLANNED FOR 
STEEL PLOW INVENTOR 
(Washington Bureau 

of HARDWARE AGE) | 
Under a joint resolution intro- 
duced in the House by Repre- 
sentative Reed, Republican, of 
Illinois, Congress would authorize 
an expenditure of $1000 for the 
erection of two suitable memo- 





rials—one in Washington, the 
other possibly in  Illinois—to 
commemorate the invention of 


the first steel plow by John Lane. 
The resolution recalls that the 


village blacksmith of Yankee 
Settlement, now the town of | 
Homer, IIl., could have obtained | 
financial remuneration for him- | 
self by securing a patent but in- | 
stead shared the invention with 
his neighbors. 

One memorial would be erec- 
ted in the Department of Agri- 


The Secretary of Agriculture 
would authorize the erection of 
the second “at or in such other 
place as in his judgement may 
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POL-MER-IK 
LINSEED OIL 
IN CANS 





Na 









_ 
ON 
CANS! 
& 


AND DELIVER THE EXTRA 
VALUE OF COOKED OIL 
AT NO EXTRA COST!” 


AFTER a few weeks with Pol-mer-ik Linseed Oil in 
Cans, you too will be sold on this better, packaged oil. 
Pol-mer-ik’s an almost perfect product — at the same 
time it gives the buyer Greater 
Value, it gives you, the seller, 
a Bigger Profit. Get Pol-mer- 
ik in Cans. Feature it. Watch 
your linseed oil sales climb 
and your profits grow. Pol- 
mer-ik is preferred by paint- 
ers because, at no extra cost, 
it brings the value of cooked 
oil to paints. They get better 
gloss and luster, greater dura- 
bility. It’s the 10% of cooked 
oil that gives the extra value. 
Pol-mer-ik in Cans eliminates 
the wastes and losses of bulk 
selling — foots, drips, over- 
} measuring, loss of time in 

packaging. With Pol-mer-ik 
you buy a can — sell a can. 
No waste — no depreciation 
— noloss. Feature Pol-mer-ik 
in Cans for Profit — for help- 
ful service recommend Pol- 
mer-ik Boiled. 





A SIZE FOR EVERY PAINT 
JOB 


PINTS, QUARTS, 1, 2, 5, 
gallon containers. Available 
in Raw or Boiled. 
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ARCHER-DANIELS-MIDLAND COMPANY 
600 Roanoke Building, Minneapolis, Minnesota 
be me full details on Pol-mer-ik in Cans — and name of nearest 
jobber. 
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Retail List. Slightly 


higher West of the 
CUBIC FOOT WITH $ Q5 tachi. sn so 
HERMETIC MECHANISM Se aes eam 
at $139.95 to $258 List 


DEALERS! JOIN GIBSON AND 
ONLY YOU WILL HAVE IT! 


Here is the ONE line that’s geared 
to this market —the ONE deal that’s 
RIGHT for ’°39—and dealers the country 
over SEE THE POINT, and join up with 
Gibson daily. If you want to make profit 
this year, get the Gibson facts now! 


1939 Freez’r Shelf models, complete 
line, allcompetitively priced—the line 
fee, with the features WOMEN RECOG- 
=\NIZE and WANT INSTANTLY! 
GET THE “3 is 4” STORY! 


Freez’r Shelf Models, $139.95 to $250 








FASCINATES 
HOUSEWIVES 

















NOT “‘just another electric range”’ 
—and NOT just another ordinary 
range promotion. There’s a story 
behind the great new Gibson that 
pulls women in like flies to honey. 
It’s working like magic! Get the 
story—and PROFIT! 


GIBSON 


GIBSON ELECTRIC REFRIGERATOR CORPORATION * GREENVILLE, MICHIGAN 
Chicago Office: Space 540-B, American Furniture Mart 
Export Office: 201 N. Wells St., Chicago, U.S. A. 
Cable Address: Gibselco, Bentley Code 


|ORDERS AT INTERNATIONAL MARKET 
ESTIMATED AT $35,000,000 


Topping all previous highs for; the outfitting of newly built 
attendance and buying, the Inter- | homes which is seen in the gath- 
national Homefurnishings Market | ering force of the current upswing 
held at The Merchandise Mart,|in home construction over the 





Chicago, Jan. 9-21, at its close, 
recorded registration of 10,383 
buyers and exhibitors tallied or- 
ders estimated to exceed $35,000,- 
000. Volume of sales for the 
total market was reported as 42 





some lines were as high as 100 
per cent. 

“Buying in this Market,” Percy 
| Wilson, managing director of The 


| been the heaviest in the history 
| of the Mart. 
to indicate an important and 
sound business comeback in the 
homefurnishing field. Further 
optimism is founded on the im- 
mediate prospect of new millions 
to be spent by the consumer for 





per cent greater than in Jan., | 
1938, while individual gains in | 


Merchandise Mart stated, “has | 


It is of a character | 


| country. 

| “Despite the bright outlook for 
| 1939, however, the markets have 
| been neither bullish nor bearish, 
| with manufacturers exercising 
| laudable forebearance in the mat- 
ter of price. Though increased 
operating costs have necessitated 
a general price advance, the dif- 
' ferential does not exceed three to 
five per cent.” 

Manufactures of toys, house- 
wares and major appliances end- 
ed the market 33 per cent ahead 
of last year. Major appliance 
and kitchen equipment sales in- 
dicate that a greater percentage 
of the family budget will be spent 
for outfitting the kitchen of the 
1939 home than ever before. 








HOMEFURNISHINGS MARKET | as follows: Harry B. Lauden- 


SET FOR JUNE 5-17 


The Market Activities Commit- 
| tee of The Merchants and Manu- 
| facturers Club has announced 
| that June 5 to 17, have been set 

as the dates for the 1939 Sum- 
mer Homefurnishings Market in 


the Merchandise Mart, Chicago, | 


Ill. 

Following the meeting, David 
A. Melcher, chairman, issued the 
statement of the resolution passed 
by the committee: 

“Be it resolved that this com- 
mittee, motivated by a sincere 
desire to cooperate with the furni- 
ture industry in the solution of a 
difficult problem which has faced 
the buyer and the manufacturer 
of furniture for the past several 
years, hereby sets the 1939 sum- 
mer market dates for the Interna- 
tion Homefurnishings Mapsket, 
which has customarily been held 
in the Merchandise Mart dur- 
ing the month of July each year. 
for June 15-17 inclusive. 

“Be it further resolved that 
| the Mid-season Furniture Market 
customarily held in the Merchan- 
dise Mart during May of each 
year be eliminated for 1939.” 


HONOR GEORGE B. PITTS 
ON 50TH ANNIVERSARY 


Stockholders of the Clark 
Hardware Co., Jamestown, N. Y., 
honored George B. Pitts, presi- 
dent and veteran business asso- 
| ciate in the company, at a dinner 


| commemorating his fiftieth year | 


| of association with the company. 
| Eight other veteran employees 
| with 26 years or more of service 
| with the company were honored 


| slager, 38 years; H. J. Oser, 32 
j years; S. A. Gourlay, 30 years; 


| Frank A. Jacobson, 28 years; 
| Walter H. Olson, 27 years; L. P. 
Anderson, 26 years; C. W. Dailey, 
| 26 years, and Almon Stone, 26 
| years. 

| The dining room was decorated 
with numerous bouquets, the 
gifts from firms with which the 
Clark Hardware Co. has done 
business in the past 50 years or 
more, and from friends of Mr. 
Pitts. Music and other entertain- 
ment were furnished during the 
dinner. Mr. Laudenslager was 
toastmaster. 


ATLAS PRESS ISSUES 
CATALOG FOR 1939 


The Atlas Press Co.’s general 
catalog for 1939, released re- 
cently, presents complete infor- 
mation on Atlas lathes, shapers. 
drill presses, arbor presses, and 
shop equipment. Twenty-four of 
its 73 pages are devoted to the 
new 10-inch Atlas lathes with 
| power cross feed. Copies are 
available from the Atlas Press 
Co., Dept. 7, Kalamazoo, Mich. 


SEEK HARDWARE, BICYCLES 
FOR U. S. TERRITORIES 


American Agencies, an organi- 
zation of sales representatives has 
been formed to represent Amer- 
ican hardware and bicycle man- 
ufacturers for Puerto Rico, Virgin 
Islands, Santo Domingo and 
| Haiti. The concern’s address is 
t™ 4056, Bo. Obrero Station, 

Santurce, P.R. R. A. Sierra is 


manager. 
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NEW HAVEN HDWE. CLUB 
ELECTS OFFICERS 


At the 43rd annual meeting of 
the New Haven Hardware Club 
held in the Dutch Treat Tea 
Room, New Haven, Conn., the 
following officers were elected: 
president, Edwin L. Dickinson, 
Lightbourn & Pond Co.; vice- 
president, 


W. Smith Jackson, | 


Jackson Marvin Hdwe. Co.; trea- | 


surer, C. H. Anderson, The F. S 
Platt Co., and secretary, William 
E. Janswick, The John E. Bassett 
Co. 
The following committees were 


also appointed: entertainment, G. ' 


H. Marvin, Jackson Marvin Hard- 
ware Co.; membership, Fred H. 
Wilcox, The John E. Bassett & 
Co., H. R. Peck, The N. T. Bush- 
nell Co., and William A. Warner 
2nd, The R. T. Warner Co. 


KORNRUMPF IS NEW HDWE. 
SQUARE CLUB PRESIDENT 


At the Jan. 17 meeting of the 
Hardware Square Club, No. 675, 
held in Masonic Temple, 71 W. 
23rd St., New York, Harry W. 
Kornrumpf, Long Island Hard- 
ware Co., Long Island City, N. Y., 
was elected president. Other 
officers elected were: Roy Fowler, 


president; Frank Jerram, Federal 
Hardware Co., New York, vice- 
president, Ralph S. Allen, Dia- 
mond Expansion Bolt Co., New 
York, secretary; John H. Tracy, 
Rawlplug Co., Inc., New York, 
financial secretary, and Albert 
Westphal, Corbin Screw Corp. 
and Corbin Cabinet Lock Co., 
New York, treasurer. 


ROCHESTER, N. Y., ASSN. 
ELECTS NEW OFFICERS 


At a recent meeting of the 
Rochester Retail Hardware Assn., 
held at Magg’s, Rochester, N. Y., 
the following officers and di- 
rectors were elected for 1939: 
President, William Van Dussen; 
vice-president, Harold Clark; sec- 
retary, George Waterhouse, Jr., 17 
S. Main St., Pittsford, N. Y.; 
treasurer, William Lauterbach, 
and financial secretary, J. P. Josh; 
directors, Phil Gutkin, Harris 
Hammond, James Shatzel, Jr., 
George Waterhouse, Sr., Frank 
Pommerening, and Harvey Hunt. 





TESTED DISPLAY IDEA 
BOOK AVAILABLE 


The editors of Printers’ Ink, 
New York City, have compiled 


| Graw-Hill Book Co., New York 


the new book stem from an 
examination of more than 500 
successful display pieces, cover- 
ing all types, floor, window, 
counter, shelf and wall. Brief 
caption-like statements give the 
conditions under which these 
displays were successfully used. 
Many of the displays were de- 
signed to meet more than one 
problem and these auxiliary 
functions have been carefully in- 
dexed. Another feature of the 
volume is a commodity index 
whereby the reader can refer 
quickly to displays concerned 
with products in which he may 
be specifically interested. The 
books is published by the Mc- 





City at $2.00 per copy. 





BUSINESS-CONSUMER 
CONFERENCE IN JUNE | 


The first Business-Consumer | 
Relations Conference on adver- | 
tising and selling practices in | 
the history of American business | 
will take place in Buffalo, N. Y., | 
June 5 and 6, 1939 under the | 
auspices of the National Associa- | 
tion of Better Business Bureaus | 
with the cooperation of business, | 
consumer, government and edu- | 


| cational organizations. 


50 Franklin St., New York, vice- | 


The announcement states that | 
an advisory council representing | 
the four groups is in process of | 
formation. Final program of the 
conference is being worked out 
in consultation with the numer- 
ous business, consumer and other 
groups in the United States and 
Canada with whom the 57 Better 
Business Bureaus cooperate in 
their efforts to safeguard the 
interests of honest business and 
52,000,000 consumers in Bureau 
communities. More than 15,000 
private business concerns who 
support the Better Business 
Bureaus are invited to offer 
suggestions for the conference 





| program that will benefit their 


industries and the consumers 
served by their industries. 





WESTERN CONVENTION 
DATES FOR 1940 
The Western Retail Implement 
& Hardware Association will hold 
its 5lst annual convention and 
exhibit in the Municipal Audi- 
torium, Kansas City, Mo., Jan. 
16, 17, and 18, 1940. 


ALBANY, OHIO, STORE BUYS 
HARDWARE STOCK 


George Bailes, Albany, Ohio, 





a new book, “Tested Display | has purchased the hardware store 
Ideas” as the second volume in of Wm. Vorhes & Bro., which has 
the Library of Tested Sales, Ad- | been in business in that city for 
vertising and Marketing Plans, | over 40 years. The purchase in- 
a series of desk books for ex- 
ecutives. 


FEBRUARY 9, 1939 


cludes the 30 by 80-foot two-story | 
The 102 displays in| building and basement. | 





SAMSON SPOT SASH CORD 


Because Spot Cord is sold on quality rather than on price, 
selling it assures you of a fair profit. Your customers get 
full value, too. For, although Spot Cord costs a few cents 
more, this slight extra cost is absorbed in many extra years 
of trouble-free service with no expense for replacements. 
Push Samson Spot Sash Cord — the most durable material 
for hanging windows — and draw dividends in dollars and 
priceless customer good will. 


PHOENIX SASH CORD 


A good cord at a moderate price. A minute spent explain- 
ing why Phoenix is superior to cheap sash cord for hanging 
windows, and also makes the best clothes line, will show 
up on the right side of the ledger. Customers are willing 
to pay more when they know Phoenix will outwear at least 
three ‘bargain’ clothes lines. 
To assist dealers to increased profits, we have prepared two 
booklets on “How to Sell Sash Cord" and “How to Sell 
Clothes Line." Facts are briefly and interestingly presented. 
Numerous photographs illustrating manufacturing processes 
make the sales message vivid and clear. We will gladly 
supply you free with one or both of these valuable sales aids. 


SAMSON CORDAGE WORKS 
BOSTON, MASSACHUSETTS 
INES: ARE OCAEES — $ ARBRRCATARS 
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OBITUARIES | . 
pre 
Ha 
E. F. LAWRENCE DIES | died recently in Staunton, Vq z 
. | following a long illness, Mr. 
E. F. Lawrence, a partner in Covington had formerly bes j Be 
the firm of Lawrence Bris. : we foll 
; >| member of the Covington-Sam 
Sterling, Ill., passed away re- ; 76 
es Hardware Company of Danyill 
cently. He was 71 years old. é “ee ag bec 
A hardware man since 1875 Ten years ago his sight fale B 
— °>! and he gradually became totally ~ 
blind. He was born in Danville - 
on Sept. 21, 1886, and had been 
in the hardware business all his 
life. He is survived by his wife 
| and two children. 
| 
L. W. CRENSHAW 
L. W. Crenshaw, secretary and 
Th counsel of the Simmons Hard 
ware Company, St. Louis, Mo. 
e new died on Jan. 12, 1939, Mr. Cren 
ELECTRIC SAFETY RAZOR . slice when bo was aed 
office when he was struck and 
| | instantly killed by a fast trai: 
e Rotary cut- | jin his home town of Webste 
tin g at 4000 | | Grove. The funeral was held in 
#05000R.P.M. | his boyhood home town of Lex. 
. —— ington, Mo. Mr. Crenshaw had 
@ Brush type been associated with the Sim 
motor. 110- E. F. LAWRENCE | mons Hardware Company for the 
| past 30 years. He was especi 
My A.C. or when ai the age of 17 he became | ally well-informed on all Ha mai 
— an employee of a retail hardware of corporation law. In addition yeal 
© Cuts long or re Lawrence’s mainese | he had been secretary of the Mr. 
short hair career of more than 64 years in| | company for several years. Quie Ohi 
with equal the hardware industry has earned | and unassuming, he had man) am 
ease for him nationwide respect and! friends in both the hardwar nity 
, friendship. Since 1880 he has| business and the legal profes the 
e Beautifully | been a builders’ hardware manv- | sion. Colt 
designed. | facturer and has also engaged in es Uni 
other activities such as the man- He 
* QUIET. ufacture of barbed wire and wire WILLIAM G. KITCHEN M. 
nails and the production of elec-| William Gordon Kitchen, 62, « nep| 
Bie dinsite cumes ta Ge eantess. et eemietetin ond tric power. He was a member of} prominent Philadelphia, Pa. Okl: 
mest cllicient way to remove whiskers end hair. But the Harpware Ace Fifty Year| manufacturer and _ philanthropis! gran 
thousands of people have said they couldn't use an _ ore tig Aa na —_ . = 
pean capaeeltaes Mr. Lawrence has served a| mantown following a long illness 
total of 40 years as a bank direc-| Mr. Kitchen, president of the 
The CASCO “75” Electric Saioty Razer is for these poo- _| "2": He. was alo active manager | Allbestos Coxp. Philadelfitt W 
ple. Here is the simplest form of electric shaver. A : ry emne. Tis Same ite l ae Sees Oe of t 
‘ , Lawrence, Jr., who is a| which established one of the firs , 
rf L * a , bed 
prepnncn areay song drives the shearing blades | partner in the firm of Lawrence woolen mills in America. Before = 
. speed against a circular, slotted head. | Bros. entering the asbestos textile in- } 
All around this head is a comb-like safety guard that —— dustry, he was a_ prominet! the 
protects the skin and picks up long hair as well as stub- | woolen manufacturer, in which ri 
ble. Each individual hair and whisker is sheared off EDWARD J. ROSENBERGER | business he was active more than Jose; 
close and quickly. Edward J. Rosenberger, 65, op-| 45 years. He was at one time ing, 
| erator of a hardware and sport-| president of the Brake Lining — 
SPEED is the secret] The outer edge of the CASCO “75” |ing goods store at 1832 South | Asbestos Mfg. Assn. of th 
shearing blades travel 10 THOUSAND inches per min- Lafayette Street, Fort Wayne, In-| Surviving are his mother, Mrs Mr. 
utel This is 80 times as fast as the ordinary back-and- | diana, for the last 14 years, died | Margaret West Kitchen, who re wing 
forth of cheating head. | January 18, at St. Joseph’s Hos- cently observed her ninetieth fea 
| pital where he was taken January birthday; two sisters and tw wi 
Try the CASCO “75” Electric Safety Razor. You don't _| I, for an operation. brothers. wer 
need any practice. You'll get a good shave the first time _ Survivors are the widow, Ida; beotl 
you use it. It sells for only $10. It’s guaranteed and three children, Raymond B., Mrs. JAMES J. EDMONDS 
mde by the CASCO PRODUCTS CORPORATION—pre- Albert Beckman end Miss Bernie 
cision manufacturers for 20 years. Rosenberger, and a sister, Mrs. James J. Edmonds, hardware I 
Mate Junk, oli of Fort Wayne, | StS Ransos City, Mo. 
ORDER from your JOBBER | - sai Jan. 23, 1939. He was 77 year: He 
iiss —- 'of age. Mr. Edmonds came the E 
active 8-color displays free with your orders. Also window | Kansas City 17 years ago afte! ing ( 
streamers and circulars help you make steady profits. on naresnanneees having spent 20 years in the hard on J; 
casco a oo re —_ ware business in Tina, Mo. He 85 fo 
o years identified with the hard-| jis survived by his widow, # Cobb 
PRODUCTS CORP., Bridgeport, Conn. } ware business in Danville, Va., | daughter and two sons. and 1 
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DAVID E. MOONEY 


David E. Mooney, former 
president of Smith Brothers 
Hardware Co., Columbus, Ohio, 
wholesale hardware _ dealers, 
passed away at his home in 
Bexley, Ohio, on Jan. 23, 1939, 
following a brief illness. He was 
76 years of age. Mr. Mooney 
became associated with Smith 
Brothers Hardware Co., at the 
time of its foundation and re- 





DAVID E. MOONEY 


mained with that firm for 45 
years, the last 15 as president. 
Mr. Mooney was a graduate of 
Ohio Wesleyan University and 
a member of Sigma Chi Frater- 
nity. He was also a member of 
the Columbus Athletic Club, the 
Columbus Country Club and the 
United Commercial Travelers. 
He is survived by a niece, Mrs. 
M. C. Russell of Delaware, a 
nephew, John M. Hall of Tulsa, 
Okla., a grand-niece and two 
grand-nephews. 





WILLIAM S. COX 


William Simpson Cox, member | 


of the retail hardware firm of 
W. S. Cox, Inc., Silver City, 
N. M., died on Jan. 11, 1939, at 
the age of 70. Mr. Cox had 
originally been in business with 
Joseph A. Mahoney, now of Dem- 
ing, N. M., but purchased his 
interest and became sole owner 
of the business in 1901. Much of 
Mr. Cox’s time was devoted to 
civic and community affairs. He 
was a member of the Masonic 
Order, a Knight Templar and a 
member of the Elks. He is sur- 
vived by his widow, a daughter, a 
brother and a sister. 





HERBERT HALE COBB 


Herbert Hale Cobb, owner of | 
the Bellevue Hardware & Plumb. | 
ing Company, Fresno, Cal., died | 
on Jan. 19, 1939, at the age of | 
85 following a brief illness. Mr. | 
Cobb was born in Maine in 1853 
and moved to Fresno in 1907. He 
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retired from active business a 
year ago. He was a member of 
both the Masonic Order and the 
Odd Fellows and had been prom- 
inent in the Methodist Church. 
He is survived by two daughters, 
five grandchildren and two great 
grandchildren. 


PHILIP OLIVER 
Philip Oliver, 61, who was well 





known to the hardware trade in | 
the metropolitan New York area | 
passed away Jan. 18 at his home | 


in Brooklyn, N. Y. At the time 
of his passing Mr. Oliver was 
connected with the Ek Hardware 
Co., Inc., New York City, cover- 
ing the metropolitan New York 
territory. At one time Mr. Oliver 
was employed by Sargent & Co. 
Prior to his affiliations with the 
Ek organization he conducted his 
own retail hardware store in 
Brooklyn for a number of years. 


E. S. VROOMAN 


Edward S. Vrooman, hardware 
dealer of Schenectady, N. Y., for 
almost half a century, passed 
away on Jan. 19, 1939, as the re- 
sult of a heart attack. He was 
78 years old. Mr. Vrooman was 
born in Schenectady on Feb. 9, 
1861, and entered the hardware 
business as a partner in the firm 
of J. V. Vrooman’s Sons Com- 
pany. He was a life member of 
St. George’s Lodge, F. and A. M. 





and had been an officer of the | 
First Reformed Church. He was | 


a member of the Mohawk Club 
and the Mohawk Golf Club. He 
is survived by his widow, two 
sons, E. Clifton and Harold, two 


brothers, a sister and two grand- | 


children. 


GEORGE BROOKS 


George Brooks, 65, founder of 
the Rio Grande Hardware & Ma- 
chinery Company, one of the 
largest of its kind in South 
Texas, died January 10 at his 
home in Mission, Tex. Mr. 
Brooks later owned and operated 
his own hardware firm in Mis- 
sion. He was active in civic 
and political circles for many 
years. 





TRADE PRACTICES FOR 
BRUSH INDUSTRY 


The Federal Trade Commission 
announced trade practice rules 


| for the paint and varnish brush 


manufacturing industry on Jan. 
14. The commission stated that 
the total capital investment for 
the manufacture of the brushes 
affected is said to be approxi- 
mately $10,000,000 and the an- 
nual sales about $15,000,000. 





| 
| 
| 
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OF CONTROLLED OIL BURNING 
APPLIANCES .. THESE MANUFAC- 
TURERS ANSWER “HERE” TO... 


@ Highest efficiency, fuel economy, safety, and ser- 


vice-free fuel control. 


@ Complete customer satisfaction. 


@ Ready adaptability to COMPLETELY AUTO- 
MATIC TEMPERATURE CONTROL—for Extra 


Sales and Profits. 


American Range Corpora- 
tion 

American Stove Company 

Anchor Stove & Range Co., 
Incorporated 

Associated Oil Burner Co., 
Inc. 

The Auto Stove Works 

Caloric Gas Stove Works 

Cole Hot Blast Mfg. Com- 
pany 

The Coleman Lamp and 
Stove Company 

Copper-Clad Malleable 
Range Co. 

Dixie Foundry Company, 
Inc. 

Dortch Stove Works 

Eagle Foundry Company 

The Estate Stove Company 

Florence Stove Company 

Gasoroil Manufacturing 
Company, Inc. 

Globe Stove & Range Com- 


pany, Division of Globe 
American Corporation 


The Globe Machine & 
Stamping Co. 

Gray & Dudley Co. 

Great Western Stove Com- 
pany 

Laco Oil Burner Company 


A. J. Lindemann & Hoverson 
Co. 


H. C. Little Burner Co., Inc. 


Lonergan Manufacturing 
Company 


Malleable Iron Range Com- 
pany 

Metal Door & Trim Co. 

Midwest Mfg. Company 

Moore Corporation 

Duo-Therm Division of 
Motor Wheel Corpore- 
tion 

Oakland Foundry Company 

= Stove Manufacturing 

°. 

Ohio Foundry & Manufac- 
turing Company 

The Peoples Oil Burner 
Company 

Perfection Stove Company 

Prentiss Wabers Products 
Co. 

Quaker 
Company 

The Quincy Stove Manu- 
facturing Company 

Renown Stove Company 

Round Oak Company 

Samuel Stamping & Enam- 
eling Company 

Siegler Enamel Range Com- 
pany 

The Silent Glow Oil Burner 
Corporation 

Tennessee Enamel! Manufac- 
turing Co. 

Tennessee Stove Works 

United States Stove Com- 
pany 

The Viking Manufacturing 
Company 

Washington Stove Works 

Western Stove Company 


Manufacturing 


A-P’s Leadership in Oil Controls gives you two 
new developments—The Electric “Auto-Heat”’ 
Top Unit and The “‘Oilifter’’. 


AUTOMATIC PRODUCTS COMPANY 


NORTH 
MILWAUKEE 


THIRTY —SECOND 


STREET * 
WISCONSIN 





DEPENDABLE 


CONTROLS 
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H. P. LADDS HEADS NATION- 
AL SCREW & MFG. CO. 


H. G. Alexander was elected 
board chairman, and Herbert P. 
Ladds, Williamsport. Pa., was 
named president and a director 





HERBERT P. LADDS 


of The National Screw & Manu- 
facturing Co., Cleveland, Ohio, 
at the recent annual _ stock- 
holders’ meeting of the company. 
At the organization meeting of 
the company, D. C. Griese an- 
nounced his retirement as chair- 
man and Mr. Alexander, who has 
served as president since the 
death in 1929 of his father, W. 
D. B. Alexander, one of the 
company founders, advanced to 
chairman. Mr. Griese remains a 
director. 

The new president, according 
to Mr. Alexander, will assume 
his executive duties about March 
1. He is now president of the 
Sweet’s Steel Company, Wil- 
liamsport, Pa., from which posi- 
tion he is resigning. Mr. Ladds 
has been with Sweet’s since 
October, 1937. From 1928 to 
1927 Mr. Ladds was with Lam- 
son & Sessions Co., and Lake 
Erie Bolt & Nut Co. He served 
as sales manager of Lake Erie 
Bolt until that company was 
merged with Lamson & Sessions 
in 1929. He then became in 
turn assistant general sales man- 
ager, general sales manager, and 
vice-president and general man- 
ager of the Birmingham plant. 
Prior to 1928, he was vice-presi- 
dent and general manager of the 
Maryland Bolt & Nut Co., Balti- 
more. He is 43 and well known 
in iron and steel trade circles. 

Charles F. Newpher, who came 
to the company from the Re- 
public Steel Corp., in 1937, was 
re-elected vice-president in 
charge of sales and made a di- 
rector. E. E. Griese, secretary- 
treasurer was re-elected. The 


board now includes D. C. Griese, | 
H. G. Alexander, C. W. Brainerd, | 


E. E. Griese, C. R. Elliot, Her- 


100 








| St., New York City. 


bert P. Ladds, Charles F. New- 
pher, W. C. Connelly and Wm. 
A. McAfee. Newly elected di- 
rectors are Messrs. Ladds and 
Newpher. 

The National Screw & Manu- 
facturing Company will be 50 
years old in May of this year. 


HARDWARE BOOSTERS HEAR 
TALK ON SPEAKING 
Charles J. Warren, affiliated 
with the Dale Carnegie Institute 
of Effective Speaking and Hu- 
man Relations, New York City, 





talked on the subject of effective | 


speaking at the Jan. 27 meeting 
of the Hardware Boosters, held 
at Busto’s Restaurant. 11 Stone 
Mr. Warren 


coating is abraded down to the | 
metal with fine waterproof sand | 


—or emery—paper in water over 
an area of two or three square 
inches. The boundaries between 
the coasts show as distinct lines, 
much like the isobars on a weath- 
er map. The bureau found, after- 
wards, that fine emery powder 
and water will give even better 
results than the abrasive paper. 
Heretofore, microscopical exam- 
inations of the edges of thin 
slices cut from a flake of the coat- 
ing was the routine practice used. 


| The formation of an insoluble 


film on the surface when a coat 
of paint dried and the presence 


| of the pigment made it possible 


| between two coats. 


told of some of his experiences | 


| in selling hardware and other 


lines in this country and in parts 
of South America. 
some men were born salesmen 
while others could be trained as 
salesmen. Personality is the im- 
pression you make on the other 
fellow, he declared. If you make 
a good impression you have a 
good personality. Mr. Warren 
urged watching what your pros- 
pect does and says and advised 
salesmen not to be slow in asking 
for an order. Salesmen must be 
trained not to talk themselves 
out of orders and not to fear the 
word “no.” 

Harry J. Strugnell, Remington 
Arms Co., Inc., president of the 
Boosters conducted the meeting 


He said that | 


which was attended by more than | 


30 members and guests. 


Edwin | 


Erickson, Ek Hardware Co., Inc., | 


vice-president of the Boosters and 
chairman of 
committee, reported on the recent 


its entertainment | 


Christmas party, which was a | 


highly successful affair. A. C. 


: Flamman, legal counsel for the 


Boosters and a member of the 
organization, was appointed chair- 


man of a committee to recom- | 
mend a change in the by-laws | 


relating to the election of mem- 
bers. Charles J. Heale, editor, 
HarpwareE Ace and Roy C. 
Schmidt, Stanley Tools, were also 
appointed members of the com- 
mittee. 
H. 


M. Demarest, manufac- 


} 


turers’ agent, and T. J. Crofton, | 


representing H. B. Sherman Mfg. 
Co., were elected members of the 
Boosters. 


HOW TO DETERMINE NUM- 
BER OF PAINT COATINGS 
Representatives of one of the 

manufacturers of metal shelving 

visited the National Bureau of 


| Standards recently and demon- 


strated a simple method for de- 
termining the number of coats 
of paint or lacquer on a surface, 
says a bureau statement. 


The | 


to distinguish the boundary lines 
To determine 
the number of coats of lacquer, 
however, was much more difficult 
because the surface of each coat 
tended to dissolve in the succeed- 
ing coat, and a well-defined boun- 
dary between the two was rarely 
found. 

The new method, the statement 


both time-saving and less trouble- 
some. 


BROADCASTS FACTS 
ABOUT OILED SILK 


Dave Schoenfeld of the Blos- 
som Mfg. Co., 79 Madison Ave., 
New York City, was interviewed 
on Dec. 22 over a WOR-Mutual 
Broadcasting System network on 
“Famous First Facts” concerning 
oiled silk and its uses in the 
housewares industry. His talk 
touched on such items as shower 
curtains, oiled silk refrigerator 
accessories and other articles. 





FATHER’S DAY COUNCIL 
GETS UNDER WAY 
An organization meeting was 
held recently at 32 E. 57th St., 
New York City, office of*Alvin 


PAPER SHOT SHELLS 
SIMPLIFIED PRACTICE 


The sixth revision of Simplified 
Practice Recommendation R31, 
Loaded Paper Shot Shells, has 
been accorded the required de. 
gree of acceptance by the indus. 
try, and will be identified as Sim. 
plified Practice Recommendation 
R31-39. In view of the fact that 


| the manufacturers adopted the 


revised schedule as of Jan. 2, 
1939, the effective date of the 
recommendation will be the same. 

The current revision effects a 
net reduction of seven per cent 
of the loads listed in R31-37, the 
fifth revision. Before the estab. 
lishment of this recommendation 
in 1925, the existing variety of 
shot shell loads was in excess of 
4000, and the number of loads 
retained in the sixth revision is 
262, a net reduction of 93.4 per 
cent. 

Until printed copies are avail. 
able, mimeographed copies of this 


| recommendation may be obtained 
| without charge from the Division 
says, is a great improvement over | 
the microscopical method as it is | 


of Simplified Practice, National 
Bureau of Standards, Washing. 
ton, D. G. 
BROADER FARM FIRE 
PROTECTION PLANNED 


Manufacturers and dealers in 
rural water systems, pumps, and 
fire apparatus will be interested 
in the discussions at the recent 
annual meeting of the Farm Pro- 
tection Committee of the Na 
tional Fire Protection Associa- 
tion. Fires on farms in the 
United States and Canada kill 
some 3500 persons each year and 
destroy approximately $95,000,000 
worth of property. 

The association has long car 


| ried on a campaign of education 
| among rural communities, and it 


now proposes to intensify and 


| broaden its campaign, with the 


Austin, executive director of the | 


National Council for the Promo- 
tion of Father’s Day, at which 
time the combined trade publica- 
tions of America joined hands 
with the Council. The plans of 
the Council were approved by 
those present. These plans in- 
cluded the centralization of all 
Father’s Day activities through 
this one body and also the rais- 
ing of funds for promoting 
Father’s Day, by means of the 
sale of the official Father’s Day 
poster, which is being painted by 
Howard Chandler Christy. 
Among the industries repre- 


aid of the U. S. Department of 
Agriculture and other organiza- 


| tions interested. A national uni- 


form plan for fighting and pre- 
vention of fires on farms includes 
instructions as to the type of fire 
fighting apparatus suitable for 
rural communities, housing for 
motorized apparatus, and the 


' organization and drilling of 4 


sented at the meeting were: shirt. | 


tobacco, electrical, hardware, 


jewelry, dry goods, hats, retailers | 


(national), 
pajamas, accessories, resident 
buyers, retailers (local). 


trade publications, | 


volunteer fire department. Under 
the plan, each farm without 8 
nearby stream or pond would 
have a cement tank or reservoir 
holding 3000 to 4000 gallons of 
water, located within 500 feet of 
the buildings. 
HARDWAREMAN HEADS 
WAREHOUSE DIVISION 
L. H. Williams, Williams Hard- 
ware Co., Minneapolis, Minn. 
has been elected president of the 
Northwest chapter of the Amer- 


| ican Steel Warehouse Assn. 
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CLOVER 


Quality and Service Since 1907 


ABRASIVE-COATED PAPERS «** CLOTHS 
GRINDING »* LAPPING COMPOUNDS 


CLOVER MFG. CO. 





Norwack, Conn. 











Lay one of these new ABW 
Solid Shank Shovels ona 
table or desk, balanced with 
the blade and socket project. 
ing over the edge of the table 
and the handle poised free of 
thetable. 

Then tip the blade down to 
either side, release and watch 
the shovel right itself. This is 
the perfect balance which no 
other solid shank shovel has. 
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@ A new re-designed socket gives to 
the ABW Solid Shank Shovel a per- 
fect balance. The new high bend has 
achieved for this famous shovel a 
balance unequaled in any other solid 
shank shovel. 


To the users of shovels this is a most 
important development and one that 
will be welcomed by buyers of shovels. 
Added to this exclusive feature ABW 


AMES BALDWIN WYOMING CO., Parkersburg, W. Va., North Easton, Mass. 
ABW Products: Shovels, Spades, Scoops, Forks, Hoes, Rakes, Post Hole Diggers, Agricultural Handles 








Solid Shank Shovelsare equipped with 
the famous Shock Band, which gives 
more handle strength to the shovel. 


Made from one solid bar of steel ABW 
Solid Shank Shovels are the strongest 
shovels made, give the longest service 
and with their perfect balance, make 
for easier shoveling. Ask your jobber 
about this new re-designed bend and 
the perfect balance. 








The 


Greatest American Salesman 


By SAUNDERS NorRvVELL 


HE scene is Paris in 1870. 

The city is surrounded by 

the victorious German army. 
The Germans have cut off all 
communication with the outside 
world. Food is growing scarce. 
Bismarck and Von Moltke calmly 
await the capitulation. 

W. W. Reynolds, a salesman for 
Hartley & Graham, which was 
succeeded by the Remington Arms 
Co., is caught in Paris. He has 
been paid a large sum in gold by 
the French Government for for- 
mer orders for rifles and ammuni- 
tion he has delivered. They have 
given him large orders for more 
arms and munitions. He is guard- 
ing his cases of gold, he has his 
valuable orders, but he faces the 
grim possibility that within a few 
days he with both gold and orders 
will fall into the hands of the 
Germans. He can not even com- 
municate with the outside. The 
Germans surround Paris with a 
ring of steel. 

Reynolds paces the floor of his 
hotel, wrings his hands, but sees 
no way out of the trap. Then, 
happening to look out of the win- 
dow, he is struck by a sign over 
the door of a building—“Balloon 
Maker.” He has an idea—this is 
his only chance. The air is the 
only road open. 

He soon made his arrangements. 
A suitable balloon will take 10 
days to construct at a cost of 
$1,250 in gold. M. Peard, the 


finance minister, granted him the 
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This story of initiative and achievement 


is entitled to a place beside the famous 


story of carrying “A Message to Garcia.” 


necessary permit. An old theater 
supplied the necessary space. For 
10 long days and nights Reynolds 
watched the balloon take shape. 
At last it was ready. He was all 
prepared to start—the gold was 
loaded in the basket—the balloon 
was filled with gas. Then an un- 
expected shock. 

M. Gambetta, the great French 
War Minister, must leave Paris 
immediately for important reasons 
of State. Reynolds’ balloon was 
requested. Naturally, Reynolds 
could not refuse. 

The Germans were drawing 
their lines tighter around Paris 
and the city might fall any day. 
But rains and bad weather set in 
and this delayed the leaving of 
Gambetta and his party. Rey- 
nolds ordered another balloon con- 
structed. The bad weather con- 
tinued and finally when weather 
conditions permitted a safe take- 
off Reynolds’ second balloon was 
complete. 


The Escape 


It was on Friday morning when 
all was ready. An immense crowd 
of people gathered to see the two 
balloons take off. All the head 
government officials were there 
and both balloons were decorated 
with the French Tricolor. 

M. Gambetta and his compan- 
ions climbed into the wicker bas- 
ket of one while Reynolds and his 
party with his treasure in gold 


took to the basket of the other 
balloon. This was at eight min- 
utes past 11 on October 7, 1870. 
With Reynolds in his basket were 
C. W. Way of New York, a French 
officer, M. Cuzon, and the aero- 
naut, Durevilio—not to forget the 
gold and his orders for more 
munitions. Trouble started at once 
for both balloons. It was a clear 
day and they immediately shot 
upward when released. A gentle 
breeze carried them out over the 
German lines. It was not long 
until Hell was a-poppin’. Bullets 
whistled through the air, cannon. 
rockets and musketry were turned 
on the two balloons, and they were 
all in the greatest danger. Far be- 
low they could see mounted 
Uhlans like little specks—riding 
on the thread-like roads expecting 
the voyagers would be forced to 
descend and fall into their hands. 
Fortune favored, the breeze fresh- 
ened and finally carried both bal- 
loons out of rifle range. Then 
came a new peril. Gambetta’s 
pilot lost control of his balloon 
and it dropped almost to the 
ground and then shot up swiftly 
just beneath the Reynolds car. 
For a few minutes it seemed there 
would be a fatal collision. A 
change in the wind prevented this 
and then the two balloons swept 
onward together. 

Gambetta attempted to land at 
Criel, but discovered just in the 
nick of time that it was a Prussian 
camp. Gambetta only escaped by 
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FOR YOUR PROTECTION 


AND PROFIT...Sed/ the 
products identified by 
WICKWIRE BROTHERS LABELS 


















@ Dealers can take all the 
guesswork out of mer- 
chandising by pointing to 
the Turkey Label on the 
netting they sell their cus- 
tomers. It assures an ex- 
ceptionally long twist, 
heavy galvanizing which 
completely fills the twists. 
rigidity with no sagging, 
real rust resisting and 
loriger wearing. 


@Your customers come back 
for more of the Hardware 
Cloth identified by the Cort- 
land Label. They are com- 
pletely satisfied with the de- 
pendability and uniformity 
of this quality product. It is 
furnished in standard meshes 
with extra heavy bright zinc 
coating. Also special grades 
in plain steel, tinned or gal- 
vanized wire with wide variety of different meshes and gauges. 
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@ Every bale of Wickwire Brothers Poultry Netting and Hardware 
Cloth is made from copper bearing open hearth steel. Over 60 con- 
tinuous years of manufacturing quality wire products prompts us 
to say, “Buy with confidence, products identified by Wickwire 
Brothers Labels’. 





SPECIFY WICKWIRE BROTHERS TO YOUR JOBBERS 


WICKWIRE BROTHERS 


CORTFLAN D--NEW YOR K:- U.S.A. 





1939 


FEBRUARY 9, 
















I COST 
DEALERS 
MILLIONS 
IN PROFITS 
—/M THE 


$4.98 \| MARK-DOWN 
















IT IS A FACT that mark-downs—made nec- 
essary by slow turnover—are among the most 


costly, profit-devouring problems faced by 


retail dealers! 











Im NEVER 
MARKED DOWN! 
IM THE 


BISSELL 
PRICE TAG ‘ig 








IT IS ALSO A FACT that The Bissell with its 
rapid turnover resulting from strong con- 
sumer demand and ready acceptance need 
never be marked down. This turnover at 
established minimum prices gives the dealer 


a generous, assured profit. 


With such a dependable price structure, 
plus an unusually high turnover and margin 
of profit—don’t you think it is just plain 
“horse-sense”’ to give Bissell Sweepers good 


location—good display—and a real backing 


Bissells / 
— 


at your point of sale? 


BISSELL CARPET SWEEPER CO. 


GRAND RAPIDS, MICHIGAN 
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“LITTLE ‘GIA NTS’ 
>RING= THE BELL 


“Little Giants” consistently ring the bell 
of profitable sales for the hardware mer- 
chant because they are the one brand with 
an outstanding established public demand 
based on more than a million sets in daily 
use. You make more money on every 
“Little Giant” sale. 


The biggest sellers are— 

No. 1 cutting 4” to 4.” N.C. Threads (5 sizes) 
No. 5 cutting 4” to %4” N.C. Threads (7 sizes) 
No. 7 cutting 4” to 1” N.C. Threads (9 sizes) 


It’s a profit-making move for you to check 
- refill your stock of “Little Giants” to- 
y. 





manufactured exclusively by 


GREENFIELD TAP & DIE CORP. 
Greenfield, Mass. 


Detroit Plant: 2102 West Fort St. 
Warehouses in New York, Chicago, 
Los Angeles and San Francisco 
In Canada: Greenfield Tap & Die Corp. of 
Canada, Ltd., Galt, Ont. 


GREENFIELD 
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throwing all his baggage over 
board. He was wounded in the 
hand by a Prussian bullet. Later 
he came down in a tree top near 
Amiens far beyond the Prussian 
lines. 

The Americans continued for 
about 100 miles further and made 
a safe landing at Ville Roy when 
they went by rail to Amiens. 

Reynolds managed to hire a 
boat, crossed the channel to Eng- 
land where he arrived safely with 
his gold and his orders. From 
England he got in touch with his 
headquarters in New York. 

Now if there is a better selling 
and collecting story in the annals 
of American business I have 
never heard it. All honor to W. 
W. Reynolds, America’s most re- 
sourceful salesman and collector. 


* * * 


A telephone company represen- 
tative called on the president of 
a large corporation here in New 
York. He said—“According to 
our records you need another per- 
sonal ’phone—your present phone 
is reported almost always busy. 
People find it impossible to reach 
you and are complaining to us.” 

“Well, well,” answered the 
president, “I don’t telephone very 
much.” “I suggest,” said the tele- 
phone man, “that you instruct 
your secretary to let up talking 
and hang up the phone for just 
five minutes every now and then 
so as to give outsiders a chance 
to get to you.” It seems she re- 
layed the calls to the president 
from her private office next to 
his—when she wasn’t talking her- 
self. 

Nothing is more annoying to a 
person when dictating than to be 
interrupted by a telephone call to 
his stenographer. It breaks up his 
whole line of thought. A secre- 
tary who cultivates this habit is 
tempting the greased plank that 
tilts outward. 


No Salesmanship 


During a recent snowstorm | 
stopped at a large shoe store to 
buy a pair of rubbers. The clerk 
gave me a seat, unlaced and re- 
moved one of my shoes, carried 
the shoe away and disappeared 


for some 10 minutes. Then he re. 
turned, casually remarked they 
were just out of my size and re. 
turned and replaced my shoes. |] 
have since managed to get along 
without rubbers. 


* * * 


A retailer sends me a letter 
from a prominent stove manufac. 
turer. The dealer bought a line 
of his stoves. Then he wrote for 
some advertising matter—cuts for 
newspaper, window display stuff, 
circulars, pamphlets. The manuv- 
facturer wrote—“We do no ad- 
vertising. When we sell a dealer 
it is his job to advertise and sell 
the goods. Our job ends when we 
make a good stove and sell it at 
the right price.” 


* . * 


A farmer in Iowa wrote a well 
known manufacturer for a certain 
item in the hardware line. The 
farmer brought the answer to his 
local hardware merchant. This 
manufacturer wrote they sold the 
goods in large quantities to Sears, 
Roebuck & Co. in Chicago and 
referred the farmer to them. The 
hardware retailer sent me the let- 
ter. This manufacturer sells al- 
most every hardware wholesaler 
and retailer in the country. This 
Iowa retailer had a stock of the 
goods. The explanation was true 
and simple. A new clerk was an- 
swering the correspondence for 
the manufacturer. 


Industrial Cannibalism 


Industrial cannibalism is where 
merchants in the same line try to 
succeed by using every trick to 
get business away from their com- 
petitor. At conventions you will 
hear expert sales managers tell 
how to out-smart fellow members. 
Even members will stand up, ex- 
pand their chests, and tell how 
they out-smarted the other fellow. 
I have often wondered why mer- 
chants who had good selling ideas 
would go to conventions and tell 
all their competitors about their 
good ideas. 


* * * 


Here’s a story that I think has a 
point. On a certain island in the 
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“4 Cooper For two years Cooper has demonstrated the wide sales 
f. nan B appeal and profit-possibilities of a quality-built line 
- " 4 of power mowers as high-ticket merchandise for the 
d- P 7 hardware trade. 
a List Price 
" $84.50 Again in ‘39, this great line of power lawn mowers will 
' meet every demand of the trade for wide sales appeal, 
- top performance, freedom from service troubles and 
“ extra profit margins. Cooper leadership in quality, 
performance and reliability cannot be questioned. 
a Nationally advertised and stocked by leading 
Hl ’ hardware jobbers. Write your jobber today, or 
ng — ——- XX ask us to send you new literature and complete 
: —— x. information about the Cooper line for ‘39. 
Is  w 1% 
is ee 
e 
. COOPER MANUFACTURING CO. 
d 308 SOUTH FIRST AVE. MARSHALLTOWN, IOWA 
1e 
t- 
|. 
oT 
is 
e 
Je IT’S NEVER TOO LATE 
; TO LEARN! 
After you read your copy of 
HARDWARE AGE. go 
‘ through it again and see how 
0 many of the merchandising 
0 ideas, stories and editorial 
1 hints you can try in your 
I store. Remember, something 
S. Even the best of us can profit new is always interesting. 
“ by observing what the other You'll find plenty that is new 
. fellow is doing. This is par- in HARDWARE AGE. 
" ticularly true in the hardware 
: business. We have often been 
told of the successful out- Ww 
‘ come of some merchandising HARDWARE AGE 
idea that was prompted by a 239 West 39th Street 
HARDWARE AGE story. New York, N. Y. 
a 
e 
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3200 BELMONT AVE. 
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South Seas lived several tribes of 
cannibals. All was peaceful until 
food ran short. Then they started 
wars, killed their enemies, ate 
them and so brought about a food 
balance in the island. There was 
more to eat and fewer to do the 
eating. 

Then one day a wise old chief 
got up in meeting and said he had 
a good idea. Why not stop killing 
and eating each other but provide 
more food by planting more trees, 
caring for the crops and raising 
more pigs. 

In other words, this old savage 





in the fullness of his years came 
to the conclusion that at their 
tribal meetings they should stop 
teaching each other fighting tricks 
but study out what they could all 
do to increase the total amount of 
food on the island and so give na- 
ture a chance in a natural way to 
keep down the population. 

So they followed his advice. 
The island grew great and strong. 
When life became tiresome they 
organized expeditions and went 
over to weaker islands that did not 
understand the advantages of co- 
operation and cleaned them out. 











By ROBERT PILGRIM 











THERE 1S 
APPROXIMATELY 
ONE MILE 
OF WIRE IN 


A FULL SIZED | 
WINDOW SCREEN, 
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DIAMOND SAW TEETH! 
A LONDON, ENGLAND, MANUFACTURER RECENTLY 
FITTED THE TEETH OF A CIRCULAR SAW WITH 
OIAMONDS FOR CUTTING SLATE! 7HE SAW 
TEETH ARE EXPECTED TO WEAR /NOEFINITELY. 







Copyright 1939 by Hardware Aae 





AS PART OF THE 
CROWN JEWELS! 












23 
SALT AND 
PEPPER SHAKERS 
AND CONTAINERS 


HAVE BEEN 
COLLECTED BY 
L.c. GULLEY, OF 

VENICE, CALIF. 
HE HAS ONE PAIR 

THAT 1S 235 
YEARS oo! 
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5000-Year Time 
Capsule Completed 


HE casting and precision ma- 
chining of the seven-foot “Time 
Capsule” to be deposited 50 feet in 
the earth beneath the Westinghouse 
exhibit building at the 1939 New 
York World’s Fair has been com- 
pleted at the East Pittsburgh Works 
of the Westinghouse Electric & Mfg. 
Co. The 800-pound Cupaloy metal 
envelope will be addressed to people 
living 5,000 years from now and will 
preserve for scientists of 6939 A.D. 
a tangible record of life in our time 
and a secret of hardened copper. 
While this metallic message to 
the ages will preserve a cross-sec- 
tion of our modern achievements in 
science and art, as represented by 
news reels and books reproduced in 
microfilm and _ selected products 
from laboratories, factories, and 
cities, it will also contain the for- 
mula for Cupaloy, the copper alloy 
of which the capsule itself is made. 
Accompanying the “Time Cap- 
sule” on its trip to New York will 
be a six-foot inner crypt of heat- 
resistant glass. After a committee 
has selected a list of items represent- 
“a eross-section of our time”, the 
objects will be placed inside this 
glass envelope from which the air 
will be evacuated and replaced by 
an inert gas to act as a preservative. 
The sealed glass tube will then 
be wrapped with glass tape and em- 
bedded in a waterproof compound. 
Before the capsule is lowered into 
the World’s Fair ground, the last 
Cupaloy section will be assembled, 
shrunk-fit on tapering threads, pro- 
ducing a water-tight joint. 





The 5000-year time capsule 
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NO GUESSWORK — 
THIS DISPLAY SELLS! 


Yes, this new Norton Abrasives Scythestone Assortment No. 
497-A is so refreshingly different in its appeal that it’s sure 
to do a wonderful sales job in your store—even better than 
the original No. 497 Display of last year which featured a 
sales technique amazing in its results. 


Think of it! Only $4.97 for 33 fast-selling Scythestones 
(Electric Furnace, Natural and Fabricated) together with 
this free Display which gets one of each of the items right 
out in front of your customer. 


With an embossed gold background, and a sales message in 
contrasting colors of red and black, this Display will catch 
the cye of everyone entering your store. And a customer is 
as good as sold once he “gets the feel” of a Norton 
Scythestone! 


Order your Assortment now for Spring delivery. See your 
Jobber or write direct to: 


BEHR-MANNING 


(DIVISION OF NORTON COMPANY) 


2.42. Ae @ 
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Portable Electric Range 

The Eureka portable electric range 
is compact, smartly designed and per- 
forms all the functions of cooking. It 





has exclusive patented folding surface 
cooking units, current limiting switches 
and automatic oven heat control. It can 
be plugged into any convenient out- 
let. It is finished in gleaming white 
with jet-black plastic door and handles 
with smart chromium trim. Has baked 
vitreous porcelain enamel lining, heavy 
gaged, non-tipping shells, rock wool 
insulation and efficient oven ventilating 
design. Suggested retail selling price 
is $39.95. Eureka Vacuum Cleaner 
Co., Detroit, Mich. 


Aluminum Paint 


Maker claims the following features 
for this new aluminum paint: unusual 
leafing; no streaking or discoloration: 
will not chalk or rub off; tough durable 
film; increased coverage; special cans 
that eliminate leakage. The Sheffield 
Bronze Powder & Stencil Co.. Cleve- 
land, Ohio. 


Stanley Multichrome Line 


The Stanley Works, New Britain, 
Conn., has announced a complete line 
of “Multichrome” hardware—hinges, 











New and Im prened Merchandise—Display Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


latches, drawer pulls—finished in bright 
chromium with colored plastic inserts. 
offered in red, ivory. black, blue o1 
green. Dealer can stock various hinges. 
catches, etc., and a supply of different 
ly colored inserts. Colors can be 
changed quickly to suit customer’s re- 
quirements. Hardware is of brass 
(hinges either brass or steel, as speci- 
fied) with chromium finish. Plastic 
inserts are said not to chip, fade or 
peel and are easily cleaned. Stanley 











offers dealers a counter model equipped 
with this hardware that demonstrates 
how it works and looks when applied. 
Colorful envelope stuffer also supplied. 





Improved Pony Clamp Fixture 


Improvements in the Pony steel bar 
clamp fixture consist of new designs 
in the jaws but with the same gripping 








device differently arranged, so that in 
stead of pushing on the clutch and at 
the same time pulling on the jaw to 
move it rearwardly a pull of the fingers 
on the clutch handle serves both to un- 
lock the clutch and to move the jaw 
rearwardly. In the newer design, using 
the same spring tension on the clutch 
discs, only half the pressure formerly 
needed is now sufficient to operate the 
clutch discs. Increased leverage also 
makes it easier in proportion to release 
the clutch after heavy loading. Pony 
fixtures are finished baked enamel. Two 
styles of this fixture are shown. Ad- 
justable Clamp Co., 417 N. Ashland 
Ave., Chicago, III. 








New Atkins Line 


E. C. Atkins and Co., 410 South 
Illinois St.. Indianapolis, Ind., has 
added a complete line of tubular steel 
pulpwood frames. also pulpwood blades. 
fitting tools and files. No. 1 frame is of 
extra-strong high-carbon, tubular steel. 
oval shaped and uniformly tempered 
to withstand hard usage. It is adjust- 
able to any blade of 36 in. to 48 in. 
long by turning wing bolt lock. Blade 
held rigid by clamp which works on 
fulcrum for tension. Frame is blue 





lacquered and rust-resistant. Packed 
6 in a container, listed at $52.95 per 
dozen. The No. 2 frame is same as 
the No. 1 except that it has a short 
handle extending below the blade. 
Packed 6 in container and listed at 
$56.50 per dozen. Line includes five 
different blades, 30, 36, 42, and 48 in. 
long. One each of plain tooth, skip 
tooth, improved Universal tooth, and 
large and small tuttle tooth. Fow 
special fitting files, two types of raker 
gages and one saw set. 
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CASH IN ON INCREASED 
HAMMER BUSINESS 


Let the Cheney Sales Maker help you get 
more hammer business. This friendly, cap- 
able demonstrator-display is doing a real 
sales job in hardware stores—everywhere. 
The Cheney Nailer—the hammer that holds 
the nail, can be made your fastest selling 
item with the aid of the Sales Maker dis- 
play. Order a Sales Maker Carton today. 
In it are: 
10—16 ounce Cheney Nailers No. 938 
2—20 ounce Cheney Nailers No. 937 
1—1I6 ounce Cheney Nailer No. 938 
chained to display for demon- 
stration. 
i—Cheney Nailer Sales Maker display. 
Send your order today for the Cheney 
Sales Maker Carton and cash in on in- 
creased hammer business—immediately. 


HENRY CHENEY HAMMER CORP. 
Factory: Little Falls, N. Y. 
Sales Office: 302 Broadway, New York 
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FRICTION- 
LESS 


ATTRACTIVE 
DESIGN 
id 
QUIET, 
SMOOTH 
ACTION 


A 
PROFITABLE 
ITEM 


* 
STURDY 
CONSTRUC- 
TION 
e 
NEEDED IN 
EVERY HOME 
© 
ROLL IN ANY 
DIRECTION 

« 

BUILT BY 
BALL 
BEARING 

SPECIALISTS 
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MODERN CASTERS FOR MODERN HOMES 


“+ Aso’ Ball Bearing Casters are modern, streamlined 
casters which roll along on ball bearings on floors, 
rugs or carpets. A demonstration quickly sells a set of 
“ACMES” and one set sells another. Just roll an “ACME” 
on the counter and a sale is made. 





Increase your caster business and profits 


with “ACME” Ball Bearing Casters. 


THE ScHAtz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 
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) | ge Bek tay - 
SHOULD BE 


CALKED 


STOPS DRAFTS AND LEAKS 
oem £ UEL BILLS 


ISCERNING 

home owners 
are discovering 
that it costs less 
to calk all open 
joints than to con- 
tinue to waste 
money on fuel 
bills. As in the 
case of leading architects and build- 
ers, home owners 
have also found it 
pays to calk with 
Pecora, the  per- 
manent compound 
that will not dry 
out, crack or chip 
when properly ap- 
plied. 





WEATHERTICH 
wir» PECORA 





Here is an attractive profit item for 
every hardware dealer. Carry and 
push Pecora. Avail- 
able in bulk or 
non-refillable met- 
al cartridges for 
use with the new 
improved Pecora 
High Pressure 
Calking Gun illus- 
trated below. 








with 3 nozzles and 
4 cartridges of approx. 1 qt. each 


Shipped Express 7 
Collect for .00 


———— 


Other Pecora Products 
ROOFING CEMENTS 
FURNACE CEMENTS 
CASEMENT PUTTY 
METAL SASH PUTTY 

GLAZING PUTTY 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 


BOOKLETS 





Pecora Paint Company. Ine. 
Member of Producers’ Council, Inc. 
Lawrence & Venango Sts., Phila.. Pa. 
Established 1802 by Smith Bowen 
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Water Heater 

Has capacity of 5 gallons per min- 
ute. Maker states its low operating 
cost and ability to produce a large ca- 
pacity of 180-degree water, makes it 





ideal for all commercial establishments 
which must meet the new health require- 
ments, of 180 degrees for sterilization 
purposes. Heater has no moving parts 
or pressure valves to wear out. The 
new “modulator” burner mixes air with 
gas on four different and _ separate 
occasions to produce perfect combus- 
tion. There is no direct flame impinge- 
ment upon the coils thus eliminating 
possibility of coil replacement. Maxi- 
mum heat is accomplished by means of 





finned coil heat element incorporated 
in design. There is no liming. Heg. 
er is 40 in. high and weighs 106 Ibs, 
The Burkay Co., Toledo, Ohio. 


Two Row Traction Duster 


According to the manufacturer, this 
duster is four times faster than ordj. 
nary hand dusting, taking care of two 
rows in half the time. It has high air 
velocity, low power requirement and 
provides a constant mechanical agita. 
tion with a positive regular feed and 
easy immediate control to any rate of 





flow desired. It can be “free wheeled,” 
by pulling backwards as one would a 
wheelbarrow. The Root Mfg. Co., 1051 
Power Ave., Cleveland, Ohio. 








Child Craft Posture Pottee 


Said to cut in half the time ordinari- 
ly needed for toilet training because the 
raised front construction automatically 
causes the child to lean forward in a 
natural position. A patented locking 
device fits safely and securely every 
type of adult toilet seat. Has no 


springs to get out of order. Large 
safety strap holds baby securely with- 
out undue pressure. Has adjustable 
foot rest. Several models, some with- 
out features and refinements of the 
Posture Pottee, are available. Easel 
is supplied which holds three models. 
Hamilton Mfg. Co., Two Rivers, Wis. 
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Androck Furnace Ash Ladle 


g. Heat. 
106 Ibs, No. 60—for removing ashes, etc.. 
from fire box of any furnace. Adapted 
to furnaces with stoker installaticn. 
Ladle is adjustable. Steel shank can 
ster be bent to fit depth of particula: fire 
Irer, this 
lan ordi. | 
e of two x “\ —— 
high air P . 
lent and pit. Ladle is 5 inches square made | 
al agita. of heavy No. 20-gage steel. It is se- | 
feed and curely welded to a % in. round steel | 
- rate of shank with a 5-inch natural finish sure- | 


grip wood handle. All steel parts | 
finished in Bakelite aluminum. Length | 
overall, 37 in. Michigan Wire Goods 
Co., Niles, Mich. 





Table Tennis Displays | YOU Cc A ih 
The Harvard revolving display rack 

holds 6 bats and is supplied free with | 

the purchase of $12.00 worth of bats of SE L a 
any style made by the manufacturer. | 

The other display is also given free 
with an order of table tennis sets or | 

accessories. It is made of plywood. bee 
printed in colors—the same as a tennis | 

table—and has a miniature net attached ste : 
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ee , ' : OUTSIDE VIEW 





1eeled,” (Closed) 
ould a 

.» 1051 

; PRACTICALLY 

—E | = 

— | ON SIGHT! 

Large , Demonstrate this simple device and watch 

y with- A the company s de luxe brackets. | women do the selling on the landlord! 

ustable a a: a a cuchagy how | 1. Batt Beartnc Action—Simply raise ball 

> with- ; ne to right or left with finger tip to open. 


Py can be used at any time. Harvard | 


Specialty Mfg. Corp. 99 Broadway, 2. CLroses & Locks ItseELF—Remove finger 





Easel Cambridge, Mass. from ball and Inquirer closes and locks 
nodels. automatically by gravity. Can’t be opened 
, Wis. | from outside. 
3. No Sprincs—No Knoss — There are no 
springs, knobs, catches or other parts to get 
out of order. Shutter closes and locks itself. INSIDE VIEW 
(Open) 


4. Two Sty.tes—Top illustration shows the 
Inquirer. Bottom illustration shows the 
same device with a knocker. 


5. Cope AprprovaAL—Inquirers meet Fire and 
Building Code regulations. 
6. APARTMENT NumsBers—aAIl Inquirers have 


name panel. Can be furnished with or with- 
out matching numeral panel as desired. 





7. FrnisHes — Stock finishes are Sprayed 
Statuary Bronze, Sprayed Silver, Sprayed 
Old Iron, Polished Brass. Packed one to the 
box with four screw sizes to cover range of 
door panel thicknesses. 





Write for prices today. 















new P(E |] Lom FRANCIS KEIL & SON, INC. 


401-425 East 163rd St. New York, N. Y. 
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Ball Pein Hammer 


Display It and 
You’ll Sell It 


An excellent value, priced to 
sell fast, with good profits. 


Made of fine hammer steel 
with polished face and pein. 
Select hickory handles. In all 
popular sizes. 


Ask for catalog. 


THE VLCHEK TOOL CO. 
3001 E. 87th St. Cleveland, Ohio 


QUICKER SALES 
FASTER TURNOVER 
MORE VOLUME 
BETTER PROFITS 


VLCHEK 
TOOLS 
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DeLuxe Shelvador 


Cabinet redesigned. It is of one- 
piece construction, electrically welded 
into one complete unit. Rock-wool in- 
sulation is sealed in and cabinet is 











finished in white dulux. Hardware is 
chrome finished. Porcelain food com- 
partment has an acid-resisting stain- 
less bottom. Each model has an auto- 
matic interior light. All models have 
built-in shelves in the door, and the 
Electro-saver hermetically sealed mech- 
anism. Newly styled evaporator is set 
off by an attractive radio-type tempera- 
ture control of blue tennite and _pro- 
vides 18 different temperature adjust- 
ments. Other features include two- 
position sliding shelf, ovenproof pottery 
set, and clear glass jars with close-fit- 
ting lids. The Quick Release Cube 
Tray has been redesigned to make it 
still easier to remove desired number 
of ice cubes without disturbing the 
remaining ones. Shelves are remov- 
able. Fast-freeze compartment is con- 
veniently placed in the evaporator. The 
Crosley Corp., Cincinnati, Ohio. 





1939 Rollfast Bicycles 


The 1939 Rollfast bicycles, veloci- 
pedes, and playcycles are being pro- 
duced with a Polymerin finish. All 
frames and forks are prepared for the 


Bonderized rust-proofing and the Poly. 
merin finish by a sand-blasting process 
which is said to result in a smooth 
surface and makes possible the final 
mirror-like appearance. Maker states 
tests show that Polymerin’s hard film 
will withstand jarring, hammering and 
all sorts of abuse, and it has no ten. 
dency to chip and resist corrosion as 
well as acids, grease, or oil. D. P. Har. 
ris Hdw. & Mfg. Co., Inc., 99 Chambers 
St.. New York City. 





Interior Colors 


The Sherwin-Williams Co., 101 Pros. 
pect Ave., Cleveland, Ohio, has an- 
nounced five new colors in its enameled 
line—pearl gray, cream, sunny yellow, 
peach and flame red. In its semi-lustre 
line, company is offering six new 
shades—mist blue, peach, nile green, 
vogue blue, cocoa beige and French 
green. 


Cabinet Hardware 
Demonstrator 


Dealers get $10.00 worth of Luster. 
Chrome cabinet hardware free with 
this new Luster-Chrome Demonstrator 
being introduced by the American 
Cabinet Hardware Corp., Rockford, Il. 


Jo 
as 


RNIZE WITH MATCHED 
om Cabinet Hardware 
—aE. 


= 


The sale of this free hardware returns 
the full $10.00 invested so that the 
Demonstrator actually costs the dealer 
nothing. The Demonstrator sells for 
the dealer by demonstrating the actual 
application of various types of cabinet 
hinges, pulls, catches, etc. on operating 


doors. The colorful display of deluxe 
pulls in ivory, yellow, green, del- 
phinium blue, red, and ebony black is 
attention-compelling. The demonstrator 
shows three distinct design groupings 
at graduated price levels, with hinges, 
pulls, knobs, and catches of each group 
matched in design. It is 22 in. high 
by 15 in. wide. A sign for the top of 
the Demonstrator especially designed 
to tie up with National Hardware Week 
is available on request. 
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L.O. N_G_E ST ROPEWAL 





WALK-LAID 
MANILA ROPE 
+) 


~soltd- 


Wall distributors and deal- 
ers know how confidently 
they can furnish Wall Manila 
Rope for the toughest kind of 
job and have it give full sat- 
isfaction. 


The Wall Line is complete 
in all standard sizes and types, 
“the right rope, in the right 
lay, for the job in hand.” 


Wall distributors and Wall 
dealers are getting bigger rope 
sales-volume and building up 
profits. Know the full mean- 
ing of Wall cooperation. Write 
in for the facts. 


WALL ROPE WORKS, Inc. 


48 South Street New York, N.Y. 
Factory: Beverly, N. J. 


“tege 
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No. 1124 Screen and Storm Window Sets 


Illustrations HALF SIZE 


One pair No. 724 Cadmium Plated Screen or Storm Win- 
dow Hangers. One !'/2 Hook and Eye complete with screws. 
Each set packed in an envelope. One dozen sets in a box. 


No. 730 Wrought Steel Loose Pin Hinge 
With Button Tip 





[lustration ONE-THIRD SIZE 


Loose pin hinge with button tip. Full surface. Length of 
joint 3 inches. Screw holes of one leaf are countersunk on 
both sides. Packed half dozen pairs in a box with screws. 
Size of screws 34 x 8. 


No. 1706 Screen and Storm Window Sets 





Illustrations HALF SIZE 


One pair 2x2 No. 706 Cadmium Plated Loose Joint Butts 
with Brass Pins, one |'/2 Hook and Eye. Complete with 
screws—each set packed in an envelope, one dozen sets in a 
box. Specify right or left hand. 


SEND FOR CATALOG DESCRIPTIVE OF FULL LINE 


(SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 
MANUFACTURERS Fa 
AGENTS: — 


NEW YORK: 45 Warren St. BOSTON: 100 Purchase St. 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. 














K IN THE WORLD 

















Cash In On 
OFA/IIN 


The popular Lufkin “Red End” 
Rule and Universal Steel 
Tape shown here are only 
two of the hundreds of famous 
Lufkin measuring devices 
that dealers find so easy to 
sell. The name Lufkin has 
become a by-word for quality 
with users of tools from 
“handy men” to skilled 
mechanics everywhere. 


Show Lufkin measuring 
devices and see for yourself 
how quickly buyers take to 
these outstanding tools. 


FA/N 


SAGINAW, MICHIGAN 


TAPES - RULES . 





New York City 


PREGISION TOOLS 





Safety Peephole 

The Keilson Inquirer for apartment 
doors operates by sliding a_ small 
shutter to the :ight or left. Slide closes 


me 
ree | 


id 





and locks automatically the moment it 
is released. Made in 3% in. by 3% in. 
size and can be furnished with or with- 
out the apartment number plate. A 











second style, the Keilson Knoc-Quirer 
incorporates an attractive door knocker, 
obviating a push button and electrical 
work at the apartment door. Fu-nished 
in several finishes. Francis Keil & Son, 
Inc., 402 E. 163d St., New York City. 


Holo-Krome Merchandiser 


The No. 497 safety set screw and 
wrench display carton is a_ sturdily 
constzucted, brilliantly colored, cut-out 
counter display containing popular 
sizes of safety set screws that fit house 
hold articles such as: oil burner, sew. 
ing machines, bicycles, lawn mowers, 
farm machinery. and other types of 





Note kRome| 
ey FIBRO ‘RROME : 


SET SCREWS 





equipment and machinery. Individual 
boxes, plainly marked for each screw 
and wrench, invite customer inspection 
and quick selection by the merchant 
of sizes desired by the customer. This 
assortment contains 144 safety set 
screws and 48 safety set screw wrenches. 
List price is $9.05. The Holo-Krome 
Screw Corp., Hartford, Conn. 











Wire Screen Cloth Display 


The New York Wire Cloth Co.. 
500 Fifth Ave., New York City, intro- 
duces something new in window dis- 
plays. This display is printed in fom 
attractive colors on Corro-Buff. It is 
6814 in. in length, 48 in. in height, and 
is made to fit any window and designed 
to catch the eyes of all who pass. 


Colors are brilliant and change with 
different angles of light. Wings and 
foot piece are scored to permit size 
adjustment. Construction of base ma- 
terial allows forming to fit any contour 
either in window or store. Display is 
free to distributors of Opal (galva- 
mized) zinc-coated or Liberty bronze 
screen cloth. 
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-HERE’S HOW. 
To Obtain | 
Business NOW! 


Distribute information of your 
products or services to all your 
prospects and customers at fre- 


ae | 


quent intervals. Never let up edu- 
cating them on the merits of 
what you have to offer. 


Remember there is no greater or 
more important business than 
that of disseminating informa- 
tion—He who does this well— 
Prospers! 


And if your information is to be 
sent to wholesale and retail hard- 
ware dealers and other distribu- 
tors in the hardware trade we feel 
certain we can help you. 


For we have available to you an 
addressing and mailing service, 
and can supply you with mailing 
lists, that we do not hesitate to 
say will assure your Direct Mail 
Sales Promotion Advertising 
maximum success. 

We shall be glad to give you the 
details. 
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Direct Mail Addressing Department 
239 West 39th St. + New York, N.Y. | 
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NEW CUSTOMERS WITH 
TUCKER’S LINES 





PROFIT FOR YOURSELF— 
FAST TURNOVER 


Let a colorful Tucker display 
promote your folding furniture 
sales this spring. Brilliant 
color, harmonious design, , / 
smoothness and completeness A hy 
of finish all tend to make the 
Tucker line self-selling. You 


can’t miss on a line already Z a 
among fy eran eum \ 


established as 


tops 
folding furniture. 





The chair 
‘“‘forty’’ series and is representative of 
the Tucker line of lawn furniture, 
which has long been a favorite. Other 
chairs in the ‘‘forty’’ series come with- 


illustrated is one of the 


out footrests. Folding rockers and 
settees are also available. 


TUCKER’S FISH-N-FLOAT 


Among fishermen, 
the Fish-N-Float is 
fast becoming a best 
seller. Comes in 
three sizes and two 
designs which in- 
corporate aie zipper 
and lace arrange- 
ment for holding 
pneumatictube. New 
style leg propellers 
for maneuverability. 








| Tucker has a varied and interesting 


FREE 
CATALOG 


Write today for 
free _ illustrated 
catalog cover- 
in complete 
Tucker line. 


line of children’s furniture and novel- 
ties. Sturdily built of hardwood to 
withstand the hard usage given by 
children. Juvenile set illustrated is 
No. 100 table and No. 85 juvenile 
chairs. 





TUCKER 


DUCK AND RUBBER COMPANY 


Dept. D-2 Fort Smith, Arkansas 
















GIVES A 
CONVENIENCE 
THAT 

HOUSEWIVES 



















OPENS 
BOTTLES 








Right at hand when needed— | 
completely out of the way when 
not in use! The ONLY can 
opener that swings back 
against the wall— 


Easy operation with one hand 
—Opens round, square or oval 
cans—holds the can firm, lifts 
the cover for easy removal— 
Then swings back flat against 
the walll 


Special INTRODUCTORY 
PRICE FOR 


Watiomal HARDWARE WEEK 


D. E. Sanford Co.—West Coast Representative 
Fox Agencies—Canadian Representative 
Southwest Consolidated Co.—Dallas, Texas 


Write for Details! 


STEEL PRODUCTS 


MFG. COMPANY 


THE MERCHANDISE MART - CHICAGO 
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Handyman Screw Driver 


This new “Yankee” Handyman screw 
driver, No. 133-H, retailing at $1.25, 
features the automatic return of the 
handle to starting position by means 





of a spring built into the handle itself. 
Return action occurs promptly and 
smoothly from any point of the stroke. 
maker states. It can also be used as 
a push drill when used with the “Yan- 
kee” chuck and drill set. Other acces- 
sories are a countersink reamer and a 
bit for small screws. Handyman is 
packed in sets of four in a colorful 
orange and black merchandiser, 6 by 
3% in. Mounted on a separate coun- 
ter display card, which can be shown 
with the No. 133-H merchandiser are 
three containers holding sets of “Yan 
kee” chuck and three drills each retail- 
ing at 39 cents a set. All accessories 
can be used also with the Handyman 
No. 33-H, a spiral driver retailing for 
$1.00 and packed in display packages of 
six. North Bros. Mfg. Co., Philadel- 
phia, Pa. 


Can and Bottle Opener 





“Swing - A - Way” — maker states it 
opens cans of any. shape, leaves the 
edges clean and dull and nips off bottle 


tups in a jiffy. Has a guide for the 
can so that it need not be held. When 
not in use it “Swings-A-Way” to lie 
flat against the wall. Retail selling 
price in the East is $1.29. Steel Prod. 
ucts Mfg. Co., 1418 Pendleton Ave. 
St. Louis, Mo. 





Oil Stove Booklet 


The Perfection Stove Co., Cleveland, 
Ohio, is offering booklets and folders 
describing Perfection oil ranges and 
stoves. A 24-page booklet contains 
illustrations showing the line. 





Reflector Spinner Display 


No ApJUSTING 





Attractively colored display cards that 
are attention-compelling and sales-mak- 
ing have been created for the Gammon 
Reflector Spinner. The cards are free 
and can be used either on counter or in 
window. Benjamin W. Gammon, 215 E. 
22nd St., New York. 


Three-Color Flashlights 


Two and three-cell focusing flash- 
lights, to retail with batteries at 49 
cents and 89 cents respectively, in 
vivid three-color combinations of chro- 
mium, red, and black, have been an- 
nounced by the Winchester Repeating 
Arms Co., New Haven, Conn. These 
lights are available only in deals CK 
89 and 49. Deal CK 89 consists of six 
No. 9919 three-cell, three-color lights in 
individual cartons. 48 No. 1511 Super 
Seal unit cells in new display carton, 
and’ one free pyramid display easel 
printed in five colors. Deal CK 49 con- 
sists of six No. 9819 two-cell focusing 
three-color spotlights packed in a strik- 
ing Si-Me twin counter display and 48 
No. 1511 Super Seal unit cells. 
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Watch Those 
Fixtures! 


USINESS men operating in 
rented buildings are again re- 
minded by a recent California de- 
cision that they may lose ownership 
of equipment and fixtures installed 
in such buildings. The theory of the 
law is that fixtures and other items 
“permanently” attached to the build- 
ing or other part of the real estate 
become part of the building by so- 
called annexation. Thus the owner 
of the building acquires ownership 
of the permanently attached fixtures. 
The right of the owner of a build- 
ing to claim equipment and other 
items attached to the building de- 
pends on the so-called “perma- 
nency” of the manner in which the 
items are attached and also on the 
intention of the parties at the time 
the items were annexed to the build- 
ing—that is whether or not it was 
intended that they should be perma- 
nently affixed to the real estate. 


Test of Intention 

“This court has recognized.” says 
the Supreme Court of California, 
“the test of intention to make an 
article a permanent addition to the 
realty as manifested by the physical 
facts and has included the character 
of the annexation and the use for 
which the article is designed as ele- 
ments employed for the purpose of 
defining the intention of permanency. 
A thing becomes a fixture when it is 
permanently attached to the real 
estate, and permanence has refer- 
ence to intent. By virtue of the 
importance of intent a tenant may 
be permitted to remove an article 
installed by him constituting a trade 
fixture. 

“The fact that articles affixed are 
necessary and convenient to the use 
of a building for the purpose for 
which designed, is generally treated 
to indicate that the fixtures are part 
of the real estate.” 

There are two ways in which a 
business man may protect himself 
against losing the ownership of fix- 
tures and equipment to the owner 
of the building in which he has in- 
stalled them. One is by not attach- 
ing anything to the building “per- 
manently.” The other is to get the 
landlord to sign a paper agreeing 
that the tenant may remove, at the 
end of his lease, any and all items 
which he may have installed in the 
building during the term of his 
lease. 
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Complete, satisfactory service 
cannot be developed in a day 
—or in a few years. It is the 
result of long experience, con- 
tinuous, active development 
and expansion toadequate 


proportions to satisfactorily meet the needs of every customer. 


R B & W, as one of the world’s leading and oldest manufacturers 
of industrial fastenings, stands alone in its ability to provide 
such service—and actively exercises this ability. 


You can meet all customers’ demands by maintaining a stock of 
R B & W quality products: Bolts, Nuts, Rivets, Screws and 
Washers furnished from large warehouse facilities which insure 


prompt delivery. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N. Y. 
SALES OFFICE 


ROCK FALLS, ILL. 
CHICAGO * DETROIT: PHILADELPHIA 


$s: 


CORAOPOLIS, PA. 


DENVER * SAN FRANCISCO - LOS ANGELES * SEATTLE * PORTLAND 








finger to five different 
watering positions as 
shown below. Exclusive 
Sprinkl-Nozzle feature. 














All 


A SPRINKLER AND NOZZLE 


Mm 


HANDIEST SPRINKLER ON THE 
MARKET. Can be held in hand or 
stuck in ground. Four adjustable 
sprinkling positions provide water 
spread up to 18 ft. Nozzle position 
gives 38 ft. reach on average 
water pressure. Easily moved 
or adjusted without turning 
off water. Rustproof. Finish- 
ed in attractive colors. 
Mail coupon today. 


One! Cthat’ 










THOMAS PRODUCTS CO., 15465 Indiana Ave., Detroit, Mich. 


O) Send complete information. 


O Send __ 


Name 
Street 


City — 





My Jobber is 


___doz. Sprinkl-Nozzles at $2.25 per doz. postpaid. 





SERVICE 









RETAILS 29¢ 
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Cost No More 
US 


POULTRY NETTING 


H 



































THE 
PERFECT 
HEXAGON -MESH 
NETTING 

LOCK-TWIST Weave 


More Uniform 
Stronger, more rigid 
Ss ith, even 


Rolls out flat 
Easier to handle 
Stretches lectly 
COSTS NO MORE 





Buyers recognize the 
superiority of 

HEXLOK Poultry Net- 
ting the moment they 
see it. The smooth, 
symmetrical design the 
strong, uniform con- 
struction, the all ‘round 
finished workmanship 
stamps it immediately 
as a quality product— 
easier to show, easier 
to sell, more satisfac- 
tory in every detail to 
dealer and consumer. 


U.S. HEXLOK is made 
of longer-lasting Cop- 
per-bearing Steel Wire, 
pure zinc galvanized. 
Readily ae ble from 
your jobber in one or 
two-inch mesh, Gal- 
vanized Before cr After 
Weaving; all standard 
widths, 12 to 72inches. 


US. 
, sia TLOK | 


a LRA ILO 









THE 
=m ORIGINAL 
STRAIGHT-LINE 
NETTING 






wires 
joints 






cut 


STRAITLOK 
ieciee Netting is wo- 
ven like farm fence with 
straight, parallel line 
wires a its full 
lengt 


mC STt ae en iim § it is more economical 
Leer to use because it re- 
eT quires no wood top-rail 
or baseboard; takes 
fewer posts. It is ideal 
for building poultry runs 
because it can be taken 
down and re-stretched 
as needs demand. 


U.S. STRAITLOK 
also is made of Copper- 
bearing Steel Wire 
Belo zine galvanize 
re or After Weav- 
ing. One or two-inch 
mesh; standard widths 
. 12 to 72 inches. Ask 
your jobber or write 
direct! 


INDIANA § anny & WIRE aaa 
CIE, - - INDIAN. 
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Better, Cheaper Hardware Today 


(Contiuued from page 65) 


something about these men, Mr. 
Shapleigh?” 

Mr. Shapleigh: “You see, in the 
early days of St. Louis, it required 
great courage to operate a busi- 
ness in which you had to have a 
great deal of your money tied 
up in goods. Transportation was 
slow and often hazardous, and the 
West was a virtually uncharted 
country whose future no one could 
be sure of. Money was scarce and 
interest rates terrifically high. It 
required a great deal of the pi- 
oneer spirit, and optimism for the 
future, to invest your time and 
money in shipments of hardware 
which—for all you knew—you 
might never be able to sell. 


“But our city’s first hardware 
men had a boundless faith in the 
future of the West, and they had 
the sagacity and the foresight, and 
incidentally the courage, to main- 
tain the huge stocks which they 
believed would be necessary to 
satisfy the demand for goods of 
this kind. In this way, they made 
it possible for the men who were 
opening up this territory to buy 
anything they needed in St. Louis, 
and so the city came to be known, 
from the very beginning, as a 
center of the hardware trade. 
Moreover, they conducted their 
business in a very capable and 
fair manner, and these facts, 
coupled with the city’s geographi- 
cal position, made their trade 
grow steadily. As early as 1845 
the city had a large wholesale 
trade, not only in this district, but 
far up and down the Mississippi 
and Missouri Rivers. Then came 
the gold rush of 1849, which 
sharply increased business of all 
kinds here. This was the chief 
outfitting point for westbound 
travelers, you know, and they re- 
lied on St. Louis business firms 
for all the products necessary for 
their long journeys. The early 
hardware companies here played 
an important part in building up 
the West.” 

Announcer: “And do many of 
these old St. Louis hardware firms 
still survive, Mr. Shapleigh?” 


Mr. Shapleigh: “Yes, a good 


many of the familiar companies 
of today have histories dating 
back more than 50 years, some 
of them to before the Civil War. 
A few of them, with which you 
are probably familiar, are the 
Simmons Hardware Company, the 
Witte Hardware Company, and 
the George A. Ruebelmann Hard- 
ware Company.” 

Announcer: “And, of course, 
your own firm as well. Mr. Shap- 
leigh, conditions in the hardware 
trade have changed greatly since 
those early days, have they not? 

Mr. Shapleigh: “Oh, yes; just 
as in all other lines of business, 
hardware has witnessed a great 
improvement in the past century, 
both in quantity of products, 
quality, and the price at which 
the public can obtain goods. I 
doubt whether the first hardware 
house in St. Louis stocked 50,000 
items, as today, or indeed any- 
where near that amount. 

“Then as to quality, it is inter- 
esting to look at some of the early 
hardware items, such as the locks 
and keys which guarded the first 
St. Louis doorways, which we 
have preserved in our office. These 
early locks and keys were hand- 
wrought, and I must say that they 
were very beautiful examples of 
workmanship, but according to 
modern standards, they were very 
clumsy and expensive. 


“My father recalls that when 
he’ first entered the business two 
of the leading items of trade were 
bear traps and musical instru- 
ments, such as violins and _ har- 
monicas, to keep the trappers en- 
tertained in the long winter 
months when they were isolated 
from the rest of the world. And 
also spectacles, which — queerly 
enough, once were considered a 
hardware item. In the spring 
months, when the rivers were high 
and it was possible to ship goods 
far up the Mississippi and Mis- 
souri and their tributaries, bear 
traps would be piled up in the 
store in a stack large enough to 
fill an entire room. Today, of 
course, the bear-trap trade is some- 
what subnormal, to say the least.” 
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LIGHT CONDITIONING 


BULB 


NEW SUPERLITE bulb has 
PI viare-free vlow to the 





ORDINARY INSIDE FROSTED 
bulb has harsh fila 
are spot 





SELLS ON SIGHT 


One look sells your customers on these remarkable 
new Wabash Superlite bulbs! 

For here’s real light conditioning . . . gentle, glare- 
free, restful, 100% usable light—without need for 
any diffusing equipment. In fact, low-cost light 
conditioning at the price of bulbs alone! 

Get all the facts. Ask your jobber, or write Wabash 
?< cc Corp., 169-B1 Carroll Street, Brooklyn, 
N. Y. 

THE 


vew WABASH 
SUPERLITE 


THE MODERN LIGHT CONDITIONING BULB 
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PIN TUMBLER 
EXTRUDED BRASS 


PADLOCKS 


FIRST IN QUALITY, FIRST IN SECURITY and 
FIRST IN PROFITS for HARDWARE MEN. 
That's why most dealers always show it FIRST 
to lock customers. 





EAGLE. 


a Je: ice CO. 
26 Warren Street -- New York 
Branch Offices: 


| 521 Commerce St. 179 N. Franklin St. 114 Bedford St. 
Philadelphia, Pa. Chicago, Ill. Boston, Mass. 


Works at Terryville, Conn. 








Store Door 
Trunk Locks 

Front Door Sets 
Padlocks 

Dead Locks 


| Night Latches 
| 


Stove 








Sets 


Cabinet Locks 
Wood Screws 


Bolts 


Machine Screws 
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AN EXTRA 
SALE 


EVERY TIME 





wHen THE ACME 


Corrugated Fastener Carton is 
on your counter 


You can sell your customers “something 
else” and make the additional profit when 
the Acme Corrugated Fastener display car- 
ton is on your counter. Home owners, car- 
penters, workers in many crafts, in fact 
nearly everyone who can use a hammer is 
a potential buyer of these improved fas- 
teners. 





Stronger joints are made easier and faster 
in almost any kind of wood product with 
Acme Tack-Point Corrugated Fasteners. 
Mail the coupon for a free sample box 
and you can see why they sell fast. No 
obligation. 


If your jobber can’t supply you write us 
direct. 


PACKAGED IN 3 POPULAR SIZES 


ACME STEEL COMPANY 


General Offices: 2838 Archer Ave., 
Chicago, 


Branches & Sales Offices in Principal Cities 


WRITE FOR 


Rito 
FREE SAMPLE BOX \- Cnt 
~ 





Acme Steel Company, 
2838 Archer Ave., 
Chicago, Iil. 
Gentlemen: 


Send me, without charge, a sample 
box of Acme Tack-Point Corrugated 
Fasteners. 


Name 
Address 


City State 
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Announcer: “Why, yes, I should 
certainly think so. But, sir, you 
were speaking about the higher 
quality of goods today, and the 
cheaper price. How has it been 
possible to bring about both of 
these things at the same time?” 


Machine Made Products 


Mr. Shapleigh: “Well, one great 
factor, of course, has been the 
development of machine - made 
products. As I was saying a 
moment ago, all locks and keys, 
for example, were hand-wrought 
not so many years ago. Now the 
inventors and manufacturers have 
found ways of using machines to 
do this hard work and the tedious 
work connected with the making 
of hardware. 

“The phrase, ‘pin money,’ you 
know, originated because in the 
Middle Ages the common house- 
hold pin was a prized luxury, 
costing a relatively high sum 
which forced housewives to save 
their money in order to obtain 
these very useful articles. Today. 
of course. pins are made so 
cheaply by modern business meth- 
ods that we wouldn't think of 
giving them a special place in the 
household budget. 

“And much the same thing is 
true of such an equally simple 
article as nails. Iron nails were 
known as far back as Roman 
times, but it was not until about 
1700 that anyone discovered a 
more efficient way of making them 
than forging them by hand. To- 
day they are cut from wire by 
machine—a process which is so 
efficient that you can buy nails 
almost as cheaply as the wire 
from which they are made. A 
single workman, equipped with 
one of these modern machines, can 
turn out as many as 400 of them 
a minute—which is at least 400 
times as many as a single man 
could make before 1700.” 

Announcer: “That machine 
must have thrown a lot of nail- 
makers out of work.” 

Mr. Shapleigh: “No, I don’t 
think so. What it did was create 
a much greater demand for nails, 
by making them cheaper. And 
also, it made the nail-maker of 
much greater value to society. by 





giving him greater efficiency. A 
man turning out nails by the slow 
and tedious process of forging 
them couldn’t make a great deal 
of money, even though the price 
of the nails he made was high. 
But a man turning out several 
thousand of them a day - ig. per- 
forming a very useful task for 
society, and society can afford to 
pay him more than it could his 
predecessor. As a result, nails are 
infinitely cheaper, the world is 
able to use many more of them 
than ever before, and all these 
men are paid more money. As | 
see it, this is the fundamental 
principle of American business— 
first, to develop better ways of 
manufacturing and_ distributing 
products, through inventiveness 
and good management; and sec- 
ond, to build up funds, or what 
is called capital, through saving 
and investment, so that each work- 
man can be provided with better 
tools—such as this nail making 
machine—which will make him 
able to produce more and there- 
fore to earn more at the same time 
that the thing he makes can be 
offered to the public at a cheaper 
price.” 


A “Joke Board” 


Here is another “board” idea, 
but this time it is a “Joke Board” 
used in the sporting goods depart- 
ment of a Southwestern store. The 
department manager originally 
erected the blackboard to post the 
names of winners in a “big fish” 
contest he conducted; but before 
the contest was over some custom- 
er with a humorous turn clipped 
a cartoon out of a newspaper. 
posted it on the board and wrote 
a friend’s name on it. It was sup- 
posed to disparage the friend’s 
fishing prowess. The “wronged” 
friend retaliated with another car- 
toon. Before the department man- 
ager realized it, more than a score 
of customers were using the board 
to poke fun at their friends. To- 
day it carries an average of 60 car- 
toons and rough drawings, allud- 
ing to hobbies or shortcomings of 
customers. Those who post the 
cartoons get a great kick out of it 
and those “maligned” don’t ob- 
ject in the least. 
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Patman Anti-Chain Store Bill 
Chance of Passage Doubtful 


Although there are no indications that anti- 
chain store sentiment is waning in Congress 
there is doubt expressed that H.R.1 will rec- 
tify a situation which gives chains unmerited 
advantages over independents. Mr. Patman 
answers McKesson-Robbins criticisms. 


By L. W. Morrett 


Washington Representative 
of Hardware Age 


HE Patman anti-chain store 

tax measure, which became 

identified as H.R.1 early in 
January when the Congressman 
from Texas dropped it in the Con- 
gressional hopper ahead of all other 
bills, has little chance of passing 
this session, observers close to the 
Congressional scene believe. 

While there are no indications 
that anti-chain store sentiment is 
waning in Congress, there are un- 
mistakable signs that a majority of 
the legislators doubt that the Pat- 
man bill, which has been frankly 
described by sponsors as a measure 
to tax the chain store out of ex- 
istence, represents a method by 
which they can rectify a situation 
which some of them feel requires 
remedial action. 

Representative Wright Patman, 
co-author of the Robinson - Patman 
anti-price discrimination law and 
other measures designed to safe- 
guard the interests of independent 
retailers, is understood to have been 
promised that hearings on his new 
bill will be called but only after 
more pressing matters have been 
dispensed with. The House ways 
and Means Committee, to which his 
bill was referred, has revision of the 
Social Security Act on its calendar 
and, of course, the more important 
matter of acting on a new Adminis- 
tration tax measure. 

Despite the promise for hearings, 
however, it is doubted by many that 
they will materialize. Chairman 
Doughton, Democrat of North Caro- 
lina, has persistently declined to dis- 
cuss the committee’s attitude on the 
Patman bill. 

Designed to impose a graduated 
excise tax on chain store systems 
operating entirely within one state 
and a graduated tax multiplied by 
the number of states in which an 
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interstate chain system operates. 
H.R.1 is identical with the Patman 
measure introduced last session ex- 
cept that Speaker Bankhead de- 
clined to allow the Congressman to 
add to the bill the names of 73 co- 
sponsors, 32 of whom were defeated 
for reelection to Congress. 

Under the ruling made by the 
speaker of the House, the practice 
of affixing to proposed legislation 
the names of co-sponsors is pro- 
hibited. Also ordered eliminated 
from the Patman bill was the 
lengthy preamble, whose purpose 
was to supply constitutional fortifi- 
cation and justification for the pro- 
posal. 

Representative Patman insisted in 
a recent radio speech that “more 
than 100 members of Congress in 
the House of Representatives have 
already informed constituents that 
they will vote for this bill.” While 
this statement has been substanti- 
ated to the extent that several new 
members of Congress appeared at 
one or two Patman meetings and 
displayed an interest in the chain 
store tax measure, neither the 100 
supporters claimed by Patman this 
session, nor the 73 co-sponsors last 
session, are considered to be a 
formidable number as_ contrasted 
with a total House membership of 
435. 

“Tt is my contention that when the 
people get the truth about the Fed- 
eral Chain Store Tax Bill, and ex- 
press themselves to their Congress- 
men, the bill will pass Congress by 
an overwhelming majority and will 
be signed by the President of the 
United States,” the Texan said in 
his radio speech. He described his 
measure as one permitting the use 
of the taxing power of Congress to 
curb chain stores without resorting 
to a plan of doubtful constitutional- 
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THE 


reenlee 


EXPANSIVE BIT 


Any customer having a more or less limited 
number of holes to bore in various sizes 
is a good prospect for the Greenlee Setfast 
Expansive Bit. Not only will you save him 
money by selling him one, but you will 
increase his faith in your judgment and 
in your merchandise. 


Aan 





A Screw Driver and the 

Thumb quickly set the 

Cutter for the size of 
hole to be bored. 


Here is a tool that is quickly set to size by 
turning the adjusting barrel with the 
thumb, after the eccentric lock has been 
loosened by a quarter turn with a screw 
driver. It is quick and easy, and the 
cutter always stays locked. 


In addition to this feature, this bit is made 
with a wide, open throat, or chip channel, 
which eliminates clogging and permits un- 
interrupted boring. Let us tell you more 
about it. 


GREENLEE TOOL CO. 


1715 Columbia Ave 


Rockford, Illinois 
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ity under which a chain store system 
would be banned from operating in 
more than one state. 

While the Congressman was ex- 
tremely active last session in sup- 
port of his chain store bill, he is 
generally not expected to wage the 
aggressive fight he successfully led 
when the Robinson-Patman bill was 
pending on Capitol Hill. Some 
members of Congress have described 
the Texan as being “in a corner” 
but have declined to elaborate fur- 
ther. 

Recent reports have linked the 
Congressman with lecture tours 
financed by drug wholesalers, one 
of which was McKesson & Robbins, 
Inc., of New York, whose crude 
drug department was the object of 
an SEC investigation which led to 
the suicide of its president, F. 
Donald Coster, alias Phillip Musica. 

Mr. Patman categorically denied 
in a recent House speech reports 
that he received $18,000 from the 
drug firm for a speaking tour in 
support of the Robinson - Patman 
Act. He told the House there was 
nothing wrong in appearing under 
the auspices of the lecture bureau 
and charged that chain-store inter- 
ests were attempting to “smear him” 
by employing a lobbying organiza- 
tion “backed by $100,000,000.” 

The author of the chain-store tax 
bill said he had received not more 
than $5,000 in 1936 for his lectures 
and less than that figure in subse- 
quent years. He explained that Mc- 
Kesson & Robbins had the legiti- 
mate interest of seeing that the anti- 
price discrimination law was _ en- 
forced among all drug firms. 

In his radio address the Congress- 
man characterized his measure as 
proposing “the levy of a Federal tax 
on interstate retail chain stores ac- 
cording to the number of stores 
owned by one company.” Explain- 
ing that the first nine stores will be 
tax exempt, Mr. Patman said that 
on a large number of stores in one 
state, the tax will be very small; 
but that after two years the tax will 
make it unprofitable for one concern 
to operate a large number of stores 
in more than one state. Local chains 
will not be seriously affected, he 
said. 

“Enactment of the Federal chain 
store tax bill will not destroy one 
chain company but it will crack 
down and curb the greed of 15 or 
20 interstate, absentee-owned chain 
concerns,” the Congressman de- 
clared. “Today there are about 1500 
chain store companies in the United 
States. The average chain has 35 
stores. Such a chain will pay so 





small a sum under this law that the 
owners will have no cause to com- 
plain. 

“Opposition to this bill is coming 
from the 1 per cent of chain store 
companies that are seeking complete 
control of our national retail distri- 
bution. They seek the help of the 
other 99 per cent, but will destroy 
these if the law is not passed. 

“Consumers, workers and farmers 
will be helped by the passage of 
this bill. But there are two groups 
of people who claim the bill will re- 
act harmfully; those who hog the 
nation’s most valuable privileges and 
those who are honest but have not 
thought this thing through.” 

Mr. Patman made these additional 
observations: (1) That growth of 
the chains “threw thousands of peo- 
ple into unemployment” and also 
“poured millions of dollars into the 
pockets of heartless Wall Streeters 
and gave added millions to a few 
ambitious but charming American 
girls who took the money to foreign 
lands for their count husbands and 
no-account husbands to spend 
abroad;” and (2) the chains, if they 
“get control of retail distribution” 
will “destroy local merchants, in- 
cluding the smaller chains.” 

“When that day arrives, and it 
will come if something is not done 
to prevent it, what chance will our 
fine young men and women of the 
future have to engage in business?” 
asked the Congressman. “What will 
it do to your own son or daughter? 
What effect will it have on the good 
men and women, who are over 45 or 
50 years of age and cannot obtain 
employment in private industry?” 

Mr. Patman answered the ques- 
tion himself. “We must crush mo- 
nopoly,” he said, “or monopoly will 
crush us.” 


Weather 


There’s an old adage that every- 
body talks about the weather but 
nobody does anything about it. 
Certain merchants have found that 
spot predictions draw readers’ 
eyes to their advertisements. 
Heading of one merchant’s col- 
umn with a three-inch advertise- 
ment gave the lowest or highest 
daily temperature—depending on 
whether it was summer or winter 
—with a prediction for the next 
day. 

“Good Morning! Weather to- 
day: Occasional rain,” is the style 
used by a morning advertiser. 
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‘BOOSTS 


WICK SALES 


UT this up-to-date Merchan- 

diser on your counter or hang 
it in a conspicuous position— 
and watch YOUR WICK SALES 
GROW! Flamemaster Dispenser 
instantly places your wick busi- 
ness on a higher plane. Shows 
your wick trade that you can 
give them efficient service. Cre- 
ates new customers. Boosts your 
wick sales to top figures. 

And remember, Flamemaster 
Asbestos Wick is the highest 
grade ‘‘Rock Weave’’ wick made. 
its super-performance makes per- 
manent friends. 

In four widths, for all oil 
stoves and ranges. 


Also furnished in cut-to-fit Boxed Sets. Complete 
line for all popular makes of stoves and ranges. 


(Reg. U. 8S. Pat. Off.) 


ASBESTOS WICK DISPENSER 


Revolutionary—nothing like it! Puts an end to losses caused 
by mistakes. Stove Guide on front gives correct lengths. Saves 
time serving customers. Keeps stock clean and salable. Attrac- 
tively lithographed in 3 colors. All-metal; weight only 19 Ibs. 
FREE Dealer Selling Aids included in the Special Deal below. 


SPECI AL 400 ft. of Flamemaster Wick 
—4 rolls of 108 ft. each in 
these popular widths: 7/e”—1” 
DEAL —1%4"—1%". Dispenser FREE. 
Dealer's Net $9.25 Delivered 
ORDER AT ONCE. Fill in your Name and Address in space below, 
clip ad and forward to your JOBBER. 
Perr rrr rr rr rer ee ret biped Redasas  Aenaawen 


BBBRBES oc ccccsccccccvccesccccccce eer pec ecccccece Pe 
Send Jobber’s name if he can’t supply you. Sold Exclusively through Hdw. Jobbers 


TRIPLEWEAR, PATERSON, N. J. 














HARDWARE DEALERS! 
it pays to push VIGORO, 
the complete plant food 


Vigoro is America’s 
largest -selling plant 
food, because it offers 
superior quality, and 
because it has been 
powerfully advertised. 


This year, the Vigoro 
story is to be stronger 
than ever. For example, 
10 national magazines 
are scheduled—not 
once, but many times. 
And some of the ads 
will be full pages in full 
color. 

So push Vigoro with 
garden supplies. The ex- 
perience of thousands 
of hardware men shows 
it can be one of your 
biggest money-makers. 
soil— choice of mil- Ask your Vigoro sales- 
lions of wise home- man for free tie-up ma- 
owners. terials or write to 


SWIFT & COMPANY FERTILIZER WORKS 
U. S. Yards, Chicago, III. 


Cash in on Vigoro’s 
great national ad- 
vertising drive! 





Supplies all eleven ele- 
ments needed from 











The public wants more and more 


CORY-Brewed Coffee 


Demand is growing like the proverbial 
snow ball rolling down hill. 1938 set new 
records—but watch 1939 for some real sell- 
ing. With a CORY the same marvelous 
coffee can be enjoyed every meal... 
brewed speedily and easily. Only the true 
coffee flavor! .. . untouched by metal! 
CORY Brewers are smart and beautiful 
. and complete— 


New! for 1939! 2 Filters! with every 
Cory Coffee Brewer .. . and all these 
other Features: 

CORY “‘Fast-Flo” Filter 
CORY Glass Filter Rod Bakelite Coffee 
Measure 


e 
e s 
@ 2-Heat Units (Hi-Low) @ Heat - resisting Glass 
6 * 
® 


Beautiful Platinum 
Decoration 


by C 
Patented Funnel Holder ~ pp ny oc 


Hinged Decanter Cover Coffee 









Sensational new models and 
quick-moving deals .. . 


The CORY is again making glass coffee brewer history 
in its 1939 models. The new Royal model is pictured 
at the right. Special features are: Wider Decanter 
Neck for easier cleaning . . . Matched Ivory-tone Fit- 
tings (Easy grip handle, Funnel Holder and Measuring 
Cup all in Ivory-tone bakelite) . . . Lower center of 
gravity gives appearance of great stability . . . TWO 
great Filters are supplied; the CORY ‘‘Fast Flo,’’ and 
the CORY Glass ROD Filter. 


Write for latest catalog 
Glass Coffee Brewer Corp. 
325 North Wells St., Chicago, Ill. 
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a THEY'RE 4 
GUARANTEED 


500 
MILES 


No. 600 SPEED KINGS HAVE TO 
8 BE GOOD. They're guaranteed for 
five times the life of an ordinary skate 
—or for a full year's use. Think of it 
+. tel] your customers that this skate 
will last five times as Jong ...and back 




























it up with an unqualified guarantee 
By actual test. No. 600 SPEED KINGS 
for are the world’s fastest skates. They're 
engineered fast. And,on your shelves, 





* they can be the town’s fastest sellers... 
f speediest profit producers. Act now. 


HUSTLER CORPORATION, STERLING, ILL. 





3 -LoloR | iT 8 = 
© Roller Skates 


123 








As Modern 


do 
TOMORROW 


Finished in rich black 
baked-on enamel pol- 
ished aluminum blades 
and cadmium plated 
guard. 


$99.50 


LisT 


This streamlined beauty is the new 
Deluxe 16-inch SIGNAL 3-speed Fan. 
It is modern in styling and engineering. 
Some of the outstanding features are 
enclosed oscillating unit with push but- 
ton control, slow speed motor, greater 
air delivery, wide sweeping fan blades 
and unusual quietness. 
THE NEW SIGNAL 


AUTOMATIC WALL BOX 
KITCHEN VENT FAN 


ADJUSTABLE 
FLOOR MODEL 
PEDESTAL FAN 












ONLY $24.00 Doediiet 


justable 

LIST from 4 ft. 

F P 6 in. to 7 
or permanent instal- ft. 6 In. 
lation—telescopic de- —I!6” quiet 


sign—sizes to fit walls pany MS 


7" to 24" thick—10" type switeh, 
quiet type fan—motor 3 speeds. 

rubber mounted, oper- $35.00 
ates by opening and LIST 
closing door. 


Write for 1939 fan catalog, 


merchandising program and 
prices. 


SIGNAL ELECTRIC MFG. CO. 

















Offices in all principal cities 








Safety Is the Keynote 


(Continued from page 56) 


with the surrounding police de- 
partments offering prizes for good 
scores in the various shoots held 
among the township and borough 
police. It also cooperates in the 


activities of the surrounding gun 


clubs. 

Sportsmen from this area have 
plenty of places in which to try 
their skill. Nearby is the Atlantic 
Ocean which offers deep sea fish- 
ing while the bays along the New 
Jersey and Delaware coasts are 
ideal for trolling. Just a bit farther 
is Chesapeake Bay and the famous 
fishing banks of Maryland. In the 
immediate vicinity are many trout 
streams that beckon the sportsmen. 

Jenkintown is located in Mont- 
gomery County while adjacent is 
Bucks County. Each is noted for 
small game and offer among the 
best hunting facilities to be found 
in Pennsylvania. Deer are to be 
found in the Pocono Mountains 
only three hours by auto away 


Kentucky 
(Continued 


Charles R. Isaacs, of the merchan- 
dising division of the National Re- 
tail Hardware Association, who ap- 
peared as the first speaker on the 
last day’s program, repeated the 
suggestion of Mr. Spencer for better 
lighting and brighter displays. 

Discussing employer-employee re- 
lationship, Dabney Barber, who is 
associated with the Cayce-Yost Com- 
pany at Hopkinsville, Ky., said that 
it is “the duty of every employer to 
provide healthful working condi- 
tions for his employees.” He sug- 
gested also that employers and 
employees have “store get -to- 
gethers” for the mutual benefit of 
both. 

Last speaker on the convention 
program, Mr. Redd, said that “the 
independent business men have been 
kicked around, but they’re not 
licked. There is no longer any 
such thing as customer loyalty,” he 
said. “Customers have become 
chain-store-minded and it’s our own 
fault.” 

He compared the old-fashioned 
hardware store to a trap without 
bait. “We must put sugar in the 
trap as other stores are doing if we 


while the bears are in Pike and 
Potter counties, ideally located for 
a week-end trip. 

For those huntsmen who prefer 
the flying game, the nearby area 
abounds with pheasant while not 
far away are the famed flats of the 
Maryland East Shore, teeming 
with wild duck and quail. 

President Graham is a member 
of the Pennsylvania State Fish and 
Game Protective Association, 
which includes in its membership 
many local men. He is thus able 
to get the best contacts possible 
for the development of his sports 
department. 

A regular feature of the store is 
its annual Sportsmen’s Show 
which attracts visitors from many 
miles around. This show is held 
through the cooperation of the 
various sporting goods manufac- 
turers and has proved a highly 
profitable enterprise. 


Convention 


from page 74) 


expect to catch anything. Let’s go 
home from this convention resolved 
to tell our customers through ad- 
vertising the values we have.” He 
urged small town dealers to chat 
with the chain-store managers who 
“dress up” their stores. “They can 
give you many helpful tips,” he 
said. 

C. C. Hulett, Williamstown, was 
elected president to succeed Mr. 
Mason. Besides Mr. Stone, other 
officers were elected as _ follows: 
first vice-president, R. M. Hunter, 
Nicholasville; second vice-president, 
A. B. Lander, LaFayette, and board 
members, Mr. Mason by virtue of 
his office, G. E. Jones, Kuttawa, 
and William Engle of Hazard. 

Officers elected by the 25-Year 
Club were: president, Fred Wallace, 
Central City; vice-president, Lee 
O’Rear, Mt. Sterling, and secretary, 
Frank Sower, Frankfort. 

Social activities included a ban- 
quet and dance for members, wives 
and guests; a luncheon for members 
of the 25-Year Club; a moving 
picture of steel products, shown in 
the convention hall, and a special 
entertainment for the wives of the 
attending members. 
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The Western Convention 


(Continued from page 63) 





Paul Criss, American Fork & Hoe 
Co., Cleveland, Ohio, demon- 
srated wood chopping at the 
Western Convention, performing 
several times a day. Twice a day 
he shaved a man with an axe blade 
to the enjoyment of the spectators. 


above the wholesaler’s price to the 


dealer in the same quantity. 
At all sessions and at the 


E. I. KING 
Logan, Kan. 





closing banquet Thursday night The 
Western Peerless Quartette enter- 
tained the convention with their 
well-known harmony offerings. All 
sessions, the exhibit, the fashion 
show for the ladies and the monster 
banquet were all held in Kansas 
City’s Municipal Auditorium. 

At the closing session J. R. 
Whitla, Edgerton, Kan., was elected 
president, succeeding Sam Zuercher, 
Wichita, Kan., who presided at the 
convention. L. H. Dunton, Arcadia. 
Kan., is the new vice-president. Di- 
rectors are: Eddie Potter, Macon, 
Mo.; Lee Oldham, Leoti, Kan.; R. 
R. Smith, Wauketa, Okla.; Clarence 
Nevins, Dodge City, Kan.; Clarence 
R. Watters, Junction City, Kan.; 
Frank H. Spink, Kansas City, Mo.: 
Sam Zuercher, Wichita, Kan.; Fred 
Ackarman, Sedan, Kan.; Geo. S. 
Straight. Eureka, Kan.; and Harry 
B. Smith, Richmond, Mo. Mr. 
Nevins served last year as vice- 
president but was unable to assume 
the duties of the presidency due to 
the pressure of his own business 
duties. Retiring directors are: Evan 
Knudson, Goodland. Kan.:; Ed. Fitz- 
gerald, Jamestown. Kan.; and Frank 
Stewart. Medford. Okla. 


CLAYTON 
LEHMAN 


Newton, Kan. 


CLARENCE NEVINS 
Dodge City, Kan. 


Messrs. King and Lehman are past presidents of the Western Retail 
Implement and Hardware Association and Mr. Nevins retired this 
year as vice-president. At the opening session Mr. Lehman delivered 
a tribute to the late Herbert J. Hodge, who for nearly 50 years 
was the secretary-treasurer and guiding spirit of the Western. 
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The security features shown 
below have won an honored place 
for the “Jungle King” among the 
best-sellers on the world-famous 
MASTER No. 407 Sales Display. 








HEAVY BRASS 
LOCKING LEVER 


SELF LOCKING 
STEEL SWIVEL 
SHACKLE 
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STEEL REINFORCED 
PILFERING . WROUGHT STEEL 
PROTECTOR I 

























SOLID BRASS 
i CYLINDER 











HIGHEST GRADE NICKEL SILVER 
PIN TUMBLERS AND DRIVERS 
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World [angert Exclurive Padlock Manufacturend 
MILWAUKEE, WIS.,U.S.A. 
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314 N. Franeiseo Ave., Chieago, U.S.A. 








PIPE WRENCHES 


CHAIN TONGS 


Jaws are drop forged from special 
steel, heat treated, hardened, tempered 
and tested. Handles forged from high 
carbon steel have both stiffness and 
“spring.” 
Flat Link Chains have proven strength 
—are proof-tested to 2/3 catalog 
strength (3,600 to 40,000 lbs.). Design 
improvements: jaws have increased 
bearing on bar and forged-ih chain 
guides, large steel bolts, drop forged 
alloy steel shackle. Better PIPE 
TOOLS—The most complete line made 
and each an improved tool. 
and Dies Pipe Cutter 

Saitetabte® Dies and Knife Blade Cutter 

Stocks Wheel 


eels 
Receding Threaders Pipe Wrenches 
Hinged Pipe Vises Chain Tongs 
Write for new catalog 


ARMSTRONG BROS. TOOLCO. 
“The Tool Holder People” 


Eastern Warehouse and Sales: 
199 Lafayette St., New York 
San Francisco London 
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BLAKE & LAMB 


the steel trap that 

proved its metal 

throughout America 
in 1938! 








THE HAWKINS COMPANY 


AMERICA'S OLDEST TRAP MANUFACTURERS 


SOUTH BRITAIN, CONNECTICUT 











National Hardware Week 


(Continued from page 72) 


men in offering this special mer- 

chandise.” 

Chicago Lock Co., Chicago, IIl., 
offers a special demonstrator to 
dealers handling its line and says: 

“Tt was our idea that for Hard- 
ware Week we would make it pos- 
sible for every dealer who stocks 

our locks to be supplied with a 

cut-open demonstrator free of 

charge. We also have in mind 
supplying the dealer with a card 
suitable to hang up or set up 

(12 in. by 18 in.) which will have 

a large phantom view of our lock 

on it, together with a few words 

calling attention and pointing to 
the features we claim are so essen- 
tial.” 

The American Fork & Hoe Co.. 
Cleveland, Ohio, offers three Na- 
tional Hardware Week specials. 
These are: a five-piece garden club 
set with colored handles with sug- 
gested retail price of $3.75 and 
known as “HW5”; a three-piece 
“Star” Floral Set with colored han- 
dles with suggested retail price of 
$1.49 known as “HW3,” and a Kelly 
hammer display assortment featur- 
ing one dozen best sellers in this 
line. This company also suggests 
that its garden club shovel; bantam 
solid shank ladies’ garden spade and 
Kelly, vanadium, full polished nail 
hammer with suggested retail prices 
of 98 cents; $1.49 and $1.49 respec- 
tively, are equally as suitable for 
promotion in this event. 

Irwin Auger Bit Co., Wilmington. 
Ohio, offers “Four Big Irwin Spe- 
cials.” These include two auger bit 
assortments retailing at 98 cents and 
$1.49 respectively and two screw 
sets retailing at 10 cents per screw 
driver. One screw driver set contains 
48 drivers, in six popular sizes, ma- 
chinist and cabinet styles, and the 
other set includes 24 machinists’ 
drivers in four popular sizes. Spe- 
cial display helps are available from 
Irwin on all four assortments. 

Conco Engineering Works, Divi- 
sion of H. D. Conkey & Co., Medota. 
Ill., is featuring the Conco Frigidette 
ice cream freezer in two-quart sizes 
to retail at $4.95; four-qt. to retail 
at $6.95, and six-qt. to sell at $8.95. 
Free display materials are available 
to help promote this line during 
National Hardware Week, which the 
company reminds is a particularly 
seasonal time to start promotion on 
freezers. 


Stanley Tools, New Britain, Con- 
necticut, is offering dealers during 
National Hardware Week, the No. 
NB-39 “Defiance” tool deal. Made 
up of 81 rapid-selling “Defiance” 
tools, ranging in price from 10 cents 
up to $1.70, the No. NB-39 Deal 
has a retail value of $30.97 (price 
slightly higher west of Missouri 
River). 

With each No. NB-39 “Defiance” 
tool deal, Stanley packs four aprons 
at no charge. The idea is for hard- 
ware clerks to wear the aprons dur- 
ing National Hardware Week to 
attract customers’ attention and to 
advertise the special values offered. 
At the close of the week, Stanley 
suggests that the aprons be given 
to carpenter customers to build 
good will. 

Steel Products Mfg. Co., Chicago, 
Ill., is offering dealer displays free; 
also advertising mats, and other 
dealer helps in connection with its 
“Swing-A-Way” can and _ bottle 
opener. 

The Sta-Tite Snath Co., Shelby- 
ville, Ind., is furnishing newspaper 
mats to retailers on request featur- 
ing “Sta-Tite’ and ‘“Back-Saver” 
snaths for use during the week. 

The Swartzbaugh Mfg. Co., To- 
ledo, Ohio, makes this announce- 
ment. 

“We manufacture electric roast- 
ers and other specialty cooking 
devices in the electrical field. We 
have taken four of our most popu- 
lar products and combined them 
with kitchen tables and _ other 
items into attractive ensembles de- 
signed to retail at from $9.95 to 
$19.95. The list prices are very 
special. The merchandise is of a 
type that hardware merchants can 
confidently advertise in order to 
attract prospects for electric 
roasters. The idea is to advertise 
the cheaper item which customers 
may purchase if they care to do 
so, but who are more likely to 
select a larger roaster if it should 
fit the needs of their family bet- 
ter. This is a practical and ethical 
form of merchandising. It is used 
successfully by many leading 
merchants and there is no reason 
why the smaller hardware dealer 
should not employ some of the 
same sort of merchandising as the 
larger, more resourceful stores.” 
Rogers Isinglass & Glue Co.. 

Gloucester, Mass., is offering a spe- 
cial display unit on Rogers liquid 
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THE BUCKEYE ALUMINUM CO. 


Handbills with your 
Imprint Furnished 


FREE! seve 


Sales come easily and aga are good when you ates beauti- 
ful, modern Buckeye Ware. We help you promote with a FREE 
Handbill (9” x 14”) to distribute, or mail with statements. 

Yes, it's "TIME TO BUY''—see the Buckeye salesman or write us for 
sample handbill and full information. 


MADE AND GUARANTEED BY 
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Build NEW BUSINESS and 







EXTRA PROFITS with; 


MIAMI 


CAREY - COLONIAL 
BATHROOM CABINETS 


New building construction 





MIAMI Bath- 


and modernization of old a 
homes offer increased sales oon a 
and profits to Hardware  julsr “Light 


Merchants who sell MIAMI- 
CAREY-COLONIAL Bath- 
room Cabinets. 


Brackets No. 1 


These quality metal cabi- 
nets — nationally known 
and advertised — are made 
in a wide range of exclu- 
sive models, from the 
finest ensembles to inex- 
pensive cabinets, for every 


requirement. Over 150 
models from which to 
choose. 


Our 1939 Catalog — the 
most complete book of its 
kind—mailed upon request. 
Write for your copy today. 





| MIAMI CABINET DIVISION 


THE PHILIP CAREY COMPANY 


Carey Venetian-type Model 
Ho. 660 Middletown, Ohio 
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‘The TOWNSEND Power Mower 


Priced to Fit All Pocketbooks 


What a Lawn Mower! Light 
and easy to handle—the net 
weight is only 115 lbs. Sim- 
ple and sturdy, the same 
high quality that has char- 
acterized 


TOWNSEND 


Lawn Mowers for 43 
years. Priced to meet 
all competition — noth- 
ing comparable on the 
market. 








New 1939 
Model “F” 
List Price 
18” $69.90 
F.O.B. 
Factory 


) 














Equipped with New 
1939 Briggs & Stratton 
4-cycle motor with con- 
veniently placed FOOT 
STARTER on the 
Speed 1 to 5 miles per hour. Reel 





Throttle control. 
blades of heavy duty crucible steel—bottom blade of heavy duty 


Right side. 


crucible alloy steel. Wheels 10” diam. 2” width. Pneumatic 
tires. Dustproof bearings. Self sharpening reel. Detachable 
cutting unit—permits sharpening at same cost as hand mowers. 
Absolutely guaranteed. Good profit. Send for complete details 
and prices. 


Samuel P. Townsend Lawn Mower Co. 
Bloomfield, New Jersey 
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Customers Who Shoot 
Want HOPPE’S 
for Their Guns 


| ape rifle, revolver and pistol shooters, winter skeet 
shooters and trap shooters, winter hunters—they all want 
Hoppe’s for gun protection. 

Sell Hoppe’s to every customer, along with ammunition. 

No. 9 for bore cleaning and protection. Hoppe’s Patches to 
apply No. 9. Lubricating Oil for gun actions. Gun Grease 
for general rust prevention. 

Your customers know Hoppe’s. 
Constantly advertised. Year-’round demand. 
display. Your jobber will supply you. 


FRANK A. HOPPE, Inc. 
2314-A North 8th St., Philadelphia, Pa. 
Ed. W. Simon Co., Inc., 302 Broadway, New York City 


Representatives: H. L. Bowlds & "Son, 108 W. 2nd St., Los Angeles, 
Calif., and 831 5. W. Vista, Portiand, Ore. 








Standard preparations. 
Keep them on 





Write us today for a sup- 
ply of booklets on Gun 
Protection—FREE. 








HOPPE 


UBRICATING 
























Now ALSO IN CANS 


in all popular sizes from 4 pint 
to one gallon. High tensile 
strength! Nationally advertised! 
Priced right! Ask your jobber, 
or write us giving your jobber’s 
name, for full information. 
THE McCORMICK SALES CO. 

420 Light St., Baltimore, Maryland 





HE SCREEN DOOR GRILLE 


SENSATION- CUSTOMERS 60 
FOR THIS BEAUTIFUL GRILLE 


ATTRACTIVE SERVICEABLE ECONOMICAL 
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Grille is different. It has everything 
» U - WA —beauty, service, price, simplicity of 
installation. Ornamental uprights re- 
movable or adjustable. Furnished with either 9 or 10 
uprights. Height 24-in. Also in 36-in. height. Black 
Enamel or Antique Bronze finish. Nu-Way grille may 
be split to equip any screen door. Also furnished in 
knocked-down stock. Nu-Way is a fast seller. Profitable. 
EASIER TO APPLY 

Nu-Way grille furnished completely 

bled includi screws and 

illustrated instructions, ready for 
anyone to install in 10 minutes. End ir 

cap used as shown as left when in- 

stalling on inside edge of screen door 
stile. At right, when attached 
against screen on outside of door. 


WRITE TODAY 


We also furnish Nu-Way push 
bars, and grilles of many other 
types. Write for catalog and 


prices. Dept. A 
MACKLANBURG-DUNCAN CO. 


-wwouuwwwweoeeeeeeeeree 








OKLA. CITY 
OKLAHOMA 


-wuwuwwwe' 











glue. This includes: 6 gills; 3 % 
pints; 3 pints and 1 1% pint free at 
a dealer cost of $3.90 including dis- 
play unit. The retail selling prices 
on this group totals $6.35, providing 


a margin of $2.45. In connection 
with this information the company 
stresses its policy of not selling 
chain store, mail ofder houses or 
syndicates. 


Here Is What Some Wholesalers Are Saying 
and Planning 


Wholesalers generally express ap- 
proval and willingness to support the 
National Hardware Week program. 
Many have expressed regret that 
there is not more stress placed on 
“special prices,” “loss leaders” and 
“special offerings,” but all seem in- 
terested and recognize that their 
place in the picture is a most vital 
one, as without the wholesaler the 
program cannot function properly. 

General approval is expressed by 
some wholesalers who, at the time 
of writing, had not completed their 
plans. Among such firms are Van 
Camp Hardware & Iron Co., Indian- 
apolis, Ind.; Waite Hardware Co., 
Worcester, Mass.; King Hardware 
Co., Atlanta, Ga.; Stow Hardware & 
Supply Co., Kansas City, Mo., and 
Montana Hardware Co., Butte, Ment. 

Wimberly & Thomas Hardware 
Co.. Inc., Birmingham, Ala., is 
hoping for a bigger and better pro- 
motion this year and are prepared 
to help make it so in Alabama terri- 
tory. This firm writes: 

“Last year we put considerable 
effort behind the promotion of 
National Hardware Week in our 
territory but, as did many other 
jobbers, met with quite a bit of 
indifference on the part of our 
retail dealers. However, we more 
or less expected this, inasmuch as 
this was the first year that the 
idea had been presented. In spite 
of its novelty we were quite grati- 
fied with the relatively small re- 
sults which we obtained. 

“We enthusiastically endorse 
National Hardware Week and this 
year we are going to make an even 
more concerted effort to put it 
over with the dealers in our terri- 
tory. Our purchasing department 
is already contacting manufactur- 
ers in an effort to get them inter- 
ested in marketing specials for 
this event, and our sales depart- 
ment is going ahead with plans 
to distribute special display ma- 
terial to our dealers. 

“Naturally, we jobbers appreci- 
ate the effort which HARDWARE 
AGE is putting behind this promo- 
tion and we hope that it will not 
be many more years before Na- 


tional Hardware Week becomes an 

event of considerable importance 

to the whole country.” 

John Pritzlaff Hardware Co., Mil- 
waukee, Wis., was pleased with last 
year’s experiences and expects a 
larger return for 1939. This firm 
says: 

“We certainly do plan to co- 
operate with this worthy move- 
ment. Last: year we cooperated by 
making available to our many 
dealers a _ special merchandise 
handbill together with a group of 
special values from which they 
could select various items. We 
again plan to have this similar 
promotion this year. 

“Judging from our own sales 
records and the comments received 
from dealers who tied into this 
event—last year’s National Hard- 
ware Week was, without a doubt, 
a huge success. As usual, there 
were a few dealers who did not 
feel that the results warranted the 
effort put forth, but if the truth 
were known their disappointing 
results were perhaps due to their 
lack of effort and enthusiasm. We 
need promotions of this kind from 
time to time to make the public 
hardware conscious and to keep 
them buying their hardware in a 
hardware store. 

“We are glad to see that you 
are making every effort to help 
make National Hardware Week a 
success and we assure you that 
we are going to do our part in 
making it ‘click’ in the territories 
we cover.” 

Corpus Christi Hardware 
Corpus Christi, Texas, writes: 

“We are doing everything we 
can to get our salesmen worked 
up to believe that National Hard- 
ware Week is a fine thing for the 
hardware dealer. What it does, if 
nothing else, is to make the hard- 
ware dealer realize that he is in 
the hardware business for, at 
least, one week of the year. We 
are urging our salesmen to urge 
their customers to clean up their 
stores; get better lighting fixtures 
in the store; paint up the store; 
rearrange the displays and get 
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Superior Brand 







Hardware Cloth 
made exclusively 


from copper bear- 











ing steel. No weav- 


ing wire more last- 





ing. Production 


controlled from 























rods to finished 







product. Every roll 


standard size wire. 

















G. F. WRIGHT 
Steel & Wire Co. 


Worcester, Mass. 















AN ALL-PURPOSE BORING TOOL 


Here’s a handy tool that every woodworker needs! 
The Forstner Auger Bit, unlike others, is guided by 
a circular rim instead of a center and can be oper- 
ated in any direction regardless of grain or knots, 
leaving a clean, polished surface. For scalloping, 
mortising, pattern and scroll work this tool is ideal. 
It will perform many operations commonly done with 
chisel, gouge, scroll saw or lathe tool. 






Forstner 
Auger Bits, 
for hand or 
machine boring, 
may be purchased ‘ 
Sve singly or in sets o 
MANN, 9. 11 or 17 bits. 
PROMCO 
A SRAND 
‘om. 


The PROGRESSIVE MFC. CO. 


TORR LMR TON = =-CONNEC F#CeT 





Write now for catalog. 
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A NEW FILLER CAN 


For Fuel Oil Burning 
Heaters and Tractors 


The New No. 45X Can 
has extra large filler 
opening properly offset 
for easy filling; detach- 
able flexible spout (op- 
tional equipment) for 
safe pouring. No funnel 
necessary when filling 
supply tank on fuel oil 
burning heaters or/when 
filling radiators, crank-case and supply 
tank on Tractors. 5 Gallon Capacity. 
“Handy-Grip” Cap and Triple Lock 
Body Seam. Ask your Jobber for com- 
plete details or write for illustrated 
circular. 


EAGLE MANUFACTURING COMPANY 
Wellsburg West Virginia 


































REMODEL YOUR STORE 
FOR 1939 


PROFITS 


Modern 
All-Steel 
Tables 
Wall Cases 


Accessories 


Stream-Lined 
Smooth, Clean, 
Attractive 


Baked Enamel 
Finish 





Easily installed — easily moved — flexible. 
Plans and Prices furnished without obligation. 


Write for Free Catalog 


UNIVERSAL EQUIPMENT CO. 


3500 Arthington St. CHICAGO, ILL. 
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Clark's #3 Stoppers - 
Still Lead the Market— 
@ Pictures are lithographed on 


metal (new feature)—will not 
wrinkle, tear, or fade. 





@ Pictures are bumped into stopper 
blank — cannot come out. 





® Folding wire fasteners are se- 
cured to blank by sockets raised 
from metal of the blank itself — 
cannot pull out or break off. 


@ Three finishes available — Gold 
Lacquer, Green, or lvory — with 
an assortment of six pictures. 

Get #3 Gems from your 
Wholesaler or write us for reference. 


J. L. CLARK MANUFACTURING CO. 


ROCKFORD, ILLINOIS 








THEY COME BACK 
FOR MORE 





For 29 years builders have bought, used 
and liked FRANTZ BUILDWARE .... 
and come back for more. The Frantz line 
makes friends ...and keeps them. That’s 
why Frantz dealers boast of steady profit- 
able trade. Get particulars on the Frantz 
proposition today. Write. 





BARN AND GENERAL 
GARAGE DOOR LINE 
HARDWARE Hardware in sets for 


cupvoard doors, 
capinets. celuar win- 
dows, screcn aoors, 
screen sash, etc. 
Plated butts, hinges, 
locks. Boake 
staples, braces, door 
stops etc., etc. 


Door Hangers, 
Tracks, Gabie Door 
Sets, ““Over-the-Top”’ 
Equipment, Around- 
the-Corner Sets, Slid- 
ing Folding Sets, 
Hinges, Hasps, etc. 














FRANTZ 


MANUFACTURING COMPANY 
Sterling, Ill. 
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ready for National Hardware 
Week. 

“Of course, we are going to have 
some special priced merchandise 
and we are also going to have 
some merchandising plans for our 
customers, but the big thing is to 
make the dealer wake up to the 
fact that now is the time to make 
a drive for business during Na- 
tional Hardware Week. 

“We have not completed our 
plans, but we are working closely 
with the National Retail Hard- 
ware Association, also with the 
Texas Hardware & Implement 
Dealers Association. We are glad 
to see the work you are going to 
do through Harpware AGE and 
this will also help create interest 
in National Hardware Week.” 


The W. Bingham Co., Cleveland, 


Ohio, enthusiastically comments: 


“We are very enthusiastic about 
this national sales promotion 
idea. As you know in 1938 the 
first attempt of anything of this 
kind on a nationwide basis was 
made and seeing the unusual op- 
portunity for benefit to the entire 
hardware industry we got behind 
the proposition and did every- 
thing we could to make it a suc- 
cess. We made a lot of sales to 
our customers that undoubtedly 
would not have been made but for 
the publicity that had been given 
to National Hardware Week. 

“The check-ups we made after it 
was over proved to our satisfac- 
tion that those of our customers 
who planned their advertising and 
merchandising intelligently, and 
followed through with a sound 
sales effort, did a good job and 
were most enthusiastic for a simi- 
lar promotion in 1939. 

“In our opinion, it is most im- 
portant that all branches of hard- 
ware distribution, namely, manu- 
facturers, wholesalers and retail- 
ers, coordinate their efforts for 
best results. This is true not only 
of the selection of items to be fea- 
tured in special sales that may be 
conducted by retailers, but par- 
ticularly the publicity carried 
through to consumers to make 
them more hardware store con- 
scious. We ourselves are working 
up a large list of items of staple 
and seasonable merchandise to be 
used by dealers in hardware week 
sales and in every way possible 
are trying to create enthusiasm 
among our customers.” 


Haw Hardware Co., Ottumwa, 


Iowa, is behind the project and has 
this to say: 


“We are positive in our convic- 


tion that the National Hardware 
Week idea is one of the most val- 
uable programs that has been 
brought out to aid our hardware 
dealers. It certainly has made 
them more conscious of sales pos- 
sibilities than anything that has 
occurred and we have received a 
more universal response to the 
idea and therefore cannot help but 
feel that they have really seen the 
results or this response would not 
have come. So you can readily 
see that we are only too glad to 
cooperate 100 per cent with any 
program. We are now taking it 
up with our manufacturers to see 
what we can develop for this May 
6 to 13th program. We are sure 
that the whole fraternity will 
profit by this campaign.” 


Holmes Hardware Company, 


Pueblo, Colo., states: 


“Naturally, we are vitally in- 
terested in National Hardware 
Week, the same as we were a year 
ago. Last year we interviewed a 
selected group of dealers and 
asked each dealer to name about 
25 or 30 items of standard manu- 
facture upon which the price was 
not controlled that they would like 
to use as a special for that partic- 
ular week. From the lists that 
they made out we made up our 
own list of some 75 or 80 items, 
all of which were absolutely 
standard merchandise. We then 
gave that merchandise to them at 
a low cost so that they might use 
it as a price leader of standard 
merchandise for that week only, 
then if it was not sold the stand- 
ard merchandise could be put 
right into their stock and get their 
regular price for it. We also did 
considerable newspaper advertis- 
ing, combined with some little 
radio advertising for Hardware 
Week. We expect to do that same 
thing again this year. In no way 
are we interested in some particu- 
lar or specially made up items 
that are not regular stock for this 
week for the reason that the deal- 
er purchasing those special items 
too often has the tag ends left 
over and the merchandise is dif- 
ficult to dispose of.” 


The California Hardware Com- 


pany, Los Angeles, Cal., has this to 
say: 


“We would advise, as formerly, 
it will be our policy to give every 
encouragement toward making 
this a successful event. We have 
not as yet had an opportunity to 
outline our plan of campaign for 
this event, but our sales depart- 
ment will take the matter under 
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Reach a New High 
in Ladder Sales with 


RICH 


RICH Ladders of- 
fer Customers the 
ultimate in Safety, 
Dependability and 
Service. That is 
why they are pre- 
ferred by discrimi- 
nating buyers— 
why they are more profitable for deal- 
ers to handle. 





For complete details see your jobber 
or write. 


THE RICH LADDER & MFG. CO. 
1002 Depot Street Cincinnati, Ohio 














NATIONAL 
HARDWARE 


Broadcasting the ier & wo 4 


STORY of 3 LIVES 


It’s interesting! Boys, Girls, and Parents, too, are 
reading it. Millions of roller skaters will know the 
true facts about this famous quality line. 


= = fryINGee - 


Roller Skates 


Your customers will be asking you about them. Will 
you be able to answer? Write us for our “MORE 
FUN” Question and Answer Bulletin. It has helped 
many dealers on the way to MORE ROLLER 
SKATE PROFITS. 


Demand “CHICAGO’S” from your Jobber. Write us 
if your Jobber does not carry them. 


CHICAGO ROLLER SKATE COMPANY 


Quality Roller Skates for over 37 years 
4456 W. LAKE ST. CHICAGO, ILL. 








ADD 


TO YOUR 
INCOME 


BY OFFERING A 


LAWN MOWER 
SHARPENING 
SERVICE 


THE IDEAL LAWNMOWER SHARPENER is positively the last word in 
lawnmower sharpening equipment. Fast and accurate, it replaces 
the old hand sharpening method and does a far better job. Hundreds 
of dependable Hardware Dealers offer this service to their cus- 
tomers and make a handsome profit on the side. COMPLETE 
PLANS FREE! ur free plans show you how to establish a 
successful lawnmower sharpening business as 

a part of your present service to customers. 

Many stores average from $30 to $40 PER 

WEEK on the Ideal Sharpener which requires 

only the spare time of one of the clerks to 

operate. Send for free catalog today. 


THE FATE ROOT HEATH CO. 


702 BELL ST. © PLYMOUTH OHIO 
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EMBURS 


Zz 


Outshines — Out- 
lasts—Outsells them 
all—hbecause it em- 
ploys scientific air 
flow design inside 
and out and utilizes 
the newest  prin- 
ciples of construc- 
tion and combustion. 





EMBURY MFG.CO 
WARSAW. NY. 





PLYMOUTH RUBBER COMPANY, Inc. 
CANTON, MASS. 




















SLIPKNOT 
- FRICTION - 


TAPE 


Highest in Quality, 
Competitive in Price— 
Attractively Packaged— 





Sold only through 
reputable wholesalers. 














consideration in due time with the 
prominent retailers in this section 
that we may work in harmony 
with them.” 


Marshall-Wells 


Company, Du- 


luth, Minn.. comments: 


“In 1938 we very aggressive y 
took hold of the National Hard- 
ware Week sale and we feel that 
it was well worth our efforts. We 
are very pleased to note that the 
National Hardware Association 
is again going to foster the Na- 
tional Hardware Week this year. 
We are giving our 100 per cent 
support to this National Hard- 
ware Week and certainly hope it 
continues to be as successful as 
the introductory week of last 
year.” 


Gates Hardware Company, Tulsa. 


Okla., says: 


“We are very much interested 
in National Hardware Week and 
found last year that it was bene- 
ficial to both ourselves and our 
customers in this trade territory. 
It is our intention to try to use 
all of the items and advertising 
help we can get from the manu 
facturers to further the promotion 
of this week among our dealers 
and are sure that this year will 
be much better than last and will 
be very instrumental in laying a 
better foundation for the years to 
come.” 


The Lake Erie Hardware Co., 


Cleveland, Ohio, has this to say: 


“We are making plans to boost 
National Hardware Week, and, in 
our opinion, it will be bigger and 
better than it was last year, and 
we are planning to give the retail 
hardware dealer some real _bar- 
gains, sacrificing a major portion 
of our profit, and at the same 
time, inducing him to sacrifice a 
share of his profit, to prove to the 
public, that ‘You can buy just as 
cheap at your neighborhood hard- 
ware store’ and get service at the 
same time. Last year, and it was 
the first trial for the Hardware 
Week, we had about a half dozen 
specials, and some of them clicked 
very well, bui from our experi- 
ence we find that the retail dealer 
does not put enough effort back 
of the Week, to make it the suc- 
cess that it merits. This year, 
our men will have instructions to 
take it on themselves, to see that 
the dealer co-operates to the full- 
est extent, by making displays, 
using the material furnished by 
the Hardware Association, calling 
the customer’s attention to the 
bargains, and to use some elbow 
grease and clean up his store.” 


Knight & Wall Co., Tampa, Fla., 


states: 


“If we can make the hardware 
merchants realize how much their 
business is being injured by com- 
petition from other dealers. such 
as chain stores. lumber dealers. 
department stores. drug stores. 
grocery stores, in fact, that the 
hardware store is fair game with- 
out any closed season. for all 
other lines of business, it will 
help. This competition is unfair 
in every particular. 

“The women are doing more 
and more buying and their ideas 
of value are based on groceries 
and dry goods. If the former taste 
good, don’t poison anyone and are 
cheap, it is fair enough. Dry 
goods and all clothes must look 
‘swell’ and only last until they 
can get the money to buy others. 
They should learn that hardware 
value is based on quality of ser- 
vice and length of service.” 


Farwell, Ozmun, Kirk & Co., St. 


Paul, Minn., states the case as fol- 
lows: 


“We are definitely including 
Hardware Week promotion in our 
program and, while general de- 
tails are settled upon, it is still a 
bit early to have them in shape 
for publication.” 


Kelley - How- Thomson Co., Du- 


luth, Minn., says: 


“We prepared a list of special 
merchandise for the 1938 Hard- 
ware Week and received quite a 
sizable volume of orders. We also 
assisted the Association in selling 
a quantity of Hardware Week 
window displays. All in all we 
felt that the week was well worth 
while. 

“Some leading hardware stores 
did, not, in our opinion, make full 
use of the National Hardware 
Week display material, but prac- 
tically every chain store, such as 
Woolworth’s, Kresge’s, etc., Ward’s 
and Sears included, made excel- 
lent use of the opportunity to fea- 
ture hardware. As a matter of 
fact, in Kresge’s store every price 
card on the hardware counter had 
an insert along with it calling the 
customer’s attention to the fact 
that the week was being observed 
as National Hardware Week. 

“We expect to feature a more 
attractive list of merchandise for 
the 1939 Hardware Week.” 


Union Hardware & Metal Co., Los 


Angeles, Cal., comments: 


“We are through the medium of 
our circular merchandising effort 
arranging to cooperate in this 
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CooR! 11's HERE AT LAST! 
, Streamlined 


The New 


Aladdin 


Lunch 
KIT 


for 1939 


The No. 099 kit and bottle are 
furnished in a rich brown. The 
No. 096 kit is blue black in 
color, complete with a black 
bottle having an ivory colored 
Plastic cup cap. ° 


7 tema 





Modern! 


In Every Detail 


And Remember All Aladdin Products Including 
ke) Aladdin sus Vacuum Bottles 


Aladdin sao Thermal Jars 


Are Sold Under a Policy Which Will 
Assure You of Your Legitimate Profits. 
{ Write Us Today for Full Details of this Policy } 





and These Fast Selling Products or Name of 
Your Nearest Jobber. 


Aladdin Industries, Inc. 
223 West Jackson Boulevard °¢ CHICAGO, [!LLINOIS 








Our extensive fine of ready to nail Horse, Mule, 
and Bronco shecs is growing in popularity. They 
fit the average horse without alteration — per- 
fectly balanced and shaped. No turning heels or 
welding calks. Nail holes are clean, correctly 
tapered, and spaced. Tough, strong, long wearing. 


— Write for information. — 





DIAMOND CALK HORSESHOE CO. 
4612. GRAND AVE. DULUTH MINN. 
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BOMMER 


SPRING HINCES 


ARE THE BEST 


In the Ever Ready spring hinges the use of a 
hanging strip is eliminated. They are sim- 
ple to apply and require only a small mortise 
into edge of door. 








Follow the line 
» of least resis- 
tance. Sell 

BOMMER 


products 





Type 3029 Type 3000 


Bommer Spring Hinge Co., Brooklyn, N. Y. 
Chicago Sales Office: No. 180 N. Wacker Drive 

















ple 


Solid oak ends and top. Plywood 


this Nail Bin Counter: —85 in. long, 33'« in. 


tantially constructed Nail Bin Counter (No. 0346) designed 
the top. . 


h groups of tables or independently as a wrapping 


on top for scales and cash register with am 


@A sub: 

for use wi 

counter. Spa 
room for wrapping. Fine serviceable flat oak varnish finish. 

@ Specifications o! 


high, 31% in. wide over 
back. 27 removable No. ND-1 nail bins. Weight 840 Ibs. Make this 


profitable investment by ordering this No. 0346 NAIL BIN COUNTER 


TODAY at the low price of $93.50 F.O. B. Montpelier, Ohio. 


FREE HELLER STORE SHELVING FOLDER 4$72 A 


Holds over a keg of nails. 
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. Combination pull and label 


metal. 
Reinforced by 2 braces used as handles 


for lifting. 
holder for indexing and pricing contents 


No. ND-1—Weight 13 ibs.—each $2.25 


If you are opening a new retail store or 
remodeling, write TODAY for complete 
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GARDENE LAWN 
AND “iS TOOLS 
NEW POPULAR SELLERS 


. . - Dandelion Puller 
Everybody that sees it wants one! Noth- 





ing else like it built. Easy-penetrating 
l-piece thin blade, drop-forged of high- 
carbon steel. White ash handle, wax 
finished. 45” long. 


Simple 
Efficient 
Attractive 







Retails 
at 59¢ 


V-Point Weeders 


Finest on the market . . . sharper, 
easier-penetrating cutting edge; 1- 
piece high carbon steel blade, long 
shank, reinforced back. Long or 
short handle. 


OTHER NORCROSS ITEMS 


@ Hand Cultivators, long or short. 
@ Garden Grower (Mulcher) 
@ ‘Out-U-Kum'’ Weed Puller 


The Standard of Quality for nearly 
Half a Century. 


for literature and name 
WRITE of nearest “INDEPEN- 
DENT’ wholesaler. : 


C. S. NORCROSS & SONS 


a 














AT YOUR SERVICES 


Tue “Who Makes It” 
Editor will be glad tv 
help you in your search 
for the name of the manu- 
facturer of that product 
you are interested in. 


If you do not find it uw» 
its trade name listed in 
the current Directory 
Number, in all probabil- 
ity it has been incorpo- 
cated in the revised list- 
inge that are being pre- 
pared for the next issue 
of the Directory Number. 
Many such changes are 
being made daily and the 
—- brought up to 
date. 


If your current Direc. 
tory does not give yoo 
the information you seek. 
write the “Who Makes 
[t” Editor. He’s at vour 
service! 
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worthwhile annual event. We be- 
lieve all hardware dealers will dis- 
play a more active interest and 
because of this will enjoy greater 
success. Our intentions at this 
time are to utilize as many items 
as possible, furnished by manu- 
facturers for special attention dur- 
ing this period.” 
Higginbotham-Pearlstone Hard- 
ware Co., Dallas, Texas, has this to 


say: 


“We expect to participate in this 
event to the best of our ability. In 
fact our buyers are searching the 
market today for items for special 
sale to be sold to dealers for sell- 
ing during National Hardware 
Week. It is our opinion that deal- 
ers, jobbers, and factories will co- 
operate in every way, and that Na- 
tional Hardware Week will be a 
big thing for all concerned. 

“The facts in this case are that 
the retail hardware dealers in our 
section of the country have per- 
mitted the department _ stores. 
racket stores, and drug stores to 
take a lot of business from them 
that they should have and have had 
up until the last several years.” 


A. Baldwin & Co., Inc., New Or- 


leans, La., comments: 


“We are planning to give con- 
siderable emphasis to this promo- 
tion as we feel that it will be of 
great benefit to the jobbers and 
manufacturers as well as to the 
retailers. I think the idea behind 
this movement, to make it a week 
of hardware mindedness and not 
a cut price sale, is very sound.” 


C. M. McClung & Co., Knoxville. 


Tenn., says: 


“We think this Hardware Week 
idea has wonderful possibilities, 
and we are looking forward with 
a great deal of interest to reading 
the three features published in the 
February 9, March 9, and April 
6, issues of HarpwArE AcE. We 
published last year a flyer listing 
some several items of staple hard- 
ware seasonable at that time, from 
which we received very satisfac- 
tory results. Our plans are not 
made yet for this year, but we are 
planning to again participate in 
the Hardware Week.” 
McWhorter, Weaver & -Co., Nash- 


ville. Tenn., states: 


“We are vitally interested in the 
success of Hardware Week and be- 
lieve that the results this year will 
be far more satisfactory than they 
were last year due to the fact that 
a planned program has_ been 
mapped out so far in advance 
which seems to have the indorse- 


ment and cooperation of many 

manufacturers and distributors.” 

The L. H. Smith Company, Pitts- 
burgh, Pa., briefly says: 

“It is our intention to partici- 
pate in every manner possible to 
aid our dealers in making 193° 
National Hardware Week an out- 
standing success.” 

The Geo. Worthington Company. 
Cleveland, Ohio, states: 

“We are cooperating with the 
independent hardware dealers and 
the Association in general. We 
will be in the field with a full 
line of traffic and special induce- 
ment items for dealers, including 
also window trims, store trims. 
handbills, newspaper advertising. 
etc., which we have every reason 
to believe will be of a high class 
nature. This particular kind of 
merchandising is something that 
we believe in, and that we have 
gone a long way as a wholesale 
supplier, to make available to our 
trade at all times, and we will just 
naturally step out a little more fur 
National Hardware Week.” 


Ace Hardware Corporation, Chi- 
cago, Ill., has this to say: 

“While we have not as yet de- 
cided just what our program will 
be. it is definite that we will pro- 
mote the idea with all our dealers. 
Our results last year were en- 
couraging, and with time to plan 
our execution this year should be 
much better.” 


Brown-Camp Hardware Company. 
Des Moines, Iowa, states its posi- 


tion: 


“We are planning to cooperate 
in every possible way with the 
national and local associations in 
helping them to put over this week 
in a big way. We have not as 
yet received detailed information 
fromm the association. 

“Last year we had all of our 
salesmen solicit orders from deal- 
ers for the hardware kit, as fur- 
nished by the association and at 
the same time collect the money 
for it. These orders and the cash 
were turned over to our Iowa As- 
sociation. We were successful in 
placing over one hundred kits with 
our dealers. If it meets with the 
approval of the association we will 
do the same this year. 

“Last year we put out two as- 
sortments of merchandise, mostly 
staple items at a price that per- 
mitted our dealers to meet prac- 
tically all competition. With these 
assortments we furnished bills to 
be mailed out to the trade. In 
our opinion, Hardware Week in 
the State of Iowa was a complete 
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FOR MORE PROFITS ON 
OIL-BURNING EQUIPMENT 


SEND FOR THIS NEW CATALOG 


UNITED STOVE CO.), Ypsilanti, Mich. 











~-(CHICAGO)— 
SPRING HINGES 





THE 
“SIMPLEX” 


(No Hanging Strip Required) 
Dealers will find it of 
interest to examine im- 
portant features in the 
construction and design of 
the “Simplex.” 


The Simplex Spring 
Hinge, designed for sim- 
plicity and economy in 
application, requires no 
jamb strip and only one mortise cut. 





Type 9001 


The construction of barrels and web from one con- 
tinuous piece of metal eliminates joints where the 
metal forming the barrels continues as the web and 
avoids exposing the spring to moisture which would 
cause rust and breakage. 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U. S. A. 





STRIKING "PROOF DISPLAY” 
SELLS TIP-TOP SOLDER 














People actually crowd—Sales Skyrocket— 
when NEW 28” Display demonstrates 40-lb. re- 
sistance of TIP-TOP Liquid Solder repair. Display |i 
takes small space . . . effective for years. Shows | 
weld-like bond of greatest er solder made. | 
TIP-TOP normal fast seller . 1 

ORDER peat "TODA 


with new display. 
{ Your Cost Retail 


A--28 inch TIP-TOP Price 
DEMONSTRATOR $1.20 
|. Po an ok oP 4 a, | TUBES 
GARDED 3.80 $6.00 
C--6 TIP-TOP TUBES FREE 1.50 
5.00 7.50 
You Pay 5.00 
PROFIT 2.50 


YOUR PROFIT 50% 


: HEATLESS 
te CEMENT, TOO! 


Folks buy both fron 
this display! f 





"Dé 
C—6 TUBES “Top Heat- 
ess Cement on this 


50% PROFIT! lee teh ume 


Special Deal ONLY $5.00—Sell for $7.50—Make $2.50 Jana 
PROFIT! Original deal nets you extra big margin. . 


B—TWO I! x 14 CARDS 


s arket 
later sales even more! ORDER TODAY FROM JOB- ce, sho 


BER, OR WRITE 





ile al NOW! ! 


TIP TOP PRODUCTS CO., Dept. B— Omaha, Neb. 


FISH and FROG 


SPEARS 

















Arcade Fish and Frog Spears are made of the 
finest spring steel with hand forged points .. . 
barbs of special improved design to afford a firm 
hold without destructive tearing or cutting of flesh. 


Finished in an attractive brilliant green with alu- 
minum finished points. Write for complete informa- 
tion today. Your jobber will quote prices and 


supply you. 


ARCADE 


ARCADE MFG. CO. 
1201 Shawnee St. 
FREEPORT, ILLINOIS 


HARDWARE & TOOLS 
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oy usin many exclusive time 
and work saving features make 
DAZEY KITCHEN HELPS sur- 
prisingly easy to sell. Better still, 
you seldom stop with selling one 
because they all fit the same wall 
bracket. When that famous Dazey 
bracket goes up on a kitchen wall, 
it keeps suggesting the purchase 
of still more Dazey Kitchen Helps. 
It pays liberally, therefore, to keep 
well stocked on the whole line. 
Why not check your stock now? 


DAZEY CHURN & MANUFACTURING CO. 
St. Louis, Missouri 




















BATTLE CREEK NOZZLE 


Ss H ERMAN 
Lawn Hose Fittings 


The much demanded, profit making 


line for 40 years. Always up-to- 
date. Every fitting a tried and 
proven success. Products include: 
Sherman Hose Nozzles, Couplings, 
Faucet Connections, Goose Neck 
Hose Connections, Garden Hose 
Siamese, Double Female Swivels, 
Hose Spuds, Multiple Spray Heads 
for Portable Lawn Sprinkling Sys- 
tems, etc., etc. All made of brass 
to give lasting satisfaction. 


Standard Sherman Coupling 





Sold Through Rita 
H. B. SHERMAN MFG. CO. 


Battle Creek Michigan 
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New York, N. Y., 


success last year, and we are look- 
ing forward to greater results in 


1939.” 
The American Hardware Supply 


Company, Pittsburgh, Pa., says this: 


“Last year we cooperated and 
were successful in promoting this 
week among our customers. We 
furnished them with National kits. 
circulars for house-to-house dis- 
tribution, and price cards as a 
tie-in with suggested window trims 
and circulars. 

“During 1939 we will again co- 
operate. We will distribute the 
window trims on a no-profit basis 
and furnish all of our customers 
with a special circular for mail or 
house-to-house distribution with 
price cards tying in with the cir- 
cular and other methods not as yet 
completed. 

“There is no question in our 
minds that the National Associa- 
tion, the various state associa- 
tions, and other publications have 
been lax in not fostering National 
Hardware Week in prior years. 
We feel now that a foothold has 
been made and everyone _inter- 
ested in the industry, whether 
manufacturer, jobber or retailer. 
should get behind this movement 
in every conceivable way.” 

The Masback Hardware Company. 
says as follows: 

“Last year we found that very 
few dealers in this area tied-in 
with this promotion and very few 
of our dealers ordered the Na- 
tional Hardware Week display kit 
which was available. We are, of 
course. in hearty accord with the 
purpose of the National Hardware 
Week campaign and shall do 
everything in our power to pro- 
mote it. 

“In addition to presenting the 
special promotions which will be 
sponsored by manufacturers. we 
will present to all of our dealers 
our own suggested ‘leaders’ to 
help make National Hardware 
Week a complete success for re- 
tailers. In addition, we plan to 
have the official display kit set up 
at our forthcoming Business Show 
and will take orders for this kit 


.” 


from all interested dealers.’ 
The Simmons Hardware Company. 


St. Louis. Mo.. states: 


“We are naturally going to tie 
into this the same as we did last 
year, but up to the present time 
we have not formulated any defi- 
nite plans on the subject.” 


Talbot, Brooks & Ayer, Portland. 


Maine, states: 


“We expect to participate in 
promoting National Hardware 


Week in the same manner as last 
year. We expect to get some spe- 
cial offerings from manufacturers 
and hope to be able to offer our 
customers some real bargains for 
this occasion.” 


Boetticher & Kellogg Co.. Evans- 


ville, Ind., comments in this fashion: 


“Relative to the National Hard- 
ware Week, will say that we in- 
tend to work with our dealers in 
the Tri-State territory the same 
as we did last year—we intend 
passing on to them quite a few 
specials to use during this week. 
We will give them special values, 
passing up our profit to help make 
this week a success.” 


The McLendon Hardware Co., 


Waco, Texas, has this to say: 


“Our experience with Hardware 
Week, last year, was not as satis- 
factory as we might have expected, 
however, we are willing to admit 
the major part of the failure was 
our own fault. We did not start 
to work on it in time, and did not 
have the proper setup of merchan- 
dise or advertising. We are going 
into it on a larger scale this year 
and will certainly be interested in 
the outcome.” 


Blish, Mize & Silliman Hardware 


Company, Atchison, Kan.,. comments 
as follows: 


“We expect to go into this 
wholeheartedly and cooperate in 
every way possible in our trade 
territory. The 1938 Hardware 
Week was just the beginning. The 
retail dealers didn’t give it their 
full cooperation but we _ believe 
this year and in succeeding years, 
they will go into the matter more 
generally. It looks as though the 
manufacturers are going to co- 
operate very much better than they 
did last year.” 

The Lee Hardware Co.. 


Salina, 


Kan., states: 


“We are, of course, very much 
interested in making the American 
buying public hardware conscious. 
and there is no doubt that the 
designating of certain weeks for 
the promotion of advertising {or 
a particular purpose has gained a 
recognition which cannot be over- 
looked. 

“We believe that the manufac 
turers will make a mistake if they 
do not offer special merchandise 
at special prices before presenting 
to the buying public. It is hard 
for us to see how much could hx 
made of the week without some 
appeal first to the independent re- 
tailer, and he in turn to offer 
some special items in the hard- 
ware line to his patronage.” 
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Miller Bros. Hardware Company. 


Richmond, Ind.. comments as _fol- 
lows: 

“We certainly think very well 
of this idea and are arranging to 
participate in it again this year. 
The specialties we ran in connec- 
tion with the Hardware Week last 
year were exceptionally well re- 
ceived by the trade and they have 
already sent us numerous _in- 
quiries relative to the items which 
will be offered this year. We are 
going to include in our specials 
this year considerably more mer- 
chandise than we used last year.” 


Santa Fe Builders’ Supply Co.. 
Santa Fe, N. M., states as follows: 
“There seems to be a golden 
opportunity at this time for people 
in the hardware field to again 
stress quality. It is our plan at 
this time to select a number of 
mechanic’s tools that have been 
in use, selecting both the quality 
tools and those that were bought 
on price and lacked quality. In 
arranging a display of these tools 
we will attempt to demonstrate 
where a small difference in price 
can avail a customer of many 
times greater use. We also pro- 
pose to do this in the builder’s 
hardware field by selecting 
builder’s hardware that has been 
in use, and properly set out the 
numerous features that quality 
hardware will demonstrate after 
considerable use. As far as offer- 
ing price leaders, etc., quite often 
there are no opportune times for 
using those concessions, and we 
do not believe that it would be 
a good idea to put on a national 
sale of hardware for this week.” 
Wright & Wilhelmy Co., Omaha. 
Nebr., state: 

“Our institution is committed 
to do everything that a good dis- 
tributor should do to promote the 
welfare of the independent hard- 
ware trade in our area, and our 
conception of National Hardware 
Week leads us to believe that 
leadership should be national with 
full cooperation from the various 
state hardware associations fol- 
lowed through by wholehearted 
support of the plan as laid down 
through these associations by 
manufacturers, distributors and 
dealers. 

“We think that considerable 
publicity should be given the fact 
that the up-to-date hardware mer- 
chant of today is a specialist in 
the marvelous appliances which 
have come on the market in the 
past few years to make life better 
and more enjoyable.” 
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“\ nd be sure 10 send 


Thy one of AON new 
DuPont Spouses 

















HERE’S A SPRING-CLEANING 
ITEM THAT REALLY CLICKS 
WITH YOUR CUSTOMERS: 


ROM coast to coast women are discard- 

ing outdated cleaning rags to use this 
amazing Du Pont Sponge. And dealers who 
are featuring it are reaping big profits. 


The turnover’s fast. It has so many uses 
you can often sell several to a customer. 
Housewives will want one in the bathroom, 
another in the kitchen for dishwashing, and 
a third for windows, woodwork or walls. 
Men find it great for car-washing. 


Here’s your profit set-up—and it’s a swell 
one! A dozen No. 8 Sponges cost you $5.40, 
sell for $9.00, give you a profit of $3.60. 

Profits on the 25-cent, 45-cent and $1.10 
sponges are in proportion. Mailcoupontoday. 








amen 


HERE’S WHY THIS AMAZING NEW SPONGE BRINGS QUICK PROFITS: 


1. NATIONALLY ADVERTISED in “‘Saturday Evening Post” + ‘Good House- 
keeping” -° “Better Homes & Gardens” * “American Home’ 


2. FLOATS; 3. ABSORBENT; 4. SOFT; 5. LONG-LASTING; 6. CAN BE STERILIZED 
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Rain Or Mist—It’s 
All the Same To 
PREMAX 


One simple adjustment for rain or 
mist—but you adjust it at the 
faucet for large or small area. This 
is only one of the many exclusive 
features of the Premax Floating 
Head Sprinkler which has caught 
public fancy and gone to the head 
of its class as a best seller. Show 
one on your counter— your cCus- 
tomers will want the Premax the 
minute they examine it and see that 
it can’t wear out. 


ASK YOUR JOBBER OR 
SEND FOR BULLETIN 








PEMAaX. Pad f 


Division of Chisholm 


Ruder Co../nc 





cod Way 


GRINDER 





Real Quality Miniature Tools 


Carrying an internationally known tool 
name. Correctly designed, correct op- 
erating speeds, genuine high torque 
drill motors. 1000 RPM DRILL, Die 
east handle and gear case, and blue 

















crackle steel body, handles 4%” in 
steel, $7.95. 20,000 RPM GRINDER 
to match, more efficient design, more 
power, $5.95. A double sale oppor- 
tunity—the Drill and Grinder with 5 
accessories in a fitted steel carrying 
case, $14.95. A Stand that converts 
these tools into a lever fed drill press 
or precision grinder, $3.95. A com- 
plete line of Accessories—Stock Dis- 
play Beards, Circulars, Electros, and 
national advertising. Ask your jobber 
or write direct for catalog sheets, 
mailing and counter circulars and dis- 
counts. 







Every SpeedWay Grinder 
sold builds repeating 
secessories business 


DRILL AND 
AA GRINDER SET 


SPEEDWAY MFG. CO. 
1836 S. 52nd Ave., 
Cleere, Iilinots. 
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Alabama. The Retail Hardware 
Assn. of, convention and exhibit, May 
16, 17 and 18, 1939, at Mobile, Ala. 
J. H. Crowe, 410 N. 21 St., Birming- 


ham, Ala., is secretary-treasurer. 


American Hardware Manufactur- 
ers’ Assn. semi-annual convention and 
Southern Hardware Jobbers’ annual 
convention, April 17-20, 1939, at Hotel 
Roosevelt, New Orleans, La. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ association. T. W. McAl- 
lister, Grant Bldg., Atlanta, Ga., is 
secretary-treasurer of the jobbers’ asso- 
ciation. 


Arkansas Retail Hardware & Imple- 
ment Assn., Feb. 14-15, 1939, at Marion 
Hotel, Little Rock, Ark. G. L. Turner, 
320-322 E. Markham St., Little Rock, is 


secretary. 


California Retail Hardware Associ- 
ation, Feb. 21-23, 1939, headquarters, 
Hotel Whitcomb, San Francisco, Calif. 
Le Roy Smith, Room 237, 417 Market 
St., San Francisco, is manager-treasurer. 


Carolinas, Hardware Assn. of, June 
13-15, 1939, at the Ocean Terrace Hotel, 
Wrightsville Beach, N. C. Arthur R. 
Craig, 407-11 Commercial Bank Bldg., 
Charlotte, N. C., is secretary-treasurer. 


Coast-to-Coast Stores Central Or- 
ganization, Inc., 514-520 N. Third St., 
Minneapolis, Minn., Feb. 20-21, 1939, at 
Minneapolis. 


Connecticut Hardware Association, 
March 8 and 9, 1939, at Hotel Bond, 
Hartford, Conn. C. F. Freeman, Bran- 
ford, Conn., is secretary. 


Credit Congress, 44th Annual Con- 
gress, sponsored by National Associa- 
tion of Credit Men, Grand Rapids, 
Mich., June 12-15, 1939. Henry H. 
Heimann, One Park Ave., New York 


City, is executive manager. 


Eastern Hardware Golf Assn., 
annual golf tournament, June 8 to 10, 
1939, Cavalier Hotel, Virginia Beach, 
Va. H. L. Gilliam, 9 Rockefeller Plaza, 
New York City, is secretary-treasurer 
of the association. 


Homefurnishings, International 
Market, June 5 to 17, 1939, in the 
Merchandise Mart, Chicago. 


Housewares Show, sponsored by 
New York Housewares Mfrs. Assn., 
July 10-15, 1939, at Hotel Astor, New 
York City. Mrs. Flo English, Hotel 
Pennsylvania, New York, is secretary. 


Coming Conventions 
and Events 


Corrected each issue 
according to latest data 


Joint Southern Convention of the 
American Hardware Manufacturers’ 
Assn. and the Southern Hardware Job- 
bers’ Assn., April 17-20, 1939, at the 
Hotel Roosevelt, New Orleans, La. 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary-treasurer of 
the manufacturers’ association, and T. 
W. McAllister, Grant Bldg., Atlanta. 
Ga., is secretary-treasurer of the job- 
bers’ association. 


Minnesota Retail Hardware Assn.. 
convention and exhibit, Feb. 21-24, 1939, 
at Auditorium, St. Paul, Minn. C. J. 
Christopher, Nicollet at 24th, Minne- 
apolis, Minn., is manager-treasurer. 


Missouri Retail Hardware Assn., 
Feb. 21-23, 1939, at Hotel Jefferson, St. 
Louis, Mo. Exhibit at hotel. Peyton C. 
Clark, 2861 Gravois Ave., St. Louis, is 
secretary. 


National Contract Hardware 
Assn., convention and exhibit, Oct. 2-5. 
1939, at Hotel New Yorker, New York 
City. J. Harold Dumbell, executive sec- 
retary, Fulton Bldg., Pittsburgh, Pa. 


National Retail Hardware Con- 
gress, July 17-20, 1939, at Netherland 
Plaza Hotel, Cincinnati, Ohio. Rivers 
Peterson, managing director, National 
Retail Hardware Assn., Security Trust 
Bldg., Indianapolis, Ind. 


Nebraska Retail Hardware Assn., 
convention and exhibit, Feb. 14-16, 1939, 
in Omaha, Neb. Exhibit at Municipal 
Auditorium; headquarters, Rome Hotel. 
E. C. Hermanson, 325 Insurance Bldg., 
Lincoln, Neb., is secretary. 


New England Hardware Dealers 
Assn., Feb. 28, March 1-2, 1939, at 
Hotel Statler, Boston, Mass. Exhibit at 
hotel. George G. Hoy, 140 Federal St., 
Boston, is secretary. 


New England Housewares Show, 
Feb. 20-24, 1939, Parker House, Boston, 
Mass. Sponsored by The Housewares 
Club of New England, Room 182, 
Parker House. 


New York Gift Show, Feb. 20-24, 
1939, Hotel Pennsylvania, New York 
City. 


North Coast Hardware & Imple- 
ment Dealers Assn., Feb. 13-14, 1939, 
in Portland, Ore. Theo S. Coy, Olympic 
Hotel, Seattle, Wash., is secretary. 


Ohio Hardware Assn., Feb. 14-17, 
1939, at Deshler-Wallick Hotel, Colum- 
bus, Ohio. Exhibit at Convention Hall. 
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WRITE FOR 
FREE CATALOG 


BICYCLES - VELOCIPEDES > SKATES 


Styled for beasity... made to tail 





No. 100 
DE LUXE 









D. P. HARRIS HDW. & MFG. COMPANY, INC. 
ROLLFAST BUILDING + NEW YORK, N.Y. 




















“"SWING-OVER" HARDWARE 


A first class type of over- 
SS head door hardware in the 

A lowest price field. Send for 
e ) | literature. 








Dependable Products Since 1888 


COBURN TROLLEY TRACK CO. 
50 Canal Street, Holyoke, Mass. 























STAR 


HEEL PLATES @S» 





Leaders for 30 Years—Why? 


Because they have stood every test. Best known and known 
as the best. Easiest to sell because of popular demand. 9 
sizes to fit smallest or largest size shoes. 14 gross pairs in 
box. Sold by Leading Jobbers. Send for samples and Prices. 


>. 4 STAR HEEL PLATE CO. * 











PAPER ANGERS’ NIVES 
Stay-Sharp Made in R. Murphy 


5 styles by 


HOW IS YOUR ee = 
Stock of this i Z 
splendid line of f Buen a3. 
work knives? | 7 


Shoe Knives 
Oyst 2 Sizes Round Point 
Skiving Knives 3 Sizes Square Point 
}- may A anos ’ 

jm Kalves Every time you sell an R. MURPHY Knife you 
a make a satisfied customer (the best possible 


booster for your store) —and net yourself a 
reasonable profit. For 89 years—the standard 
of excellence in Work Knives—they are better 
than ever today. Every R. MURPHY Knife 
makes good, or we will. Stock this line!— 
Manual Training You'll profit thereby! 

f 


Pruning Kalves 
Glicteta Knives 


Roofing Kalves Complete catalog and prices on request. 
ers’ 
Biadesand §~=»- Robert Murphy’s Sons Co., Ayer, Mass. 
























ORDER NOW! S 
proFit PLUS TEM- 


Gives 100% Retail Markup) 


Rapid Turnover, Quick Repeat, Low Co 
sumer Price and Generous Free Deal make 
Lilly Ant Cups and Ant Trapsa “sure move” 
item to stock. Positively exterminate both 
sweet and grease eating ants. Destroy entire 
colonies and nests of ants, roaches and other 
destructive insect pests. Sold on money back 
guarantee. Compelling counter dis- 
plays and actual live ant colony win- 
dow display create interest and induce 
sales. Write for dealer proposition 
and prices NOW. 











The Lilly Products Co. 


ATTLEBORO, MASS. 








heatd the NEWS2 
PROCTOR TOASTERS 








fle 








3205 Meee 
SINGLE AUTOMATIC | Priced 25:0 43°; tower than, 1938 for 
$395 FREE—Extra ote 
DOUBLE AUTOMATIC ON 4 BIG DEALS 
$995 Voteme Stk ets oF Ot» oday 
ee PROCTOR ELECTRIC COMPANY 








7th and Tabor Road, Philadelphia, Pa. 








Recognition of Mayhew Dependability is 
reflected in the fact that Mayhew tools 
have been sold profitably by Dealers and 
Jobbers since 1856. 


The Most Complete Burring Reamer 
Line on the Market! 


=_="|_ (mes, No. 387 Reamer 
) 


No. 386 REAMER 









MAYHEW STEEL PRODUCTS, Inc. 
SHELBURNE FALLS, MASSACHUSETTS 
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NOW-=Greatly 


improved New 
Spring Balances 


for heavy usage 


@ Just introduced — an 
improved type of Straight 
Spring Balances. Case made 
of two tubular steel tele- 
scoping members. Load 
head doubly reinforced and 
electrically welded to out- 
er member. Swedish steel 
spring. Solid brass dial with 
deeply etched figures and 
graduations. Red indicator. 
To retail at $1.25. 





Your customers will want 
these superior-type Spring 
Balances—of famed Hanson 
quality. Ask your jobber 
for discounts. 


HANSON SCALE CO. 
(Est. 1888) 
510 N. Ada Street, Chicago 
1150 Broadway, New York 





HANSON 
SCALES 





Simplex size-marked pump leathers are 
easiest to sell—and they will stay sold. 
The size is so clearly marked on each 
leather there can be no mistakes about 
size—no hunting for rulers to measure— 
and no exchanges from customers. 

By selling Simplex size-marked pump 
leathers you cut down selling expense 
and give your clerks more time to sell 
other items. You build the reputation of 
having a well-stocked store with an in- 
telligent sales force. Try this new way to 
make sales more profitable. 


Ask your jobber or write us for price list. 


oe we rae FR ee GS 


aoe ne a, Un. 
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John B. Conklin, 175 South High St., 


Columbus, is secretary-treasurer. 


Pennsylvania and Atlantic Sea- 
board Hardware Assn., Feb. 21-24, 
1939, at William Penn Hotel, Pitts- 
burgh, Pa. Exhibit at hotel. W. Glenn 
Pearce, 400 North Broad St., Philadel- 
phia, is managing director. 


Southern California Retail Hard- 
ware Association. Convention and ex- 
position at the Hollywood Roosevelt 
Hotel, Hollywood, Calif., March 1-3, 
1939. J. V. Guilfoyle, 1026 Rivers- 
Strong Bldg., 112 W. 9th St., Los 
Angeles, Calif., is managing director. 


South Dakota Retail Hardware 
Assn., convention and exhibit, March 
14-16, 1939, in Corn Palace, Mitchell, 
S. D. C. J. Christopher, Nicollet at 
24th, Minneapolis, Minn., is manager- 
treasurer. 


Southern Hardware Jobbers Assn. 
annual convention and American Hard- 
ware Mfrs. Assn. semi-annual conven- 
tion, April 17-20, 1939, at Hotel Roose- 
velt. New Orleans, La. T. W. McAllister, 


Grant Bldg., Atlanta, Ga., is secretary- 
treasurer of the jobbers’ association. 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary-treasurer of 
the manufacturers’ association. 


Tennessee Retail Hardware Assn., 
Feb. 15-16, 1939, at Andrew Jackson 
Hotel, Nashville, Tenn. Ralph W. Liet- 
zau, Andrew Jackson Hotel, Nashville, 
Tenn., is secretary-treasurer. 


‘Triple Convention of the American 
Supply and Machinery Mfrs. Assn., 
National Supply & Machinery Distrib- 
utors Assn., and Southern Supply & 
Machinery Distributors Assn., May 17 
to 23, 1939, on S. S. Monarch of Ber- 
muda on a cruise to Bermuda. Secre- 
tary of the American Assn., R. Kennedy 
Hanson, 1108 Clark Bldg., Pittsburgh, 
Pa.; National Assn., H. R. Rinehart, 
505 Arch St., Philadelphia, and South- 
ern Assn., Alvin M. Smith, Smith- 
Courtney Co., Richmond, Va. 


Virginia Retail Hardware Assn., 
Feb. 21-22, 1939, at Virginian Hotel, 
Lynchburg, Va. R. A. Frayser, 17 N. 
Sixth St., Richmond, Va., is secretary. 





Is a Rented Building Safer 


HERE a business is being 
operated in a rented building, 
who is legally and financially re- 
sponsible for any injury resulting 
from some defect in the building? 
A business man is required to pro- 
vide a safe place for employees to 
work. Moreover, he is responsible 
for any injury to customers or others 
resulting from any defect in the 
business building. Loose or broken 
floor boards or unsafe stairways are 
examples of “defects” that might 
cause injury to a customer or em- 
ployee. 

If a business man should be sued 
for injuries resulting from such a 
defect, may he in turn sue the owner 
of the building from whom he 
rented? A tenant in a building in 
Washington, D. C., was hurt recently 
by a defectively hung window fall- 
ing on his hand. He sued the owner 
of the building, and in the course of 
its decision the court pointed out 
the conditions affecting a landlord’s 
liability in such a case. 

In order to hold the landlord 
liable for such an injury the defec- 
tive condition which caused the 
injury must have existed at the time 
the lease was entered into. The 
tenant must have been unaware of 
the dangerous condition and the 
risk involved in it. The dangerous 
condition must also be such that it 
could not be discovered by the 
tenant upon a reasonable inspec- 
tion of the place. 

“There is no implied warranty 


by the landlord that the building is 
safe,” said the court, “but where the 
landlord has knowledge of defects 
which are hidden, it is his duty to 
reveal them.” 

Which suggests that the only 
practical protection for a business 
man in a rented building is to make 
frequent and careful inspections for 
such defects and bring them to the 
attention of the landlord promptly 
upon discovery. 





RADIO STATION USES 
GOLD KEY AT OPENING 





This gold key is one of the six- 
teen made by the Taylor Mfg. Co., 
3200 N. Mascher St., Philadelphia, 
Pa., for that city’s newest and 
most elaborate radio _ station, 
opened some months ago. The 
keys were used by government 
and National Broadcasting Co. 
officials in the grand opening of 
the building. The keys are of 
the Taylor company’s special de- 
sign and manufacture. The bow 
or head of the key was designed 
as a replica of the type of micro- 
phone used by NBC. 
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TURNERDAY HANDLES 


Gon Striking Tools 


TURMERDAY] 


Trademarked ead Gradanshes for 


TURNER, 


DAY & WOOLWORTH HANDLE CO., INC. 


Your Protection 


For Catalog, Write 
LOUISVILLE, KY., U.S.A. 






















High Speed 
Light Weight 


Baseboards alone, they lead to our largest paint and varnish sales.’ 
Thus, one of many dealers reports this profitable experi- 


NO DIRT floor finishing materials. 
DUST You buy a Speed-O-Lite on easy terms under 1 year 
NO Guarantee - rent it to your customers, contractors, 







painters, home owners . . . pay 
earnings. Get details of our RISK FREE TRIAL offer. 
dust send your name on your letterhead today. 


LINCOLN - Se Bee 


RPACRABRERY COMP AER SS 
CHICACO, ILLINOIS 


FLOOR 
212 WEST CRAND AVENUE 





TOOLS "AND SUPPLIES! 
t “‘Speed-O-Lite Sanders are the backbone of our paint 
Sands Up to business, and besides paying a handsome profit on renta! s 


ence resulting in $1978 EXTRA REVENUE in a year 
fron SPEED-O-LITE rentais aione, pius EXTKA 
SALES of Paint, Varnish, Wax, Sandpaper and other 


for it out of its own 








EDLUND’S NEW 
50c EGG BEATER 
With 
Stainless Steel 
Beating Blades 


Beats Everything 







Approved 
by FOUR other quality models, 25¢ 
Good to $1.00, comprise a complete line 
Housekeeping of Beaters. Ask your jobber. 








EDLUND CO. BURLINGTON, VT. 

















SANDVIK 


“FISH & HOOK” BRAND 
Manufactured from Finest 
Swedish Charcoal Steel. 

Taper Ground 


Well Balanced 


No. 270 


al Highly polished blade with 
etched trade mark. Carved pear wood 

handle with three nickel plated brass 

screws and medallion. 

SANDVIK SAW & TOOL CORPORATION 


47 WARREN ST. 11 No, JEFFERSON ST 
NEW YORK, N. Y. CHICAGO, ILLINOIS 





— 


















IT’S IN THE AIR!! 


Heated air, which cold weather 
necessitates, is dry and destruc- 
tive; dries out woodwork, furni- 
ture, ete., and _ invites poor 
health. 


The NEW Healthifier (Inserted 
within radiators at the hottest 
spet) relieves this dry condition, 
thus tapping a big volume mar- 
every radiator-heated resi- 
dence being a prospect. 





A substantial profit is “‘in the ~~" 
air” for the dealers who handle ket; 


this item. 
The Fulton line offers a variety of humidifiers for all types of 
heating equipment—all moderately priced. 
TAKE ADVANTAGE OF THIS NATURAL DEMAND. 
Write for Quotations 


PATENT NOVELTY COMPANY 
305 Eighth Avenue Fulton, Illinois 














PORCELETS 


Insure SAFE Wiring 


These modern All-Porcelain Outlet Boxes and Cover Plates 
insure a new standard of SAFETY in electrical wiring. 
Customers buy them because they are economical as well 
as safe. Nothing to ground, the box of the PORCELET 
itself is an INSULATOR— 


No Grounds, No Clamps, No Connectors 


are recuired. This saving in time, material and labor 
goes to every user. PORCELETS come in styles and sizes 
for every installation. Send for complete catalog and 














PORCELAIN PRODUCTS, INc. 
DEPT. 11 FINDLAY, OHIO 








a 8 “Reel” "Sales Appeal in This New 


SAFETY REEL 


One look and every fisherman falls in 

love with the sensational features of 

this light-weight, low-priced reel— 
Starts easy—stops quick. Proper ad- 

. justment of tension to weight of bait 
eliminates backlash. 

@ Self-lubrieating bearings and stainless 
spindles 

@ Adjustment for alig 

@ Thumb brake on hub. 

@ Capacity 100 yds. 24 test line. 

* 
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Light-weight—5 oz. Guaranteed rust- Nationally 


proof. 
Fits offset or straight handles—on either side. SS at 


Ask your jobber for full details or write us today. 


N. FRIES TOOL & MACH. WKS., FORT WAYNE, IND. 











Do you realize that no one factor will draw people to your store 
like attractive window displays of mer ? 





Hardware Age is continually reproducing such window displays— 
its representatives are always on the lookout for new ideas. 


HARDWARE AGE, 








Good Window Displays « « « 


239 West 39th Street, 


And many dealers who require their own copy of Hardware Age 
find it highly profitable to subscribe to eatra copies for their sales 
force. 

The cost, $1.00 per year, is returned over and over in better 
windows and increased trade. 





New York City 
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DENISTON 


‘‘Lead Seal’? NAILS | 


Get samples of this remarkable roofing nail | 
which makes any kind of roofing give better service. | 
Smart dealers everywhere sell it as a ame pm | 

| 





and good will builder. Note the famous ‘Lea 
Seal’’—the lead under the head and down the 
shank actually plugs the nail hole with lead!.. . 
Ask your jobber or write us for samples and dem- 
onstrator Dlocks. 


The DENISTON Company | 
4840 S. Western Ave. CHICAGO, ILL. 


ATTENTION! 
Something New In Line of 
GENUINE WASHABLE LEATHER 

Replaces | 

GENUINE OIL TANNED CHAMOIS 
At 1/3rd the Cost 

For Full Particulars Write to 


PIGRO LEATHER CO. 
Gloversville, N. Y. 

















SCOOKS# CMM WAIL 


CLIPPERS 


- \e 
of MOUNTED ON THIS 
as "SALESMAN" 
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Gem Nail Clippers 
t 


Colorful fast-selling dis- 
play holds dez. elippers et 


\ 35¢ ea. Good profit. Ask 
your jobber. Send for eata- | 
log price sheet. 


The H. C. COOK CO. | 


27 Beaver St., Ansonia, Conn. 


KEY BLANKS | | 


OF EVERY DESCRIPTION 
Also, assorted skeleton keys. 


i 


i 


yt 





Catalogue on request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U. S. A. 
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cHAMO 


MADE IN U.S.A. 


ASK YOUR JGQBBER 
FOR GUR EXTRA VALUE 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL, MASS. 








ROCHESTER ADJUSTABLE 
SASH BALANCES 

° 

° 


A product of Guar- 
anteed quality. Real 
profit in handling 
them. 





Write for prices. 














e 
Rochester Sash Balance Co., Ine. 
Rochester, N. Y. 
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The “Who Makes It’’ issue of Hardware 


Age enables you to quickly locate sources of 


supply and helps you answer many ques- 


tions regarding brand names, products, etc. 


Frenchtown, N. J.: Who makes 
the Klean Kan bags for garbage 
cans? E. C. Johnson & Son. 


ANSWER: Klean Kan Garbage 
Bag Co., 16 W. 22nd St., New York 
N.. ¥. 


* * * 


Carlisle, Pa.: Who makes the 
John A. Manson price card holders? 
Cochran & Allen. 


ANSWER: H. A. Dunning, West- 
erly, R. I. 


* + 


Salt Lake City, Utah: Who makes 
hardware for drop top typewriting 
desks? Owen Nebeker, Warden, 
Utah State Prison. 


ANSWER: The Seng Co., 1450 
N. Dayton St., Chicago, Ill. Weber- 
Knapp Co., Jamestown, N. Y. 


* * * 


Fairbury, Ill.: Who makes a pail 
with nipple for feeding calves? 
Walton Dept. Store. 


ANSWER: Jas. Scully, Pomery, 
Pa. 


Kalamazoo, Mich.: Who makes 
the Miracle Jug water softener? 
Clarence Pountain 


ANSWER: Miracle Mfg. Corp., 
Fort Wayne, Ind. 


* * * 


Youngstown, O.: Who makes the 
Snapit line of electrical cords, 
plugs, etc.? James G. Pardee. 


ANSWER: Marks Products Co., 
84 N. 9th St., Brooklyn, N. Y. 


Norwich, Conn.: Who makes the 
Becky Porter french fry cutter? 
Franklin Hdwe. Co. 


ANSWER: K-D Mfg. Co., Lan- 


caster, Pa. 


Columbia, Mo.: Who makes the 
soapstone discs for fireless cooker? 


Hays Hdwe. Co. 


ANSWER: Vermont Soapstone 
Co., Perkinsville, Vt. 
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MAKES IT?” 


Information regarding 


sources of supply as pro- 


vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes it?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


Mobile, Ala.: Who makes the 
Royal Gas radiant heater? Alabama 
Hdwe. Co. 


ANSWER: Chattanooga Imple- 
ment & Mfg. Co., Chattanooga, 
Tenn. 


Irvington, N. J.: Who makes the 
Chromalox range heater units? Ace 
Hardware Co. 


ANSWER: Edwin L. Wiegand 
Co., 7544 Thomas Blvd., Pittsburgh, 
Pa. 


Luray, Va.: Who imports fish 
hooks manufactured by O. Mustad 
& Son, Oslo, Norway? Menefee 
Hdwe. 


ANSWER: Edward W. Simon 
Co., Inc., 302 Broadway, New York, 
N. ¥, 


St. James, Minn.: Who makes the 
Caille Outboard Motors? . James 
Bros. 


ANSWER: Caille Motor Co., 
6240—-2nd Ave., Detroit, Mich. 


Ashland, Wis.: Who makes the 
Steam-O-Matic electric iron? Ang- 
vick House Furnishing Co. 


ANSWER: Steam-O-Matic Corp., 
1150 Broadway, New York, N. Y. 


.FEBRUARY 9, 1939 


Haverhill, Mass.: Who makes the 
Big Boy steel drum faucet? Haver- 
hill Hdwe. & Plumbing Supply Co., 


Inc. 


ANSWER: Chambers - Bering- 
Quinlan Co., Decatur, Il. 


Mount Clemens, Mich.: Who 
makes fluting irons suitable for 
fluting ruffles on curtains? Chas. S. 
Ferrin Co. 


ANSWER: Dubrow & Hearne, 13 
Wooster St., New York, N. Y. 


Baltimore, Md.: Who makes the 
Coleman rubber plungers? United 
Sanitary Chemicals Co. 


ANSWER: Allen J. Coleman, La 
Salle St., Chicago, II. 


Chapel Hill, N. C.: Who makes 
locking coat & hat hooks? S. H. 
Basnight. 


ANSWER: Backus Novelty Co., 
Smethport, Pa. 


Peekskill, N. Y.: Who makes the 
Bennett fire place screen? The Wil- 
son Hardware Co. 


ANSWER: Bennett Fireplace 
Corp., Norwich, N. Y. 





ELECTRIC 


CONDITIONER 


Can of paint is scientific- 


To Keep ally shaken up and down 
, and sideways —1350 
Paint ? 
shakes a minute. Thor- 


Sock oughly reconditions con- 


In tents in 2 minutes. Cans 
Perfect ‘ easily, quickly inserted. 
Condition All sizes fit from half-pint 
to gallon. Does not soil 


or mar can or label. 


LANDON P. SMITH, INC. 
IRVINGTON, N. J. 
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STEEL BRICK HODS | 


Have been use 
epee, Pg for years 
anaes. \. Wee because of 
' 5 cri their strength 
and lightness. 

All steel 





Prices Will Interest 
The Cleveland Wire Spring Co. 
E. $8th St. and Hamilton Ave. 
@ @ CLEVELAND, OHIO @® @®@ 




















Kew Daisy Waterers 
for HOGS and POULTRY 
ALSO SHAW and DAISY 


CALF WEANERS 
BEST FOR 25 YEARS 


Write for FREE Circular Mfrd. By 


QUINN WIRE & IRON WORKS 


POONE, IOWA, USA 
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Classihied Opporvtumitien Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





[ Clanrijied Adwentining Roter | 





Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 
Set solid, maximum, 50 words 
All capitals, maximum, 50 words 
Each additional word 


Positions Wanted 
(Special Rate) set solid, maximum, 
50 words 
Each additional word 
allow Seven Words for Keyed Address or Your Address 


SEES DISPLAY a 
One inc 
och additional inch 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 10% off; 8 insertions, 15% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


—@— 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 

—_—@— 


HARDWARE AGE is published every 
other Thursday. Classified forms close 








15 days previous to date of publication. 


NOTE 


Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 

—@— 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., New York City 











| Positions Wanted 


Positicows Wanted 


Positioms Wanted | 








HARDWARE PERSONNEL. OUR FILES 
CONTAIN applications of several hundred experi- 
enced and well trained employees in the hardware 
industries. No charge to employers for this ser- 
vice. If we can be of any help to you, just 
‘phone ASSOCIATED PLACEMENT BUREAU, 
152 West 42nd Street, New York City. Wis. 
7-1802, 1803. 





SALESMAN, AGE 37, COVERING NEW 
ENGLAND, desires additional wholesale lines. 
Address Box D-312, care of Harpware AGE, 239 
W. 39th St., New York City. 





PEP UP YOUR BUSINESS WITH a man who 
has merchandising and sales experience in general 
hardware, sporting goods, and plumbing. If you 
are looking for a man to do things,—Address Box 
D-309, care of Harpware Ace, 239 W. 39th St., 
New York City. 





WANTED BY HARDWARE MAN WITH 
general experience in all lines factory, wholesale 
and retail. Has car; can travel. Best of ref- 
erences. New England preferred. Address Box 
D-343, care of Harpware Ace, 239 W. 39th St., 
m.. 3. Cop. 





SALESMAN—CALLING 
sporting goods, department and variety stores, 
would like to represent a manufacturer, or job- 
ber in Philadelphia and Jersey areas. Have car. 
Commission basis. Address Box D-336, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


ON HARDWARE, 





SALESMAN—13 YEARS’ EXPERIENCE 
ON THE ROAD. 33 years old. Would like to 
represent some manufacturer in Iowa; am open to 
any fair proposition or offer. Have a good sales 
record and reference. Address Box D-333, care 
of Harvoware Ace, 239 W. 39th St., N. Y. City 





AM INTERESTED IN CONNECTING WITH 
reliable Manufacturer as Purchasing Agent. Eigh- 
teen years’ experience Jobber, Mail Order and Syn- 
dicate Buying Companies. Acquainted with the trade 
and can aid in increasing volume. Excellent ref- 
erences. Address Box D-328, care of HarpwareE 
Ace, 239 W. 39th St., New York City. 





SALESMAN, AGE 44. HAS TRAVELED 
THE state of Florida calling on hardware trade 
with same firm 10 years. Wishes to represent 
reliable firm desiring salesman for Florida and 
Southern states. Not afraid to work or travel. 
Best references. Address Box D-334, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





SALES MANAGER AVAILABLE. A SEA- 
SONED sales executive with an established record 
covering eighteen years with two stove manufac- 
turers seeks a new connection. Especially interested 
in stoves, but big enough to fit in with any organ- 
ization needing a sales producer. Middle west 
preferred. Address Box D-310, care of Harpware 
Acer, 239 W. 39th St., New York City. 
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COMPETENT and EXPERIENCED HARD. 
WARE MAN (43) WITH SEVERAL years’ 
traveling experience and for many years owned 
own store wishes to contact proprietor of Hard- 
ware and plumbing business and eventually pur- 
chase an interest. Can offer finest of references as 
to character and ability. Address Box D-311, care 
of Harpware Ace, 239 W. 39th St., New York City. 





HARDWARE SALESMAN, SINGLE, 15 
YEARS’ SELLING experience, wishes connection 
with manufacturer selling to hardware jobbers and 
dealers in Western Pennsylvania, Eastern Ohio and 
West Virginia territory. Trade established. Un- 
questionable references. College education. Ad- 
dress Box D-319, care of Harpware Ace, 239 W. 
39th St., New York City. 





AM INTERESTED 
MANUFACTURER who 
sentation in Metropolitan 
hardware, housefurnishing, 
store trade. Can furnish best references. Ad- 
dress Box D-341, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 


IN CONTACTING 
wants efficient repre- 
Area, selling to the 
department and chain 





THOROUGHLY EXPERIENCED HARD- 
WARE AND PAINT salesman, both retail and 
traveling, desires connection. Good manager and 
buyer. Can give excellent character and other 
references. Will invest some money in a good 
going concern together with my services. Prefer 
Ohio or nearby states. Address Box D-338, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 





EXPERIENCED SALESMAN, FOR BROOK- 
LYN TERRITORY, would like to represent a 
specialty manufacturer, for the paint and hardware 
trade. Large following built up in the last seven 
years. Excellent references. Experienced selling 
turpentine, alcohol, linseed oil, etc. Address Box 
1-337, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 





HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN Retail and Wholesale hardware, 
paints, sporting goods and kindred lines, desires a 
position with responsible retail firm. References. 
Capable of buying, bookkeeping and store manage- 
ment. In early fifties and good health. Free to 
go anywhere. Middle West or South preferred. 
Salary secondary. Address Box D-316, care of 
Harpware AcE, 239 W. 39th St., New York City. 





YOUNG MAN, 22, EXPERIENCED, DOING 
LOCK WORK, glazing, selling, stock, inventory, 
display, and all incidental work entailed in a 
small Brooklyn hardware store. Seeking position 
in larger store, preferably in Brooklyn, with op- 
portunity for assuming responsibility. Now re- 
ceiving $18.00, and do not expect more. Will 
gladly call for an interview upon request. Write 
to—M. Garber, 2077 Dean Street, Brooklyn, N. Y. 





SALES EXECUTIVE, 41, CONNECTED 
WITH LARGE hardware wholesaler, excellent 
merchandising background and a good sales record 
both ‘‘on the road” and in an executive capacity, 
desires position with progressive manufacturer. 
Feels manufacturers today need new methods of 
approach to interest jobber, retailer and ultimate 
consumer and is prepared to demonstrate how this 
can be done. Address Box D-304, care of Harp- 
warRE AcE, 239 W. 39th St., New York City. 





STORE OR DEPARTMENT MANAGER, 
36, FORMERLY in charge of hardware depart- 
ment leading National Chain Store Organization 
thoroughly experienced in modern merchandising 
methods, sales promotion, buying control, store 
arrangement, advertising and _ display. Seeks 
connection with progressive independent dealer 
interested in modern sales promotion ideas. Loca- 
tion—Atlantic Coast States preferred. Address 
Box D-335, care of Harpware AGE, 239 W. 39th 
t.. NW. Y¥. City. 





BUYER AND PURCHASING AGENT IN the 
hardware, mill supplies, housewares and gifts, 
paints, glass, plumbing, roofing, heating, electrical 
and plastering supplies, wishes a connection with 
a progressively-minded firm, either Independent, 
Chain, Department Store, jobber or wholesaler. 
Experienced in all phases of modern marketing, 
merchandising, stock and price control, sales pro- 
motion, store arrangement, advertising, and a 
capable organizer. College graduate, age thirty- 
three and married, with fifteen years of retail and 
wholesale business experience. Thorough, tactful, 
conscientious and progressive; neat appearance and 
a fluent talker. Present starting salary secondary 
to opportunity and future. Available on short 
notice, and can offer the finest references as to 
character and ability. Would prefer within 200 
miles of New York City or West of Mississippi. 
Address Box D-323, care of Harpware AcE, 239 
W. 39th St., N. Y. City. 











[Sales Representatives Wanted | 


SALESMEN CALLING ON HARDWARE, 








cemetery trade, to sell nationally ad- 
vertised “Central Park Lawn Grass Seed” on 
10% straight commission. State experience. Ad- 
dress—Radway McCullough Seeds, Inc., 115 
Broad Street, N. Y. City. 


NURSERY, 





SPECIALTY SALESMEN OR REPRESEN- 
TATIVES WANTED to sell popular line of 
carpenter and mason levels to hardware trade on 
commission basis. Good proposition to salesmen 
in small territories and exclusive rights. Ad- 
dress—Pioneer Level Shop, Post Office Box No. 6, 
Harper Station, Detroit, Michigan. 





HARDWARE AND HOUSEFURNISHINGS 
SALESMEN WANTED for Providence, : 
and Springfield, Mass., territories. For an old 
established wholesale hardware house. Established 
trade. Commission basis only. Can carry side- 
lines if desired. Address Box D-339, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


HARDWARE AGE 
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[Sales Representatives Wanted | 


|Sales Representatives Wanted | 


Business Oppcrtunitiea | 








WANTED: SALESMEN OR JOBBERS 
HARDWARE, paint, chain, variety and wholesale 
houses to sell Green Sweeping Compound, used in 
stores, lofts, factories, public institutions. Little 
competition. Big turnover. Liberal discounts. 
Established over 25 years. Write for full particu- 
lars. Address—National pao Co., 69 North 
6th Street, Brooklyn, N. 


IF YOU CAN USE ry main ‘nai side 
line that will pay your traveling expenses plus, 
communicate with us giving all information about 
yourself. Factories you now represent, territory 
you cover, etc. This is not a penny business. 
Steel cabinets, chromium goods, lamps, wood 
novelty furniture, etc. Address—The Walter S. 
Kraus Company, Woodside, New York. 











MANU FACTU RER REQU IRES AGGRES- 
SIVE REPRESENTATIVES TO hardware and 
housewares distributors on commission basis sell- 
ing a complete line of standard hardware items. 
Several excellent territories now open. Please 
give full particulars including product now han- 
dled in first letter. Address Box D-347, care of 
HARDWARE AGE, 239 W. 39th St., N. Y. City. 


SAL ESMEN: TO SELL CATTLE SPR. AY 
on market 30 years, also house spray, plant spray, 
rat killer, ant killer, crow repellent, and a full 
line of insecticides and disinfectants. Selling to 
the hardware trade on a commission basis, full 
time or a very good side line. In New England, 
Western Pennsylvania, Ohio, W. Virginia, Vir- 
ginia, Maryland and the South. Address—C. H. 
Davis Company, mone, ce 2 








WANTED BY ESTABL ISHED FIRM 
MANUFACTURING a popular-priced line of 
hardware specialties selling to hardware and mil! 
supply jobbers, an established manufacturer’s agent 
to handle line on commission basis in each of the 
following territories: New England States; South- 
eastern Coast States; Chicago area. Write at 
once for particulars. Address Box D-345, care of 
Harpware AGe, 239 W. 39th St.. N. Y. City. 

AG ENTS w ANTED EXCLU SIVE TERRI 
TORIES AVAILABLE to responsible men con- 
tacting wholesale and retail hardware chains and 
independents, drug, seed, grocery and department 
stores. Widely known, proved, highly efficient in- 
secticide absolutely kills whole colonies of ants, 
roaches, etc. No powder, paste or liquid. Simple 





to use. Low consumer price. Long profits. 
Big repeats. See advertisement Page 139. Write 


The Lilly Products Co., 34 Dean Street, Attle- 
boro, Mass. é 














LARGE NEW YORK WHOLESALE HARD- 
WARE and housefurnishing house requires ser- 
vices of salesmen with thorough knowledge of the 
line, and who have an established trade. Our 
line is diversified, stocks complete, prices right, 
splendid opportunity for aggressive men.  Terri- 
tories open, Massachusetts, Rhode Island, West- 
chester, New Jersey and New York. Commission 
basis. State past five years’ employment. Ap- 
plications confidential. Address Box D-344, care 
of Harpware Ace, 239 W. 39th Street, N. : A 
City. 


| ew Wanted | 














Agency Wanted in Ontario 


avd other centres in Canada by an 
established firm of hardware represen- 
tatives with good and sound connec- 
tions in the trade, especially Ontario. 
Give full particulars. 


Address — Marshall-Hall Company 


9 Wellington East, Toronto, Ontario. 











I AM SELLING ALL IMPORTANT Cleve- 
land hardware retailers and invite correspondence 
with manufacturers desiring direct representa- 
tion. Address Box D-340, care of Harpware Ace. 
239 W. 39th St., N. Y. City. 





COMMISSION LINE WANTED FOR ILLI- 
NOIS exclusive of Chicago. Able, aggressive 
salesman, well established with the trade, wants 
high-grade, dependable repeat line or specialty 
for retail hardware, lumber, implement or kindred 
trades. Have dealers’ confidence and can put over 
new line if it has quality. Personal interview 
preferred. Address P. O. Box 784, Peoria, 
Illinois. 


WELL ESTABLISHED MANUFACTURING 
AND JOBBING organization traveling five inca 
offers thorough representation for one more hard- 

ware or housewares item in ew England 
States, New York State, Pennsylvania, Maryland, 
D. C. and Virginia. Have facilities to carry stock 
and act as distributor. Will exchange references. 
Address Box D-342, care of Harpware AGF, 23° 


| W. 39th St., N. Y. City. 





Patents Offered Hardware Manufacturers 


Royalty or outright, new double cylinder locks. 
Patented. Provides greater security. Endorsed by 
engineers and authorities. Applicable to auto- 
mo>iles, buildings and all general purposes. Also 
new clothes line pulley of great efficiency. Blue 
prints, particulars upon request. No agents 


Address D- - eare of HARDWARE AGE 
239 W. 39th St., N. Y. City 














MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J 
Epstein, 815 Central St., Kansas City, Mo. 


BUSINESS OPPORTUNITY IN PHOENIX, 
ARIZONA. One of the leading hardware firms 
in Arizona for more than forty years. Stock con- 
sists of hardware and housewares, pipe, pumps, 
engines, motors, Frigidaire and General Electric 
Refrigerators, Gas and Electric Ranges, Oil Burn- 
ing Heaters, etc. Sales for fiscal year ending 
July 31, approximately one hundred ten thousand. 
Will sell in its entirety or less than control. Not 
interested in less than Fifteen thousand invest- 
ment. Address Box D-329, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 





dlp Wanted ] 











WANTED, EXPERIENCED BUILDERS’ 
HARDWARE MAN. Must be capable of detail 
ing large jobs for Chicago and surrounding area 
Salary $150.00 per month. References required 
Address Box D-322, care of Harpware Ace, 23° 
W. 39th St., New York City. 


WANTED SALESMEN ALL TERRI 
TORIES TO sell “complete well-known line paints 
and varnishes, carry as side line only. Wonder- 
ful opportunity for those having contacts with 


hardware, paint dealers and jobbers. Liberal 
commission. Address--Payson Paint & Varnish 
Corp., 804 E. 141st Street, New York City. 





Fire You Seeking SALES REPRESENTATION 
either on a NATIONALor SECTIONAL BASIS? 


HARDWARE AGE VERIFIED LIST 


It lists 1059 MANUFACTURERS’ AGENTS in the United States and 43 in Canada operating in the 
hardware field, giving not only their names and addresses but also the lines handled, territories covered, 
— of men traveled, branch addresses of those firms having them and the year the businesses were 
established. 


Obviously this information will prove helpful in arranging for sales representation wherever desired in 


the United States and Canada. 


HARDWARE AGE VERIFIED LIST also contains separate lists of Wholesale Shelf Hardware Houses, 
Wholesale Heavy Hardware Houses, Mill Supply Distributors, Plumbers and Tinners Supplies Jobbers, 
and Chain Hardware Stores, authoritative lists that are recognized as indispensable for effectively con- 
tacting, personally or by mail, these distributors in the hardware trade. 


The price for this publication, containing all the lists stated, is $10.00 a copy. Remittance with order. 


HARDWARE AGE 


VERIFIED LIST DEPARTMENT 
New York City, New York 


239 West 39th Street 





FEBRUARY 9, 1939 
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DEVESEEM) ccc ccceccccensese 22 


Revere Copper & Brass Corp., 
Rome Mig. Div. ....cccccses ~- 
Reynolds Wire Co. .......++.- 31 





Rich Ladder & Mfg. Co., The.. 
Richards-Wilcox Mfg. Co. .... 
Rixson, Oscar C., & Co. 
Roberton Mfg. Co. ....... 
Robertson, Arthur R. ° 
Rochester Sash Balance Co., a ‘Inc. 
Rogers Isinglass & Glue Co. .... 
— Mfg. Div., Revere pera 





Trees GEOR. ..cccccccccs é 
Ruby Chemical Co. .........-¢% 
Russell, Burdsall & Ward Bolt & 

WEE GR. co aceci. $0sceteeacve 


Ryerson & Son, Inc., Jos. T..... 


Ss 


Samson Cordage Works ........ 
Sand’s Level & Tool Co........ 
Sandvik Saw & Tool Corp. .... 
Savage Arms Corp. ...... eevee 
Schact Rubber Mfg. Co. ....... 
Schaefer Brush Mfg. Co. ...... 
Schalk Chemical Co. .........-- 
Behats Mig. OO. ..cccccccccces 
Schlueter Mfg. Co. ..........- * 
Sentinel Radio Corp. ......... 
Shapleigh Hardware Co. ....... 
— Bronze Powder & Stencil 





shasta Mfg. Co., BH. Biscccce 
Sherwin-Williams Co., The..... 
Signal Electric Mfg. Co. oweee 
Giesplas MES. GO. cocccccoces ‘ 
Smith, Inc., Landon P. ...... 


Southern Pacific we wey 4 Line 
Socony-Vacuum Oil Co., Bug-A- 
BOO, ceccccccccccccscesccece 
Socony- Vacuum Oil Co., pees 
Pro@mete  ccccccsscce Stenee 
Speedway Mfg. Co. ..... 
Standard Eleciric Mfg. Jorp.. 
Standard Fence Co. .......... 
Stanley Rule & Level. Plant. 
Stanley Works, The .......... 
Star Heel (Oe ea Ree 
Starline, Inc. ......... écoweee 
Stearns & Co., E. C.. 
Steel Products Mfg. Co. P 
Sterling Bolt Co. .....++ee+65 ‘ 
MITE BOO. .ccccccssccccccese 





Taylor Instrument Cos. ....... 
‘Tennessee Coal, Iron & Railroad 

CG. 460566 K6.00-56 000.08 eecece 
Thomas Products Co. .......... 


Tip-Top Products Co. .......... 13 


Tobacco By-Products & Chemical 
CE. Se piavieccecededsestios 
Tore Mfg. Co. ..cccccccces eee 
Towsend, B. W. ....ccccccccce 
Townsend Lawn Mower Co., “Sam- 
2 Pee 
Trico Fuse Mfg. Co. ........ és 
Triplewear ...ccccccsscececs eo 
Triplex Serew Co., The........ 
Tubular Rivet & Stud Co....... 
Tucker Duck & Rubber Co. 


Turner, Day & Woolworth Handle 
141 


GB heccscccsvessecceceeeos 


Union Fork & Hoe Co., The. 

Union Hardware Co. .......+++ 
— States Rubber vierpenes 
U. s 4 Biast Comp. ic cccvcesece 
United Stove Co. ........ meee 
Universal Equipment Co. 
Utica Drop Forge & Tool Corp... 





¥ 
Vaughan Novelty Mfg. Co., Inc. ted 
Vienek Test Ce., TOS .cccccsce 

w 
Wabash Appliance Corp. ...... 
Wall Rope Works, Ine. ..... ee 
Ward Mfg. Co. ......«+- éoeece 


Warren Tool Corp. ......cccceee 
Washburn Co., The ........++.. 
Weegee Electric & Mfg. 

Ce 


Wickwire Brothers ....cccceee . 
Wilcox-Crittenden & Co., Ine... 
Winchester Repeating Arms Co.. 

Wises & Some Co.. J. ..cccccces 
Wood Shovel & Tool Co. ...... 
Woodruff & Sons, F. H. ...... 
Wonstet TOU Os, «x oo.6656 0042 
Wright Steel & Wire Co., G. F. 


Y 


Yale & Towne Mfg. Co., The.. 
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A complete, but small investment, line 
of superior paints. You become the 
exclusive Alabastine Oil Paint Agent in 






stine Oil Paint Prod- 


Alabare sold only through 








t . ° 
wectesive uenee™ your community. Full protection guar- 
DENT RETAILE anteed. No competition with your own 


nity ° ° ° pf 
ve exclusive line. Alabastine sells no chain 


stores, no mail order houses, no depart- 


One to a co 
Will you be th 






¢ one? 


IF YOU ARE OUR MAN 
... FHEN WE ARE YOUR COMPANY 
ALABASTINE PAINT LINE offers you: 











ment stores, operates no “different 
label” stores across the street .. . You 
receive the exclusive benefit of a com- 
plete localized and proven merchandis- 
ing plan and sales program of monthly 
sales deals. If you are our man, you'll 
write for full details. 


Pei oe 
WAABASTINE :B 
HOUSE A 
leary: T NZ 











BIGGEST MONEY MAKERS 
Fastest Selling Can Openers 


Yaughan3 
Sarery Rou 
DE LUXE 
Automatic 
CAN 
OPENING 
MACHINE 


(Wall Model for 
Home Use) 






World's 
Best 
Can Opener 





You’ll find quick profits in Vaughan’s Nationally Known 
Line of Can Openers. No. 330—a real leader is the finest 
popular priced STATIONARY Can Opener known. Modern, 
streamline design. Built to last a lifetime. OPENS ANY 
SIZE OR SHAPE OF CAN WITHOUT ANY CHANGE 
OF PARTS. Quick action disc cutter. Simplest to oper- 
ate... sells itself on display 


The Only Can Opener 
that cuts the top out of 


suet de Ghee net eno. looves 
TRADE MARK a safety rolled edge. 

Check your stock on this great seller. 
Over 50,000,000 sold. The demand in- 
creases daily. Be sure to feature this 
NATIONALLY ADVERTISED item in 
your fall sales. Write for catalog and 
prices and look at the entire Vaughan 
Line. 


VAUGHAN NOVELTY MFG. CO., INC. 


World's Largest Manufacturer of Can Openers 
3211-25 Carroll Ave. Chicago, Ill., U. S. A. 











SELL BERNZ TORCHES 


There's a year ‘round demand for 
Bernz time-tested Torches. Now is the 
time to order your requirements. Un- 
excelled for thawing frozen pipes, for 
soldering and preheating, or burning 
off paint. Mechanics prefer BERNZ 
No. 87 torch for the following reasons. 


. Special composition bronze tapered sigma 
produces an intense, hot blue flam 
2. Extra heavy construction, inbulit mut 
ity, and non-clogging features add to 
length of life. 
. Low fuel consumption. 
Many exclusive yom features not 
found on any other tore 
An all purpose torch 3 year ‘round 
service. Priced low to increase sales. 
Meets rigid specifications of U. 8S. 
Army and Navy. 


OTTO BERNZ CO., INC. 


ROCHESTER, N. Y. Estab. 1876 


oe Be 





No. 87, | at. Bot. filler 

No. 88, | pt. Bot. filler 

No. 200, | qt. Top filler 
For Gasoline 









































CARLTON 


hh STAINLESS STEEL 


NEW 
© convenient 





NOTE the new, attractive, cool, easy-to-grip handles, an 
improvement every housewife appreciates. Carlton 
Ware leads in design, quality and finer finish inside as well 
as outside. No pits nor deep grinding marks. Stays bright 
and lustrous—cleans easier, wears almost forever. The 
trend is steadily to stainless steel. You can meet it most 
profitably with Carlton Ware. Order of your jobber. 


The Carrollton Metal Products Co. 


Carrollton, Ohio 


CARLTON 


SUS Et 


CHROMIUM 
AND NICKEL 


WARE 


eee sae 








Help Yourself to BIGGER 
Profits on 
Nozzle Sales! 


Offer your customers this new, advanced in- 
vention—the successor to old-fashioned hose 
nozzles. You make more profit and they get 
greater sprinkling satisfaction using the 


CARTER Stray NOZZLE 


with its instantaneous automatic shut-off control that 
saves water—the split-second change “ water flow— 
from dewy mist to power stream—that’ lated en- 
tirely by hand pressure. Here's cpriakling at its best 
and thriftiest. Stream can be set at any desired flow. 
Every hose user in your community wants these sprin- 
kling advantages—don’t delay being prepared to supply 
them. Order the Carter from your jobber now. 
Jobbers: Order your stock NOW for Spring demand. 














Fast sales, big 
profits also with 


THE WEEDLE! 
The Weedle needles 


We're cooperating . ' 
8 NATIONAL HARDWARE WEEK a To, See 


CARTER PRODUCTS CORP. 702 Front Ave., Cleveland, Ohio 




















FEBRUARY 9, 1939 
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- SAND’S LEVELS 


—TELL THE TRUTH— 


— a ow) 


WORLD'S STANDARD FOR 43 YEARS 
“Factory Built-In Accuracy” 


MASONS’ WOOD AND ALUMINUM 
CARPENTERS’ WOOD AND ALUMINUM 
TILE SETTERS’ WOOD AND ALUMINUM 
SAND’S-STEVENS SURFACE AND LINE 


Write for Catalog « 


SANDS LEVEL & Too. ComPANY ° 


DETROIT, MICH. ® 
ececee 

















8631 Gratiot Ave. 








LS BETTEp 


Gardiner Acid-Core Solders make 
good because they are made good. 
Their reputation for highest qual- 
ity, uniformity and economy is nation- 
wide... is a big faetor in stepping up 

















sales and profits. Win the cream of the big home market by stocking the popular 
Gardiner Repair-All Household Package. Cash in on the preference of farmers, me- 
chanies, garages and other |, 5 and 20-pound spool buyers for solders bearing the 
Gardiner trade mark. Ask your jobber for prices and details. | 


lardiner 

























) tape | 
kK) 7 BALTIMORE MARYLAND \; 











Ger" DOMES & SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
Oc SET-10c SET-10 L SAVE FURNITURE 


co 
S)\_ & FLOORS-CREATE QUIET 
CE-: 0 Name Domes of Silence 


Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble 
Noiseless, Sizes for metal beds 


Cement and Bathroom F 
, wood beds, large 


chairs and all furniture 


Ask your Jobber 


If he is not supplied write to 


COMES of SILENCE, Inc., 35 Pearl St., N.Y. C. J 
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Mouldek RUBBER GOODS © Specialhi. 








PLAIN AND MUSHROOM BUMPERS 
RUBBER HEAD NAILS @ TOILET SEAT BUMPERS 
CHAIR TIPS @ CRUTCH TIPS @ SUCTION RUBBERS 


SEND FOR CATALOG OF COMPLETE LINE 


The ELASTIC TIP Co. 


O ATLANTIC AVE: BOSTON:-MASS: 



















Ket BRUSH-NU COMPANY , 1 | 





ins an _PIN co. 
— Se. oma. 











KNOWN 
EVERYWHERE 


No. 800— Low Priced, Pump Filler, 
Polished Brass Finish. 


No. 600A — Bottom Filler, T Handle 
Lock Down Pump, Polished Brass Finish. 


ied No. 158A—Chrome Plated Tank and 
cs Pump, Full Skirted Windshield. 


CLAYTON 2 LAMBERT Mc. Co. 


DETROIT, MICHIGAN 


>) , 
Caf, 
NoI6OQA 
DE TROT 














HARDWARE AGE 
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— .22 rim fire rifles, 
‘Y selected to suit your demand, will 
bring your store the trade you want. A 
round dozen different models give you a 
range suited to all classes of shooters. 
Highly attractive in design, performance 
and price. 

Feature the NEW Model 72 Sporting- 
Target bolt action repeater with tubular 
magazine for all-around popularity. 
Choice of eight styles. Feature the NEW 
Model 75 Target Rifle for the eager de- 


WINCHESTER REPEATING ARMS COMPANY, 


INCHEST 
.22 RIM FIRE RIFLES 


Enable You To Meet Eve ° 







mand for this highly developed spe- 
cial target design at medium price; 
choice of five styles, according to sight 
equipment. 

Order Model 52 Target Rifles for 
marksmen who want world leadership in 
equipment. Model 62 for its great fol- 
lowing of pump-gun shooters. Model 67 
single shots for beginners. Look over the 
entire line and make your selections. Get 
stock in NOW for a bigger, better, more 
profitable season. 


DIVISION OF WESTERN CARTRIDGE COMPANY 


FEBRUARY 9, 1939 












rust, In 


Rifle, soli 







Long Rifle 


all or hol. 






NEW HAVEN, CONN., U.S.A. 





NR ee 





PROF/7 
MAKER 





@ Reaches Deep Corners 
Cleans Bowls Easily 
DAISY 4&ITCHEN SPATULA Fine for Handling 
RE: Cake Batter 
en searin Ideal for Spreading 
Cake Icing, etc. 


Add to your line of fast selling Daisy profit makers the Daisy | 
Kitchen Spatula. Give it prominent display and you'll find it the 
most popular item on the counter. Include in your Daisy Kitchen 
Spatula Display, Daisy Plate Scrapers, Daisy Sink Stoppers, Daisy 
The kitchen spatula is Jar Openers, and Daisy Kneeling Pads. All these needed kitchen | 


Wooden enamel” handies items are attractively packaged and pay you a long profit. 


come in lustrous red and 


= s dadie'e oie If you do not have the new Daisy Kitchen Spatulas in stock, order 
to fit all uneven surfaces. them at once. Take advantage of our liberal freight allowance on 


» 


shipments weighing over 100 pounds. a 


Every Hardware Store Can SCHACHT RUBBER MFG. CO. 


HUNTINGTON, INDIANA f 


Increase Profits with These Makers of Quality Household Rubber Goods 
Popular DAISY Products 


UTOS «Write Today for FREE 
DAISY Line Catalog 


Send at once for the Daisy Catalog of Household and 
Mechanical Rubber Goods. It pictures in natural colors 
dozens of fast selling Daisy Rubber items, such as Toilet 
Repair Kits, Tack Bumpers, various types of faucet wash- 
ers, Furniture Casters, Force Cups, Tank Balls, Sink and 
Basin Stoppers, Rubber Tubing, Sprays, Jar Rings, Mats, 
Stair Treads, etc. 


You'll find the Daisy Line a long profit line and doubly 
desirable because it is a line that moves. Our new catalog 
will be sent to you on request. Write for it today. 


Blue Ribbon Soles are made under 
our exclusive patent No. 1917737, 
which gives these soles their tremen- 
dous adhesion strength. In actual 
tests, vou'll find no other sole that 
sticks so tight. 
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